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North America Cos. 
Premiums Up 12% In 
1957; Assets Higher 


Premiums Totaled $322,738,000; 
Investment Income Rises But 
Operating Income Declines 


SURPLUS ACCOUNT LOWER 


Fire and Marine Underwriting Loss 
$8,446,000; Indemnity Company 
Loss $2,917,000 











Premiums written by Insurance Com- 
pany of North America Companies in 
1957 topped the 1956 figures by nearly 
12%, rising from $288,391,000 to $322,- 
738,000. 

Following the meeting of 
the board of directors, President John A. 
Diemand that the fire and 
marine companies, Insurance Company 
of North America and Philadelphia Fire 
and Marine, wrote $197,015,000, a 12% 
increase over last year’s $175,832,000. 
Indemnity Insurance Company of North 
\merica wrote $125,723,000 for an 11.7% 
increase over the $112,559,000 written in 
1956. 

Investment income before taxes for 
the North America group was $26,478,- 
000, up 5.3% from last year’s $25,155,000. 
Net operating income for the group was 
$15,114,000, down $5,820,000 from 1956. 


Assets Show Increase 


February 


announced 


Consolidated assets at market values 
as of December 31, 1957, were $867,392,- 
0, an increase of $9,920,000, or 1.2% 
over 1956. Policyholders’ surplus on a 
consolidated basis (capital, stated sur- 
plus and voluntary reserves) totaled 
$399,025,000 at the year’s end, a decrease 
trom last year of $38,842,000 or 8.9%. 

With premiums written by the fire and 
Marine companies increasing to $197,- 
015,000, up $21,182,000 from 1956, while 
earned premiums gained $14,410,000 to 
$176,310,000, the sum of $20,704,000 was 
added to the unearned premium reserve. 
Claims and claim expenses amounted to 
$106,822,000, and underwriting expenses 
$77,935,000, making a statutory under- 
writing loss of $8,446,000 

With Indemnity Insurance Company 
of North America’s premiums written in- 
creasing to $125,723,000, up $13,124,000, 
while earned premiums gained $11,157,- 
00 to $18,346,000, the sum of $7,377,000 
was added to the unearned premium re- 
serve. Claims and = claim expenses 
‘mounted to $77,212,000 and underwrit- 
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Julius S. Wikler To 
Succeed Leffert Holz 
AsN.Y.Superintendent 


Retiring Commissioner Will Return 
To Private Practice With 
Old Law Firm 


CAREER OF HIS SUCCESSOR 


Chief Deputy ‘of Department for 
3 Years; Belongs to Numerous 
Bar Associations 





Leffert Holz, who for three years has 
been Superintendent of Insurance of 
New York State, 


Department March 15 at which time he 


will retire from the 
will start devoting most of his time to 


He will 


tinue in his post of president and chair- 


private practice of law. con- 
man of Mortgage Facilities Corporation. 
This was created by legislative direction 
to encourage residential mortgage financ- 
ing in economically depressed residential 
urban areas of New York State. It is a 
public spirited organization which pays 
no salaries to its officers. Its members 
include leading insurance companies and 
banks. 

Mr. Holz for some years has been a 
member of the law firm of Holz & 
Schrier, 6 East Forty Fifth Street, New 
York City. 


work, taxation work and condemnation 


It specializes in surrogate 


proceedings. 


Succeeding Mr. Holz as Superinten- 


dent of Insurance will be Julius S. Wik- 
ler who is now First Deputy Superin- 


tendent of Insurance. 


Holz Has Wanted to Retire for 


Some Time 


Mr. Holz notified Governor Harriman 


some months ago that he wanted to 
return to private life at the end of last 
year. The Governor asked him if he 
would remain until after the present 
legislature adjourns. However, on Feb- 
ruary 13 Mr. Holz wrote to the Gov- 
ernor saying that he had decided with 
the greatest reluctance on leaving tlic 
Department March 15, A paragraph in 
his letter to the Governor reads: 

“IT wish to express to you my sincere 
appreciation for the opportunity 
have given me to participate in your 
outstanding administration of the affairs 
of the State of New York. My service 
in your cabinet is something I am very 
proud of; indeed, I consider it the high 
point of my own career. 

“As I indicated to you several montlis 


you 


(Continued on Page 50) 
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Successful Leadership 


builds 


EARL C. JORDAN of Chicago, appointed 
General Agent in 1948 at age 31, is an out- 
standing leader and agency builder. We are 
proud to have him as a Massachusetts Mutual 
man. 





Appointed in 1954 


TOM S. STEIN 
Manager, Salt Lake City 
Appointed in 1957 


WILLIAM J. NELSON, Jr. 
General Agent, Milwaukee 









ear 


CARL F.. TAGGE 
General Agent, Houston 
Appointed in 1956 


GERRY D. SCOTT, Jr. 
General Agent, Minneapolis 
Appointed in 1958 
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His able and successful management of 
our Chicago-Jordan Agency attracts men well 
suited to a life insurance selling career, and 
he inspires and leads them to constantly 
increasing production and earnings. 


Earl Jordan is quick to recognize and 
anxious to develop management qualifica- 
tions demonstrated by his associates, and is 
interested in their continuing progress. In 
the past four years he has unselfishly spon- 
sored four of his men to head Massachusetts 
Mutual agencies. These leaders are pictured 
here. 


In the nine years since Earl Jordan was 
appointed General Agent, his agency has made 
a 450% ordinary sales gain. Last year the 
agency sold $25,363,000 ordinary and 
$10,428,000 of group life. 
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Massachusetts Mutual 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
The Policyholders’ Company 
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New York State General Agents & Managers At Saratoga Springs 





By Ottver J. JoNEs 


One of the most informative and en- 
joyable conventions within the insurance 
industry is the Annual Saratoga Meeting 
of the General Agents and Managers 
Section of the New York State Associa- 
tion of Life Underwriters. Held Febru- 
ary 14-15, this year’s speakers were H. 
Bruce Palmer, president, Mutual Benefit 
Life; Dudley Dowell, executive vice 
president, New York Life; Thomas C. 
Morill, executive vice president, State 
Farm Mutual Automobile Ins. Co, One 
of the features of this affair is the ques- 
tion and answer period following each 
talk. Traditionally this part of the pro- 
gram, for the most part, is off the record. 

The proceedings were summarized by 
Frederic M. Peirce, managing director, 


Life Insurance Agency Management As- 
sociation, who replaced Lester O. 
Schriver, managing director of NALU, 
on the program, At the time of the 
meeting Mr. Schriver was convalescing 
from an operation in a Washington, 
D. C. hospital. A group of those attend- 
ing the Saratoga meeting spoke with 


‘him by telephone from the Gideon Put- 


nam Hotel, where the meeting was held. 
He left the hospital the early part of this 
week, 

Theme this year was “We Have Only 
One Problem—In What Direction is the 
Agency System and the Marketing of 
Life Insurance Headed ?” 

General chairman of the meeting was 
Benjamin D. Salinger, Mutual Benefit 
Life. 


Dudley Dowell Views Growth As 


Industry’s Common Denominator 


Saratoga Springs, N. Y.—A life insur- 
ance company with “adequate financial 
resources” can sustain a 10% annual 
growth rate without taking anything 
away from its old policyowners, and 
without danger of saturating the mar- 
ket in the foreseeable future, Dudley 
Dowell, executive vice president, New 
York Life, told the General Agents and 
Managers Section of the New York 
State Association of Life Underwriters 
meeting here last week. “Since the war 
we have witnessed acceleration of two 
kinds of change,” he said, “the quan- 
titative, and the qualitative. Volume has 
expanded in response to expanded mar- 
ket opportunities and sales efforts but 
there also has been much research and 
experimentation, bringing forth many 
new forms of insurance and new meth- 
ods of operation. These innovations have 
in turn stimulated insurance sales by 
making our product more useful, more 
convenient, better understood, and more 
economical. . . .” 

The New York Life executive pointed 
to several distinctions between healthy 
growth and unhealthy growth. “Sales 
accompanied by heavy lapses and _ sur- 
renders are obviously unhealthy,” he 
said. “Some of this unhealthy kind of 
selling is bound to occur here and 
there, now and then. But looking at the 
picture as a whole, I do not find the 
average lapse and surrender rates alarm- 
ingly high. They are certainly not high 
enough to stigmatize the total sales vol- 
ume as unhealthy. 

_ “Total insurance in force continues to 
Increase by a very substantial amount 
every year,” Mr. Dowell continued. “As 
an industry, we are moving forward, not 
Just spinning our wheels. The growth 
fate for insurance in force has been 
10% or better each year during the 
Past several years. With total protec- 
tion of the public thus expanding at 
twice the rate of total national income 
growth, we are achieving a real upgrad- 
Ing of the average American’s personal 
security. This is healthy progress, and 
we should not be satisfied with any less 
ambitious goal. The public’s needs are 
still far from being adequately covered. 
he market is far from saturated.” 

Turning to the qualitative aspect of 
growth, Mr. Dowell pointed out that 
some people regard group and other 
forms of term insurance as “inferior 
merchandise.” 


Proper Place for Term 


“Most of us recognize, however, that 
there is a proper place for Term insur- 
ance. The mere fact that growth of 

€rm insurance has been relatively rapid 
“Ae not mean that the situation is un- 
ealthy. 

| The growth of pension plans has 
also been very rapid. People whose old 


age security is largely taken care of 
by group annuities and other pension 
plans don’t necessarily need the tra- 
ditional kind of personal insurance pro- 
gram, with all the trimmings. 

“They can get along with lower cash 
values in their programs. They need 
relatively more emphasis on protection 
against dying too soon. Therefore, | am 
satisfied that by and large the public 
is getting the kind of protection it 
wants and needs.” 

Mr. Dowell asserted at this point “that 
the general trend toward, Term insur- 
ance does have a depressing effect upon 
the premium income of those insurance 
companies which fail to obtain their 
proportionate share of the nation’s rap- 
idly growing pension business. 

“Most companies, unforunately, are in 
this predicament,” Mr. Dowell added. 
“As you know, coverage under insured 
pension plans has not been growing 
as rapidly as coverage under the unin- 
sured or trusteed plans. 

“Our lagging behind in this field re- 
flects an unhealthy competitive situa- 
tion which is largely traceable to dis- 
criminatory tax laws. The trusteed plans 
are exempt from premium taxes and 
from investment income taxes. This is 
unfair. But restricting our sales of Term 
insurance could obviously not do any- 
thing to remedy this unfair situation.” 

Mr. Dowell referred to “another pos- 
sible kind of unhealthiness that has wor- 
ried some people—too fast a growth rate 
could have a bad effect on surplus, pos- 
sibly even on dividends. Theoretically, 
a company could go broke while issuing 
a large volume of new business, even 
if this was high quality business, written 
in the most economical possible man- 
ner.” 

He reminded the New York manage- 
ment men that all new insurance re- 
quires an investment of money on the 
part of the company issuing it. “The 
money is used to train the agency force, 
pay first year commissions, underwrite 
the applications, and issue the policies,” 
he pointed out. 

“This initial outlay for a new block 
of business usually adds up to more than 
the first year premium. The companies 
are not allowed to show the outlay as 
an asset on their balance sheets. Hence, 
as we keep our accounts, a deficit is in- 
curred with each new block of business. 
This deficit comes out of the company’s 
general surplus, to be repaid from the 
gains produced in subsequent years when 
the business is renewed. In the end, 
each block is self-supporting. The initial 
deficit for each block of business is 
truly an investment, and a_ profitable 


one at that. 

“If the same amount of new business 
is written every year, the gains from 
all renewals of old business are suffi- 


Responsibility For Agency System 
Future Outlined By H. B. Palmer 


Saratoga Spring, N. Y.—The type of 
sales organization created by any busi- 
ness or industry to distribute its goods 
and services will largely depend on which 
marketing mechanism it uses—“pursuit 
of the buyer” or “pursuit of the prod- 
uct,” H. Bruce Palmer, president, Mutual 
3enefit Life, said in a talk before the 
General Agents and Managers Section 
of the New York State Association of 
Life Underwriters, here last week. “In 
the first category,” Mr. Palmer said, “the 
distributor builds a somewhate different 
type of sales organization, largely be- 
cause the product is not inherently self- 
motivating or readily understandable. All 
products or services seem to fall into 
on or the other category or perhaps into 
a shadow area between the two. While 
the three primary wants of man—food, 
shelter and clothing—might be placed in 
the category of ‘pursuit of product,’ 
man’s next greatest desire for financial 
security would seem logically to be 
classed as ‘pursuit of the buyer.’” 

The basic weakness in the distribution 
system of many products and services, 
Mr. Palmer said, “seems to be in the 
improper classification of the industry’s 
distribution problem. Today, when many 
industries are concerned about the 
movement of their particular goods or 
services, if they were to switch to a 
different sales philosophy, they would 
solve over a period what is now being 
termed recession. 

“In our business system,” Mr. Palmer 
continued, “the consumer ultimately de- 
termines which of our two distribution 
systems should be used by a particular 
business or industry. This can be readily 
attested to historically and statistically 
through surveys. It does not seem to be 
a question of survival of a system but 
only in the form of that system. The 
consumer has said unequivocally that we 
need a salesman to explain, to motivate 
and to guide us in the purchase of our 
life insurance holdings. The salesman 
must, of necessity, be part of a system 
which intelligently recruits, trains and 
supervises his activities. To be dynamic, 
the system must remain flexible. Con- 
sideration of these several fundamental 
factors of distribution is basic to the 


strength of our enterprise system. The 
agency system is our marketing mecha- 
nism and each of us whether a part of 
the field force or the home office staff 
holds a prime responsibility for-the fu- 
ture of that system.” 

Our competitive economy, Mr. Palmer 
said, forces rapid product changes. 
“Competition within the industry itself,” 
he said, “forces acceptance. Contagion 
in a field force comes either when the 
agent sells himself or is sold on a 
new product. In a dynamic distribution 
system there is hardly time for recrimi- 
nation. There is, however, a dynamic 
joint responsibility and opportunity in 
product development. Such development 
historically is a part of our business. 
We have witnessed in our own lifetimes 
many changes to refine endowments, 
new limited pay plans, numerous Term 
riders, intriguing juvenile coverages. We 
have seen  non-forfeiture provisions 
changed, settlement options broadened 
and in our own company a change in the 
basic product itself—the policy—to an 
attractive, colorful and usable format. 

“Tf we look at some of the product 
areas which might cause us some con- 
cern, we find an interesting pattern of 
evolution. When companies first started 
issuing special policies, forces immedi- 
ately went to work. The agent, because 
of competition, forced industry accept- 
ance. Companies concerned about the 
philosophy of full equity, seemed now 
to have had some bearing upon the ulti- 
mate form of these special contracts. 
The public itself became a force when 
it demanded the right to change old 
contracts to the new form. All of these 
forces working individually and in some 
concert brought about an evolution into 
a new pricing-by-size approach by the 
industry.” 


Increasing Use of Term 


Looking at the increasing use of Term 
forms, Mr. Palmer said, “again we are 
aware of the forces that work in this 
area of our distribution efforts. The 
public in a high consumer goods spend- 
ing spree readily bought the low pre- 
mium concept. Its increased conscious- 

(Continued on Page 





cient to cover each year’s deficit from 
new business,” the New York Life ex- 
ecutive continued. “Thus under static 
conditions there is no net borrowing 
from the company’s general surplus. But 
if the company has a _ comparatively 
small amount of old business on the 
books, while adding substantial amounts 
of new business, there will be a tem- 
porary net borrowing from surplus. Any 
company thus tends to deplete its sur- 
plus funds during a period of exception- 
ally rapid growth. But again, it should 
be remembered that this merely means 
that surplus is being used as a revolv- 
ing fund. No money is permanently di- 
VETtEG..« 6c) ; 

Mr. Dowell concluded his talk by en- 
swering two questions: (1) Can a com- 
pany sustain a given high rate of growth 
for a long period without reaching the 
danger point as far as surplus is con- 
cerned? (2) If a company wants to have 
a faster growth than can be supported 
by borrowing from its revolving surplus 
fund, isn’t the company tempted to re- 
duce the dividends to old policy owners ? 

In reply to the first question, Mr. 
Dowell’s advice was that each company 
must make its own analysis. “The an- 
swer will surely be different for the 
different companies, depending on cost 
factors, existing financial strength, and 
many other things. 

“Perhaps one company can afford to 
sustain only a 5% annual growth rate,” 
he suggested, “while another company 


could sustain 20%. 

“A recent analysis of this question in 
my own company produced a reassuring 
answer, which was qualified by a note of 
caution. The calculations showed that 
when a rather ambitious growth curve 
was projected far into the future, the 
company’s surplus position would always 
remain at or above an entirely safe 
level. 

“This was reassuring. But by way of 
warning, we were given a long list of 
conditions that would have to be kept 
under control in order for this calcula- 
tion to be valid. In particular, the an- 
alysis stressed the importance of such 
factors as persistericy, agent-survival 
rates, and unit costs of operations.” 

Commenting on the second question, 
Mr. Dowell told the Saratoga audience 
that if a company employs a reputable 
actuary, “the management is unlikely 
even to consider a dividend scale that 
would distribute to the old policy own- 
ers anything less than their equitable 
share of surplus. . . .” 

Admitting for the sake of argument 
that a company’s management might 
take such action, Mr. Dowell said he 
doubted “as a practical matter whether 
the management would be shortsighted 
enough to do so. For in the long run 
such action would destroy the company’s 
reputation as to the net cost of its prod- 
uct. And that would stifle the very 
growth which was the motive and pur- 
pose for the action... .” 
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Palmer Talk 


(Continued from Page 3) 


ness of insurance need also has had its 
affect on larger amounts purchased on 
lower premium plans. The agent was ag- 
gressively sold on new Term forms 
through home office promotion. In many 
cases he has followed the easy versus 
the hard-sell tactic. Recognition was 
given through volume rather than pre- 
mium emphasis. His records and_ his 
rewards seemed more readily attainable 
through the use of Term coverages. The 
company itself became a force in the 
Term evolution because of its emphasis 
on volume. This has been_ recently 
termed company-volume-itis. Companies 
have continued to promote new Term 
approaches rather than to foster all of 
the ‘good property’ concepts of the per- 
manent life insurance contract.” 

About the growing concern expressed 
by the Ordinary field forces in the evo- 
lution of Group coverages, Mr. Palmer 
said that there are some probable nega- 
tives to which “all of us should give 
our attention. While there is undoubt- 
edly a rightful purpose for Group insur- 
ance, it is bringing to the masses of 
our people a Term philosophy. It is 
questionable whether our country and its 
people can prosper under extremes_of 
temporary non-equity protection. Our 
economy needs the savings element 
for the needs of industry. You have 
expressed your concern about the so- 
called jumbo cases. It is hard to argue 
that there should be arbitrary limits for 
Group coverages. The evolution of your 
thinking toward a formula based on 
earnings is a wise one. The tax problem 
for the high paid executive makes it in- 
creasingly difficult for him to adequately 
cover his life value proportionately to 
that of the smaller wage earner. 

“There are many positive factors re- 
lating to Group coverage which should 
make you, as it does me, extremely en- 
thusiastic about the results to be ob- 
tained through its intelligent use, in the 
over-all growth of a company. My own 
company has the dubious distinction of 
having taken a hundred and thirteen 
years to write its second Group insur- 
ance case. Our final decision was based 
only upon one fact—Group can be the 
means of distributing the Ordinary prod- 
uct, if the two are intelligently and 
properly integrated. It was prophetic 
that in our second Group case sold last 
fall, the agent in a 35 life case has al- 
ready exceeded three hundred thousand 
of Ordinary sales. Others have since had 
equal successes. It is my prediction that 
the evolution of Group sales will bring 
us to the Group usage of permanent 
forms of insurance. This marketing ap- 
proach has also stimulated companies to 
think of mass merchandising techniques 
to be used in other sales areas.” 


Concern Over Trends 


Although some have been profiting 
from the so-called “gimmick” products, 
Mr. Palmer said, concern has been ex- 
pressed over such trends as minimum 
deposit and bank loan plans. “This is no 
evolution if we consider the intelligent 
use of reserves to strengthen a needs 
sale. It is hard, however, to condone 
the gimmick ‘buy below cost’ procedures 
used in today’s market. When one wants 
to contribute to the strength of an 
agency system he can hardly accept this 
type of a sales approach. It is important 
that companies establish standards and 
concepts of trusteeship as we watch 
the evolution in this particular area of 
our efforts. You, the agents, should be 
continually articulate individually and 
through your associations in placing 
trends which can only bring about an 
ultimate weakening of our system. 

“One profit approach leads us to the 
procedures or the methods we use. These 
two have a bearing on the acceptance of 
our system. In our home office services, 





cost competition is good in that it brings 
rewards for prudent management, eff- 
ciency, frugality, adaptability to new 
procedures and to automation, invest- 
ment wisdom, sound trusteeship and 
service communication. It is wise also 
that we are geared to joint attention to 
industry problems of inimical legislation. 
and tax inequities. As we look at our 
agency system and its service, it would 
seem that our distribution costs are al- 
ready sufficiently high. All of us_basi- 
cally use the same system even though 
some may determine their approach 
through management and others through 
general agency. The difference lies only 
in the control or measure of control used 
by companies in their relationship to 
sales management, in the employment 
status of its field organization and in 
the compensation it pays for the sales 
job. One or more of these three factors 
have caused a change in the approach. 
Capital requirements, due to _ higher 
costs, have hastened that day of change, 
perhaps without sufficient attention. to 
the means of adapting one system to the 
present day needs for our sales units. 
In both it is certainly incumbent upon 
company management to maintain at all 
times an element of initiative. 

“Another profit approach is perform- 
ance or marketing. Certainly our system 
will be judged by the confidence and the 
quality of our men, by their ability to 
adequately explain the usages of life 
insurance, by their ability to motivate 
into action and by the service they ren- 
der a clientele. In any retail distribu- 
tion system, sales and service become 
inseparable. Effective representation is a 
key to both. That representation to re- 
peat will only come through careful 
selection, proper education and thought- 
ful supervision. Here lies the greatest 
challenge in your job as sales manager 
and in mine as home office management. 

“Public judgment will be based on nu- 
merous factors—first, will be the ability 
of the agent to educate the prospect in 
the use of our product and the fulfill- 
ment of a common desire and a common 
need for financial security. Here it 
would seem we could use a broader pros- 
pective than we have in the past. We 
are important administrators of a peo- 
ple’s capitalism. The understanding of 
the system and how it affects the daily 
lives of our citizens is a much over- 
looked opportunity in our sales process. 
There is a revolving goodness ‘aspect’ 
to our product which potentially has 
great strength in our sales effort. The 
protection aspects of life insurance cov- 
erage provides future buying power. The 
equity aspects provide the unexcelled 
comforts of our way of life, today’s 
capital for business and industry and 
through that usage the dual values of 
these dollars to our policyholders. In 
In 27 years in this business I have never 
seen a training course that encompasses 
this potentially stronger argument for 
the use of life insurance. 

“Also we will be judged on how mas- 
terfully we interpret need and how in- 
telligently we underwrite the wants of 
man. If our sales are gimmick sales, 
we will eventually lose public confidence 
and reduce the persistency of our busi- 
ness or purchase motivation. It is not 
basic and not lasting. We will be judged 
by the sales techniques which we use. 
Here we need flexible and progressive 
thinking. It is good that we have our 
critics. It is good, too, that we have in- 
creasingly more aggressive competition 
from other savings institutions. The 
banks, the mutual fund salesmen, the 
stock and bond houses are all using new 
competitive weapons which bring about 
the resultant shortening of our own. 


Analyze Trends 

“Here in the marketing area we can 
also analyze trends. It can be readily 
predicted that increasing efforts will be 
made to mass merchandise the life insur- 
ance product. Psychologically, a prospect 
is hesitant to sit across the desk of a 
well-trained salesman because of the fear 
of being sold. A broader base of educa- 
(Continued on Page 50) 
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Marketing Methods Focused On Only 
Part Of Total Market Says Morrill 


Life insurance field management heard 
a warning that present-day marketing 
methods are focusing on only part of the 
total market, leaving the major part of 
it largely overlooked. No private enter- 
prise today can risk allowing “even a 
latent demand for its services among 
America’s millions to go unmet,” Thomas 
C. Morrill told the annual Saratoga meet- 
ing of the General Agents and Man- 
agers Section of the New York State 
Association of Life Underwriters at 
at Saratoga Springs, N. Y., last week. 
Mr. Morrill is vice president of State 
Farm Mutual Automobile Ins. Co. at 
Bloomington, IIl., and spoke on the sub- 
ject, “Let’s Start With the Customer.” 
“Government is all too ready to fill the 
gaps in security that private enterprise 
leaves behind,” Mr. Morrill stated. 

Mr. Morrill cited industry statistics 
to show that the average amount spent 
for life insurance in this country during 
the past six years increased, while the 
amount spent “for every significant in- 
come group” decreased. “The answer 
must lie in the fact that millions of 
families moved up to higher income 
brackets during these six years,” he 
stated, “taking their life insurance 
spending habits with them.” 

He asserted that people who move up 
to higher income groups “tend to reduce 
the average amount spent for life insur- 
ance in the group they leave as well as 
in the group they enter. The lesson for 
us is this: Such a mathematical phe- 
nomenor: is possible only because the 
sale of new life insurance at these in- 
ccme levels has not kept pace with the 
rising incomes in the brackets where 
most of America’s families live.” 

Turning to the current sales picture, 
the State Farm executive summarized 
Statistics to show that “as a broad gen- 
eralization” a third of all Ordinary life 
sales are made to families earning under 
$3,000, another third to those in the 
$5,000 to $10,000 bracket, and the re- 
mainder to those over $10,000. These 
groups represent respectively 59%, 33%, 
and 8% of total families. 

“What is happening to us?” Mr. Mor- 
rill asked. “Are we selling more and 
more life insurance to fewer and fewer 
people? Is our emphasis on program- 
ming, estate planning, business insurance 
and pension plans evidence of a steady 
pressure toward bigger cases and to 
prospects with the ability to pay for 
them? Have declining commissions per 
unit plus rising costs of living forced 
the professional life insurance under- 
writer to concentrate on the well-to-do? 

“If so,” the speaker continued, “then 
we are as a_ business seeking out our 
most productive market, the market in 
which our existing distributive system 
functions most efficiently. The practical 
wisdom of that choice would be difficult 
to challenge. The individual agent, man- 
ager or general agent could not very 
well afford to ignore it. 

“But the practical answer for the field 


man is not necessarily the complete 
answer for the life insurance  busi- 
WEBS i 26S< 


Turning to the “great, growing mass 
market in America today” with the low 
income class shrinking, and the middle 
income group becoming dominant, Mr. 
Morrill declared: “The life insurance 
business may well come to the conclu- 
sion, as have many other businesses 
serving consumer needs, that the exist- 
ing distribution system will need to be 
modified, or more probably comple- 
mented, by a new approach. Enlightened 
experimentation will be required. 


“We will need to resist the temptation 
to examine each approach in terms of 
the potential disturbance to the status 
quo. If we accept the evidence that the 
status quo is not adequately selling the 
mass market and is not practically adap- 
table to that objective, then the test 
for a new idea should be whether it will 
help fill the gap.” 

Mr. Morrill emphasized to the New 
York management audience that he did 
not wish to discuss the “universal merit 
of any approach,” but that he did advo- 
cate “matching your approach to the 
market you are seeking to serve.” He 
said that if the premise is accepted that 
many of the middle-income levels are 
not fertile enough ground for a single- 
line life insurance agent, the practicality 
of a multi-line approach is more readily 
seen. . . .” He described the three-line 
system of State Farm agents, all of 
whom sell automobile, life and fire, as 
highly successful. 

Discussing the recent trend of fire 

and casualty companies acquiring life 
affiliates, Mr. Morrill reminded his audi- 
ence that many of these companies use 
the American Agency System as their 
distribution mechanism. “It is agents of 
this type,” he said, “that place a large 
share of the insurance protection re- 
quired by American business and indus- 
try. Such agents will also serve the 
insurance needs of individuals, but | 
believe they will agree that their mar- 
ket is found in the upper, rather than 
the middle or lower, income levels. 
_ “To that extent, any additional life 
insurance that they sell will only inten- 
sify the competition in that part of the 
market. They are not likely to expand 
significantly the distribution of life in- 
surance to the middle market.” 

Mr. Morrill stressed that the need for 
professionalism in serving the property 
insurance needs of great corporations, or 
the life insurance needs of upper-income 
people is not debatable. “But I submit 
to you,” he added, “that the typical in- 
surance needs of the mass market fam- 
ily are simply met, and must neces- 
sarily.” be. 4.:5.” 

The package plan can serve the com- 
mon insurance needs of most families, 
the speaker pointed out, and “we must 
promote package selling to serve the 
ends, both of adequate protection and of 
efficient, economical distribution.” He 
cited development of the Family Policy 
as a “tremendous achievement.” 

The final mass market concept referred 
to by Mr. Morrill was that of payment 
plans. “The business that sets itself 
counter to the spending habits of its 
customers is over-burdening its chances 
of success,” he cautioned. “What can be 
left to meet irregular lump sum obliga- 

(Continued on Page 48) 





N. Y. State Ass’n Officers 


Officers of the N. Y. State Association 
are Joseph N. Desmon, CLU, president, 
Buffalo; Lewis J. Montani, vice presi 
dent, Plattsburgh; Harry K. Gutmann, 
CLU, secretary-treasurer, New York 
City; Spencer L. McCarty, CLU, man- 
aging director, Albany; Harold W 
Baird, CLU, immediate past president. 





Regional Vice Presidents 

Regional vice presidents of the N. Y. 
State Association are Donald F. Cheese 
man, Malone; Chauncey D. Cowles, J! 
CLU, Buffalo; Michael J. Fron, Bing- 
hamton; Robert H. Langford, Bingham- 
ton; Harold A. Loewenheim, CLU, New 
York City; Donald E. Shopiro, CLU, 
Syracuse; Louis J. Teall, CLU, Roches 
ter. 
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Building Trophy For 
Mutual Benefit Life 

GIVEN BY OFFICE MANAGEMENT 

Magazine Selects New Head Office 


Building in Newark as “Office 
of the Year” 








Mutual Benefit Life of Newark which 
recently moved into a new home office 
building in the business center of New- 
ark after occupying a home office in a 
residential part of the city several miles 
out has been awarded the “Office of the 
Year,” the donor of the award being 
“Office Management.” This magazine 
used as the basis of its selection a survey 
of opinion it gathered among members 
of American Institute of Architects and 
Association of Consulting Management 
Engineers which, the magazine considers, 
have a special interest in the office field. 

In presenting a silver plaque symbol- 
izing the award Donald McAllister, pub- 
lisher of “Office Management,” said the 
Mutual Benefit’s building was considered 
an intelligent compromise between hand- 
some modern facilities and sensibly ar- 
ranged working areas. He also paid a 
compliment to the provision made for 
expansion space located near depart- 
ments so that future expansion will not 
require a major readjustment in the 
building. Also a feature in the selection 
was the part Mutual Benefit’s new build- 
ing has played in rejuvenation of an im- 
portant area of downtown Newark, a 
part of downtown Newark that had been 
in decline. 

In accepting the award W. Paul Still- 
man, chairman of the board, and H. 
Bruce Palmer, president, paid tribute to 
Milford A. Vieser, financial vice presi- 
dent, who was in charge of the construc- 
tion program. Also singled out for praise 
was the architectural firm. of Eggers & 
Higgins who designed the building and 
George A. Fuller Co., the general con- 
tractor. 

Among those at the luncheon where 


trophy was given were Theodore J. 
Young, Bradford Clark and Helen 
O’Connell of Eggers & Higgins, and 


Lou R. Crandall, executive chairman of 
the board and other officers of George 
A. Fuller Co, and members of “Office 
Management” staff, including Robert M. 
Smith, editor, and Robert Beeman, man- 
aging editor. 





Sales Congress Speakers 
For NYC Ass’n March 13 


Arthur H. Bikoff, general agent, Aetna 
Life, general chairman of the 38th an- 
nual sales congress of the Life Under- 
writers Association of the City of New 
York has completed arrangements for 
the speakers to appear on the morning 
session of the program to be held March 
13 in the Grand Ballroom of the Hotel 
Sheraton-Astor. Opening the morning 
session will be Rudolph Leitman, New 
York Life, Detroit, who will speak on 
“Climb Up With Me;” he will be fol- 
lowed by Sales Engineer William A. 
Garrett of American Telephone & Tele- 
graph Co., who will give ideas on “Selling 
More Profitably by Telephone”; and the 
morning session will be closed by 
Andrew A. Adinolfi, CLU, John Han- 
cock, Philadelphia, whose talk is en- 
titled “There Is No Other Way.” 

Names of the speakers for the after- 
noon session will be anounced later. 

The meeting will begin at 10:00 a.m. 





New Post for Wm. M. Evans 


Great-West Life announces the ap- 
pointment of William M. Evans, for- 
merly Los Angeles Group supervisor, as 
regional Group manager for the Pacific 
Coast area. In his new capacity, Mr. 
Evans will assist in the direction of the 
Company’s Group insurance offices in 
San Francisco, Seattle, and Portland, in 
addition to supervising operations in the 
Los Angeles area. Mr. Evans joined the 
Great-West Life as Los Angeles Group 
supervisor in 1951, 





Richard H. Morse Made 
V. P. of Monarch Life 

OTHER PROMOTIONS ANNOUNCED 

Giles, Williams, Breynaert, Gamble, 


Greene, Skelton, Gilman, Also 
Named to New Posts 








The election of a new vice president 
and seven additional promotions at the 
home office of Monarch Life have been 
announced by Frank S. Vanderbrouk, 
president of the 57-year-old company. 
Richard H. Morse, who just a year ago 
had advanced from associate actuary to 
actuary, was elected by the board of di- 
rectors to serve as vice president and 





RICHARD H. MORSE 


actuary. William C. Giles, Jr., prom- 
inent Springfield attorney and member 
of Monarch’s legal department for the 
past six years, was promoted to associate 
general counsel. 

Howard Williams advanced from man- 
ager of public relations to director of 
public relations and advertising. Dorothy 
C. Breynaert, Bryant O, Gamble, Curtis 
D. Greene Don R. Skelton were 
made assistant actuaries, and Ray E. 
Gilman, Jr., was appointed programming 
director, actuarial department. 


and 


Careers 


Mr. Morse joined Monarch ten years 
ago as an assistant actuary. He was 
promoted to associate actuary in 1951 
and to actuary last year, when Vice 
President John H. Miller became senior 
actuary. A graduate of Brown Univer- 
sity, he is a Fellow of the Society of 
Actuaries and a member of the honorary 
fraternities Phi Kappa and Sigma Xi 
and the social fraternity Lambda Chi 
Alpha. 

A partner in the leading Springfield 
law firm of Bulkley, Richardson, Godfrey 
and Burbank, Mr. Giles has been a mem- 
ber of Monarch’s legal department since 
1952. He graduated from Brown Univer- 
sity in 1942 and, after four years of war- 
time duty with the Air Force, entered 
Harvard. Law School where he received 
an LL.B. degree in 1948. He is a director 
of the Legal Aid Society of Springfield 
and a member of the American, Massa- 
chusetts, Boston and Hampden County 
Bar Associations and the Legal Section 
of the American Life Convention. 

Mr. Williams became associated with 
Monarch in 1954 and was appointed man- 
ager of public relations in 1955. He is a 
graduate of Amherst College, where he 
was elected to Phi Beta Kappa in his 
junior year, and of Columbia Universitv. 
where he obtained a master’s degree in 
English. A former advertising writer. 
magazine writer and college teacher of 


NAMED BY LIFE INS. CO. OF N. A. 
Hunter L, Fox and Sam Whitney Made 


Managers of Service Offices 
In Two Cities 


Appointment of two new service man- 
agers of Life Insurance Company of 
North America is announced. Hunter L. 
Fox is now life manager of the Virginia 
service office in Richmond and Sam 
Whitney is life manager in Tampa. 

Mr. Fox has been with Insurance Co. 
of North America since 1953 handling 
fire and marine insurance. Since 1956 
he has been resident special agént in 
Roanoke, Prior to joining INA he was 


an assistant manager for Guardian Life. 
In World War II he was an infantry 
captain and in Korea he was a major. 

Mr. Whitney was assistant manager 
of Business Men’s Assurance in Lincoln, 
Ill. before going to Florida as general 
agent for Southeast Life in Tampa. He 
was a warrant officer with U. S. Army 
Air Corps. 








“Who’s Who in Insurance” 


The 1958 edition of “Who’s Who in 
Insurance,” published by The Under- 
writer Printing and Publishing Co., New 
York City, is being distributed. This an- 
nual publication is a compilation of the 
biographies of prominent men in all 
branches of the insurance industry—com- 
pany executives, insurance department 
officials, professors of insurance, agents, 
actuaries, adjusters, brokers. The “Death 
Roll for 1957” is also included. 

The current edition of the “Who’s 
Who” is a 704-page volume, the largest 
in its history, with more than 4,000 indi- 
vidual biographical sketches. The price 
is $5 a copy, and the book is available 
at the offices of The Weekly Under- 
writer, 116 John Street, New York. 





expository and creative writing, he is 
affiliated with the American Public Re- 
lations Association, the Life Advertisers 
Association and Chi Psi fraternity. 

Miss Breynaert graduated magna cum 
laude from the University of New Hamp- 
shire in 1951 and joined Monarch in 
August of that year. She was placed in 
charge of the actuarial department’s 
policy change division two years ago and 
promoted to manager of the Group pen- 
sion division last year. She is a member 
of the national honorary society Phi 
Kappa Phi and an Associate of the So- 
ciety of Actuaries. 

Mr. Gamble entered the actuarial de- 
partment ten years ago, immediately fol- 
lowing graduation from Duke University 
where he had received Phi Beta Kappa 
honors. Starting as a member of the 
Group insurance division, he advanced to 
group actuarial supervisor three years 
ago and to administrative assistant last 
year, when he also became an Associate 
of the Society of Actuaries. 

Mr. Greene, who was elected to Phi 
Beta Kappa and graduated from Wes- 
leyan University in 1951, has been a 
member of Monarch’s actuarial depart- 
ment since 1952. He started in the 
Group insurance division and was pro- 
moted a year ago to manager of the 
life policy change division. An Asso- 
ciate of the Society of Actuaries, he also 
is a trustee of the Foundation for Tax 
and Estate Planning and a member of 
the Air Force Reserve and the American 
Meteorological Society. 

Mr. Skelton joined the company in 
1953, the same year he graduated with 
honors in actuarial science from Drake 
University. Always a member of the 
actuarial department, he was promoted 
a year ago to manager of the Group 
insurance division, He is an Associate 
of the Society of Actuaries and a member 
of the Army Reserve. 

Mr. Gilman graduated with honors 
from Brown University in 1950. Joining 
Monarch that year, he entered the actu- 
arial department but after six months 
on the job was called away for two 
years of army service. Since his return 
he has been engaged primarily in meth- 
ods research. 


N. Y. Life’s New Set-up of 
Regional Sales V. P,, 


Changes in the designation of Ney 
York Life Company’s field vice presi. 
dents, each of whom will become a fe. 
gional vice president in charge of 4 
sales area, establishes a re-alignment of 
the company’s field force, according to 
Dudley Dowell, executive vice president 
who has general direction of agency and 
Group insurance operations in addition 
to other duties. Under the re-alignment 
vice president Raymond C. Johnson, 
CLU, will continue in charge of agency 
affairs, assisted by four vice presidents 
each with specific home office assign. 
ments as well as responsibility for a geo- 
graphical zone which will consist of three 
sales regions. 

The vice presidents are Leland F 
Lyons, CLU, who has’ supervision of 
agency’s management and development 
program and the Pacific zone; G, 
Thomas McElwrath, CLU, supervision of 
the field training program and the Cen- 
tral zone; Paul A. Norton, CLU, super- 
vision of the new and multiple market 
development and the Eastern zone; and 
Andrew H. Thomson, CLU, supervision 
of sales development, promotion and 
agency relations and the Western zone. 

The Eastern zone under Mr. Norton 
will include Don Parker as regional vice 
president, and W. Earl Manning, Jr, 
assistant regional vice president, of the 
Greater New York region, headquarters 
in New York City; James D. Dunning, 
regional vice president for the North- 
eastern region, headquarters in Boston: 
and Robert S. Hussey, CLU, regional 
vice president for the Middle Atlantic 
region, with headquarters in Philadel- 


phia. 

The Central zone under Mr. McE!- 
wrath will include F. Turner Munsell, 
CLU, regional vice president for the 


North Central region, with headquarters 
in Chicago; Verne S. Stanford, regional 
vice president, East Central region, head- 
quarters, Cleveland; and John O. Gault- 
ney, CLU, regional vice president, South 
Central region, headquarters in Atlanta. 

The Western zone, under Mr. 
Thomson, will have Walter Weissinger 


as regional vice president of North- 
western region, headquarters, Minne- 
apolis; Harold W. Schenke, regional 


vice president, Midwestern region, head- 
quarters, Kansas City; Vernon V. Van 
Leuven, CLU, regional vice president, 
Southwestern region, headquarters in 
Dallas, 

The Pacific zone will be under gen- 
eral direction of Mr. Lyons. Dudley S$ 
3ates is regional vice president, and 
Paul O. Klein, CLU, assistant regional 
vice president of the Central Pacific 
region, headquarters in San Francisco. 
Frank W. Satter will be regional vice 
president of North Pacific region, head- 
quarters in Seattle and Charles F. 


Edwards, CLU, regional vice president, 
headquarters nf 


South Pacific region, 
Los Angeles. 


Canadian division, under direction olf 


Vice President Norton, with Field Vice ‘Oa 
; “Oats 


D life un 


President Fred A. Wade, CLU, in charge, 
will retain its present designation. It con- 
sists of nine general offices and 12 sales 
offices spread across the country. 





Second Des Moines Office 


Occidental Life of California has 
opened a second branch office in Des 
Moines and appointed A. Norman Jensel 
manager. The other office is headed by 
General Agent Z. B. Gardner who has 
been Occidental’s represenative in Des 
Moines since 1943. 





Newark Agency Lectures 


As part of its 1958 expansion progratl, 
the Roy Gundersdorff agency of Equ'- 
table Life of Iowa, Newark, announces 
that it is sponsoring a series of lectures 
by Harold Kamens, Newark estate [ 
attorney, on the relationship of life m- 
surance to estate planning, business 1 
surance and profit and pension sharing 
plans. The first talk was given this weé 
at the agency. 





H.W 
Pr 


wON 


Left Cc 
Hano 


Harv! 
Life am 
as a & 
died su 
Thirty- 
Friday 
After 1 
Weeks 
which | 
idea Ot 
he was 
leisurel 
occupie 
been in 


B came t 


of peo 
busines 
interme¢ 
He an 
Rogers 
of the 
travele 
and m 
visited 


Born 
was he 
Wester 
which | 
cago. 

a year 
versity 
utility 
ant dis 
and ne 
vanced 
the H: 
where 
movem 
throug] 
World 
officer 
where 
ter Dil 
mittee 
who la 
wester 


Whe 
section 
insurat 
Mr. W 
for the 
genera 
Pittsbu 
compat 
It resu 


m agent 


He sol 
tracted 
anecdo 
knew | 
owning 


| prepari 


Amo 


pb Fred J 


New Y 
ciation 
make 
deman 
impres 
people 
Mutua’ 
Weeks 
head o 
anoy 
bank ij 
ment | 


} divisio 


East. 
Bank 
Preside 
death | 
Co, B: 
Statior 
of Be: 
Mr, 
Club, 
comen 
dent ¢ 
tion o 
Univer 








f 
, 
e Ps 
f New 
presi- 
eC a re. 
> OH 4 
lent of 
ling to 
-sident, 
cy and 
ddition 
nment, 
/hnson, 
agency 
‘idents, 
aSSign- 
a geo- 
f three 


nd F. 
ion of 
pment 
Cham, 
sion of 
e Cen- 
super- 
market 
e; and 
rvision 
n and 
1 zone. 


larters 
inning, 
North- 
oston: 
egional 
tlantic 


iladel- 
McE!- 


unsell, 
or the 
larters 
gional 
_head- 
Gault- 
South 
tlanta. 

Mr. 
‘singer 
North- 
inne- 
‘gional 
head- 
". Van 
sident, 
ers in 


r gel- 
ley S. 
, and 
‘ional 
Pacific 
ncisco. 
1 vice 
head- 
es F 
sident, 


ors in 


ion of 
| Vice 
harge, 
t con- 
> sales 


ice 

has 
1 Des 
ensell 
ed by 
fe) has 


1 Des 


es 

gram, 
Equ- 
unces 
ctures 
e tax 
fe in- 
$s in- 
aring 
week 









| Preparing an 
sn), ” . . ° 

} Oats which he delivered before many 
) ‘ile underwriters associations. 






Februa ry ZA A 1958 















a 


H. Weeks, Once With 
Provident Mutual, Dies 


WON FAME WITH SALES TALK 





Left Company as General Agent to Join 
Hanover Bank of Which He Became 


a Vice President 





Harvey Weeks, a director of Berkshire 
Life and at one time nationally known 
as a general agent in life insurance, 
lied suddenly in his apartment, 21 East 
Thirty-Sixth Street, New York, on 
Friday last as a result of a heart attack. 
After leaving the insurance business Mr. 
Weeks went into the banking field from 
which he retired eight years ago, but his 
idea of “retirement” did not mean that 
he was to spend the rest of his life in 
leisurely pursuits. He continued being 
occupied almost as actively as he had 
heen in insurance and banking. He be- 


Hcame the consultant of a large number 


of people, was engaged in numerous 
business transactions, sOmetimes as an 
intermediary but mostly as an adviser. 
He and his wife, the former Lora 
Rogers, who had been an assistant editor 
of the magazine, “Town and Country” 
traveled abroad extensively every year 
and many of the friends they made 
visited them in their apartment here. 


Started in Utility Field 


Born in Joliet, Ill, where the funeral 
was held, he started working for the 
Western United Gas and Electric Co., 
which operated in 80 towns around Chi- 
cago. After holding that position for 
a year he attended Northwestern Uni- 
versity Law School. Returning to the 
utility company he was made an assist- 
ant district manager in charge of Joliet 
and neighboring cities, later being ad- 
vanced to manager. Next he organized 
the Harvey Weeks Coal & Coke Co., 
where he originated a “Go to Church” 
movement which became popular 
throughout the country in 1913. In 
World War I he was in Washington in 
oficer procurement personne] work 
where he was associated with Dr. Wal- 
ter Dill Scott, then chairman of a com- 
mittee for classification of personnel, and 
who later became president of North- 
western University. 


Joins Provident Mutual 
When a War Risk Insurance Bureau 
section dealing with conservation of life 
msurance was created in Washington, 
Mr. Weeks made a number of speeches 
tor the Bureau. Graham C. Wells, then 
general agent, Provident Mutual in 
Pittsburgh, met Mr. Weeks while ac- 
companying him on these speaking trips. 
It resulted in Weeks becoming general 
agent of Provident Mutual in Buffalo. 
He sold mostly estate planning and at- 
tracted attention by giving prospects oral 
anecdotes, testifying how individuals he 
knew had met economic needs through 
owning insurance. This resulted in his 
anecdotal talk called 


Among those who heard the talk was 


b Fred P/ McKenzie, then secretary of the 


New York City Life Underwriters Asso- 


» “lation who arranged for Mr. Weeks to 


make the talk here. He was in great 
demand to deliver this address. Greatly 
Mpressed also by the talk were some 
People in banking. Julian S. Myrick, 
Mutual Of New York, recommended 
Veeks to Walter von Treskow then 
lead of the new business department of 
anover Bank, and Weeks came to the 
bank in 1929. From 1933 until his retire- 
den he was in the commercial banking 
vision, representing the bank in the 
ee Weeks brought into Hanover 
ank Fred P. McKenzie, now a vice 
president of Hanover. At time of his 
Cotnyhe was a director of Federal Yeast 
St + Baltimore, and Vermont Generating 
ation, Inc., Charlotte, Vt. as well as 
of Berkshire Life. 
Cake Weeks. belonged to Union League 
ae". England Society and New- 
ak pocety. He also had been presi- 
tion - Financial Advertisers Associa- 
Uni or New York and Northwestern 
versity’s financial public relations. 





HARVEY WEEKS 


Surviving are his widow, Mrs. Lora 
Weeks, a son Harvey Weeks, Jr., and 
two grandchildren. 





of group coverages. 
Administration Dept. 
All replies strictly confidential. 


THE EASTERN 
93 Nassau Street 





GROUP SALES MANAGER 


A well-established eastern company writing all lines of group insur- 
ance as well as ordinary life and A&H insurance needs a capable 
home office group sales manager. 

To qualify you must have proven sales and sales management ability 
as well as a thorough knowledge of the technical aspects of all lines 


Responsibilities — supervise present field sales force, plan and 


execute expansion program, sales service, and liaison with Group 


Reply to Box 2592 
UNDERWRITER 


New York 38. 








Imperial Life Dividends 


A higher rate of dividends on parti- 
cipating policies will be put into effect 
in 1958 by Imperial Life of Toronto. It 
is fourth increase in dividend scale in 
the past seven years. The total amount 
payable in policy dividends will be 18% 
more than under the scale in effect in 


1957. It is estimated that the increase 
will add more than half a million dollars 
in policy-owners’ dividends, making the 
total of such dividends approximately 
$3.3 million during 1958. 

The improvement in company earnings 
is the result of higher interest earnings 
and a continuation of favorable mor- 
tality, President A. Ross Poyntz indi- 
cated. 





LNL's 








New Family 


Lincoln National's new Family Policy offers these two outstanding advantages: 


|. Lower rates on larger policies are provided by LNL's 


new 4-Dimensional premiums. 


2. Premiums can be paid through LNL's Automatic Bank 
Check plan. 


This latest addition to the Lincoln National 


man's kit is another reason for our proud claim 


The 


that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 


Policy 
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Mortgage Facilities Corporation 


Many Life Companies and Banks and One Casualty Company 
in Organization of Which Leffert Holz 


Is Chairman-President 


Mortgage Facilities Corporation, the 
organization of which Leffert Holz, re- 
tiring New York State Insurance Super- 
intendent, is chairman and president, 
commenced business on June 1, 1957. Its 
members are insurance companies and 
banks. 

The corporation was created by legis- 
lative direction to “assist, promote, en- 
courage and stimulate the development 
and rehabilitation of blighted areas by 
rendering financial assistance in the con- 
struction, rehabilitation or purchase of 
housing accommodations in blighted or 
deteriorating urban areas in this State 
by making first mortgage loans in areas 
designated by the corporation, such 
loans to be made on a sound economic 
basis by the application of sound mort- 
gage lending principles.” 


Powers Given Mortgage Corp. 


Further, to implement the purpose of 
the organization the following pre- 
scribed powers were given it: 

To issue and sell capital stock for 
cash and interest bearing debentures. 

To invest in bonds mortgages or notes 
and mortgages upon improved unencum- 
bered real property subject to these 
conditions: 

Loans must be economically sound and 
not exceed 80% of appraised value. Re- 
financed loans must be supported by 
current rent roll and operating state- 
ment. Property must be in good physi- 
cal condition. Construction of new hous- 
ing accommodations are financed. Mort- 
gagors must not create junior liens with- 
out permission. Funds must be created 
for proper repair of mortgaged premises. 
Mortgages must be amortizable. The or- 
ganization has power to own and sell 
obligations of the U. S. with maturities 
not in excess of three years. Organiza- 
tion can impose a service charge not to 
exceed 2% of the total amount of the 
loan. Power is given to act as an ap- 
proved mortgagee under the National 
Housing Act. Corporate powers are 
vested with the board which consists of 
13 directors, at least seven of whom 
shall be residents of New York State. 

Ten mortgage applications requesting 
$225,400 were submitted to the board 
meeting on November 22, 1957. Two ap- 
plications for $98,000 were declined as 





T. M. Hinchey Production 


Thomas M. Hinchey, who signed a 
contract with the Equitable Life Assur- 
ance Society in 1952 has placed over four 
and one-half million dollars of permanent 
insurance with the Society. He is asso- 
ciated with the New York-Dunsmore 
Agency. He is a member of the 1956 
and 1957 Million Dollar Round Tables 
and has also been a member of the 
Million Dollar Club of the Equitable 
for the past three years. He is a member 
of NALU, New York Athletic Club, 
Knights of Columbus, Guild of Catholic 
Salesmen. He attended Iona College in 
New Rochelle and St. Johns University. 

Mr. Hinchey is currently serving as 
president of the Agents Association of 
his company’s New York Chapter. 





United Life & Accident 
Had 87% Increase In ’57 


United Life & Accident of Concord, 
N. H., had an 87% increase in business 
last year over 1956 with direct Ordinary 
at more than double the amount of new 
business produced the previous year, 
President Douglas B. Whiting reported. 

The amount of new business was $77,- 
747,300 while life insurance in force 
amounted to $282,397,376. Total assets 
are $38,290,454. Average net rate of re- 
turn on investments was 3.43%. 


ineligible and eight apps for mortgage 
loans aggregating $127,400 were ap- 
proved. 


Directors and Members 


Among the directors, in addition to 
Mr. Holz, are these from insurance 
companies: Norman Carpenter, second 
vice president of Metropolitan Life; 
Charles W. V. Meares, vice president, 
New York Life; Warner H. Mendel, 
vice president and counsel, Equitable 
Society; Hope R. Stevens, president of 
United Mutual Life. Mr. Carpenter is 
secretary of the Mortgage Facilities 
Corp. Treasurer is Horace C. Flannagan, 
chairman of Manufacturers Trust Co. 
Mr. Meares is on executive committee. 

Insurance companies which are mem- 
bers of the organization are Equitable 
Society, Metropolitan Life, New York 
Life, Patriot Life, United States Life, 
Manhattan Life, Security Mutual, 
United Mutual Life and Fidelity and 
Casualty Co. On December 13, 1957, 
there were 19 banks who have member- 
ship, including Chase Manhattan, Man- 
ufacturers Trust, Bowery Savings and 
Marine Midland. Also there are two 
savings and loan associations. 

Mr. Holz at a press conference when 
he announced his intention to leave the 
Insurance Department said that the 
loans will not be made in competition 
with private industry. He said he hoped 
to convince fire and casualty companies 
to make loans of the type of those being 
handled by Mortgage Facilities Corpo- 
ration, the only casualty company now 
in membership being Fidelity and Cas- 
ualty. 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 





QUEENS VILLAGE 29, NEW YORK 








J. P. Healey Elected to 
Boston Mutual’s Board 


Everett H. Lane, president, Boston 
Mutual Life, announces the election of 
Joseph P. Healey, Commissioner of Cor- 
porations and Taxation for Common- 
wealth of Massachusetts, to the board of 
directors. 

Native of Cambridge, Mass., and grad- 
uate of Harvard, class of 1938 (A. B. 
Magna cum laude in economics), Mr. 
Healey also received the degree of 
M.B.A. from Harvard Business School 
where he was elected a George F. Baker 
Scholar. After completion of military 
service, Mr. Healey graduated from Har- 
vard Law School (cum laude) in 1945. 

Upon graduation he served as law 
clerk to Federal Chief Judge George C. 
Sweeney. Subsequently, he became a 
partner in the Boston law firm of Hem- 
enway & Barnes and has been a pro- 
fessor of corporate law at Boston Col- 
lege Law School since 1947. 

Mr. Healey is a member of the Boston 
and American Bar Associations; chair- 
man, public service division of the 1958 
United Fund, and Boston representative 
of National Catholic Community Service. 





protection. 


protection .. .Insure him now! 





by contract with the Company. 


you 
erlookin 


*By NATURAL Business we mean your present clients who 
need and qualify for Mass. Indemnity’s fine Disability Income 


You know how you would feel if one of your clients were 
disabled and you had not provided him with this vital 


Propose the MILICO Plan which suits him best! 
For additional information contact . ... 


Mass. Indemnity 


AND LIFE INSURANCE COMPANY 
BOSTON, MASS. 


If you are a full time agent for another Company we solicit only your surplus 
business. Liberal first year and vested renewal commissions are guaranteed 


are 











LIFE-A. & H, 
RESEARCH ANALYST $8,500, 


This is a home office (midwest) posi. 
tion to research and analyze operations 
of Life and A. & H. agencies. 

Accounting background helpful. Em. 
ployer visualizes man presently func. 
tioning in Agency-Secretary type of 
position that is thoroughly conversant 
with agency operations from the home 
office point of view, presenting them 
to management. 

Company offering position is of ex. 
cellent reputation. It offers outstanding 
employee benefit program plus profit 
sharing. Desirable age range 28—40, 
college background and minimum four 
years home office experience. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 











Manager Lubbock Office 


WILLIAM D, MENEFEE 


Appointment of William D. Menefee as 
manager, life, accident and health lines, 
at the Lubbock office 
nounced by The Travelers, succeeding 
William J. Murphy who has been trans- 


ferred to the home office in Hartford as} 


assistant superintendent of agencies. 


Mr. Menefee joined The Travelers inf 
1949 as a field supervisor at Dallas} 
After two years in the Marine Corpsf 


he was reappointed field supervisor a 
Dallas, with headquarters at Ft. Worth 
In 1955, he was promoted to assistant 
manager there. 





Shenandoah Family Plan 


Shenandoah Life has introduced a neve 


package called the 


family insurance ) 
The “Family Guar- 


“Family Guardian.” 


dian” consists of two policies, issuece 
concurrently. The basic policy, usually 

issued on the father, can be any Shenat-f 
doah Life policy except 5, 10 or 15 yeah 


term. The family policy is 30 pay lift 
on the insured (usually the mother) with 
term coverage on the children to age & 


In families where one parent is uni— 


surable, or for families with only on 
parent, the “Family Guardian” is issue 


with both the basic plan and the family 


policy on one parent. 





Rink Advanced by Midland 


Advancement of Richard G. Rink ‘ 
associate actuary has been announce’ 
by Midland Mutual Life. Mr. Rin 
joined the Midland Mutual in 1947 at 
has served as assistant actuary sice 
1951. A native of Edinburg, Ill, 
majored in mathematics at DePauw 
University and did graduate work 4 
actuarial science at University of Iow+ 
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FINANCIAL STATEMENT 
December 31, 1957 





ASSETS 


309,409,887.84 
8,610,734.25 


Ic aa ete iin baanenuiasamaghoheth 9,815,273.89 
EES ich Pe nan Ss aOR, Se OTE AT oT eee TEN EE een nT OE 44,124,527.48 


Pan NTIIICnr-cUIIOPININD CPPURNODUNINO ini gpnts onenttneielahunmernrensewensntontlimunoncies 14,029,743.00 
aN skal cps gsiena tsb scenes isda 25,295,709.79 


160,000.00 





a i lceeaswcickn bs dirasimnstncstie meouseshndicetsnctnanoneiitpasiisionniaiane ttepeiwinisinatonnia 


Interest Due an ccrue 4,010,201.36 





$ 696,079,268.82 


LIABILITIES 


Policy and Contract Reserves:  . 

a 20, dk canes alla Saasainigos dealin chai Mel eonenots $ 563,150,755.00 

FE Ee NOT PT Ae, OTRO ETT ERS TT 14,282,344.00 
Investment and Mortality Contingency Fund .............2.2.22...22.---:-::1seeeeeeeeeeeeeeeeeeeees 10,000,000.00 
Gross Interest and Premiums Paid in Advance ..........................--:00c--+eeeeeeeeeeeeeeeeeeeees 2,357,394.34 
Sn a Sh aa sa cnenbvailindadpaiods 4,807,971.31 
PT Te iiss ies ise ccpecsccerctntiptonio= 1,039,617.60 
Reserve for Policy Claims in Process of Payment 3,239,850.12 
Commissions Accrued to Agents and All Other Items 3,904,753.85 











602,782,686.22 
93,296,582.60 





$ 696,079,268.82 





Gain in Life Insurance im Force During 1957 onc... nensnsescenensneneneneee $ 371,727,932.00 
Total Life Insurance in Force December 31, 1957 ..0..220.2200.000.220..222c20ce00eeeeeeeee-eeeees 4,975,841,769.00 
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Donald E. Hanson Vice 
President, Aetna Life 


HOGEMAN, HECKMAN ADVANCED 





Donald S. Connell Made Director of 
Agencies; W. C. Prouty, L. S. Beers, 
Jr. and Others Also Promoted 





Aetna Life announced a number of 
promotions in the life department. 
Donald E. Hanson has been advanced to 
vice president, life agency department; 
George L. Hogeman to vice president, 
life department; John F. Heckman, Jr., 
to actuary; Donald S. Connell was made 





DONALD E. HANSON 


director of agencies, William C. Prouty, 
associate acturay; Lewis F. Beers Jr., 
Gordon N. Farquhar, F. Arthur Good- 
win and J. Dexter Walcott Jr., secre- 
taries, group division; Dr. Mather H. 
Neill and Dr. Lester Q. Stewart, as- 
sociate medical directors. 

Donald E. Hanson joined the com- 
pany in 1926 following his graduation 
from the University of Wisconsin. After 
field experience, he came to the home 
office in 1947 as assistant superintendent 
of agencies. He later was advanced to 
superintendent of agencies, director of 
agencies and since 1955 has been assist- 
ant vice president. 

George L. Hogeman, is a graduate of 
Princeton University and has been with 
the company since 1940. A Fellow of 
the Society of Actuaries, he was ap- 
pointed assistant actuary in 1953 and 
later was named associate actuary, being 
advanced to assistant vice president a 
year ago. 

John F. Heckman, Jr., came into the 
company in 1936 following his gradua- 
tion from Brown University. A Fellow 
of the Society of Actuaries, he was ap- 
pointed assistant actuary in 1944 and 
five years ago was advanced to associate 
actuary. 

Donald S. Connell is a graduate of 
Hamilton College and has been in the 
life insurance business since 1945. He 
joined Aetna Life in 1950 as assistant 
general agent at Newark and two years 
later came to the home office as field 
supervisor, subsequently being promoted 
to assistant superintendent of, agencies 
and to superintendent of agencies. 

William C. Prouty was graduated in 
1947 from Harvard College, where he 
received his master’s degree the fol- 
lowing year. He joined the actuarial 
department of the company in 1948 and 
was appointed assistant actuary five 
years ago. He is a Fellow of the Soci- 
ety of Actuaries. 

Lewis F. Beers Jr., joined the company 
in 1941 following his graduation from 
Amherst College. He became super- 
visor of the Group statistical department 
in 1948 and the next year was named 
supervisor, Group division. In 1951, he 
was appointed assistant secretary. 
Gordon N. Farquhar, is a graduate of 





In Phila. Group Office 


Massachusetts Mutual Life has ap- 
pointed Vincent A. Gamal as Group 
pension representative in its Philadelphia 
Group office. 

Prior to joining Massachusetts Mutual, 
Mr. Gamal had experience as a Group 
annuity specialist for another large in- 
surance company in Chicago. He is a 
graduate of Boston College and received 
the bachelor of laws degree from Boston 
College Law School in 1951. 





Gunn Directs Training School 
At its home office in Boston, 37 as- 
sistant district managers of John Han- 
cock held a sales seminar which con- 
cluded on January 25. In charge was 
Edwin P. Gunn, CLU, director of field 
training. Class instructors were Charles 
N. Brennecke, CLU, assistant director 
of field training; and these field super- 
vising trainers: C. R. Blanchard, Michzel 
J. Kaiser, Jr., Edward V. Sinatra, john 
L. Stasiak and Charles S. Wilson. . 





Yale University and University of Con- 
necticut School of Law. He joined the 
company in 1948 and after field experi- 
ence came to the home office in 1953, 
being appointed assistant secretary three 
years ago. ‘ 

F. Arthur Goodwin, was graduated 
from Mt. Allison University and joined 
the company in 1927. An associate of 
the Society of Actuaries, he was named 
superintendent of the Group annuity 
department in 1941 and eight years later 
was appointed assistant secretary. 

J. Dexter Walcott Jr., is a graduate 
of Harvard College and has been with 
the company since 1926. He served as 
supervisor in the Group underwriting 
department, superintendent of the Group 
division, and in 1944 was appointed as- 
sistant secretary. 





CASE 


SPECIALISTS 





TOUGH _ BerNarp A.HAAS AGENCY | 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 


Murray Hill 2-3964 








Boston Mutual Life Showed 
Healthy Progress in 1957 


A review of progress of the Boston 
Mutual Life as presented to the board 
of directors by President Everett H. 
Lane, revealed that life insurance written 
during 1957 totaled $72,358,157. The in- 
crease in life insurance in force during 
the year was $38,828,606, increasing by 
11% the total in force which stood at 
the year-end at $373,126,123. 

The company’s assets as of December 
31 totaled $60,268,031 with liabilities of 
$55,976,607 
$4,281,424. 

The company’s sales portfolio was ex- 
panded greatly during the year, Mr. 
Lane reported. A complete monthly 
debit Ordinary series and a new family 
foundation plan were introduced. The 
sale of Group life insurance by the entire 
field force was also initiated. 

The company continues to be a leading 
underwriter of Group insurance for 
cities, towns and political subdivisions in 
Massachusetts. Group coverage is fur- 
nished for the employes of the Com- 
monwealth, eight counties and 32 cities 
and towns. 


and a surplus account of 


New Officers Union Life 


Union Life of Little Rock, Ark., has 
elected Robert G. Walker vice president 
and a director and Rex J. Thompson 
treasurer. 
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YOU... 


Major Medical. 


and tax planning. 


for all salesmen. 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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Now LIAMA Consultant 





Burian-Moss 


Pricir i. YOou 


Philip H. Yost, until recently senior 
for Connecticut Gen- 
Life Insurance 
Association as 


agency assistant 
eral Life, joined 
Agency Management 
consultant in the company relations di- 


has 


vision, 

A graduate of Yale University, Mr. 
Yost became an agent for the Provident 
Mutual Life in its Hartford 
1934. He joined Connecticut General two 
years later and was engaged in general 
In 1945 he was put in 
charge of the company’s college recruit- 


agency in 


personnel work. 


ing program, and was responsible for 
establishing and maintaining relations 
with college campuses and supervising 
the company's selection program. 

In 1956 Mr. Yost was transferred to 
the agency department where he han- 
dled agents’ contracts and _ financing; 
devised and established recruiting, se- 
lection and post-selection guides; and 
developed the company’s Management 
Development Program in the sales man- 
agement area. Mr. Yost has been active 
on LIAMA’s Relations With Universt- 
ties Committee and last year was vice 
chairman of the industry-wide joint 
Committee on Careers for College Grad- 
uates. He was in charge of the Place- 
ment Officers Conference held in Hart- 
ford last October. An active member 
of several regional college personnel 
officer associations, he is a past director 
of the Eastern group. 

In his new post, Mr. Yost will consult 
with member companies, serve on the 
staff of LIAMA Schools in Agency 
Management, and contribute to manage- 
ment and agent publications. 


Central Standard Life Has 
Pre-Authorized Check Plan 


Central Standard Life, Chicago, an- 
nounces its pre-authorized check plat, 
by which payment of premiums on 4 
monthly basis are made through am 
automatic charge against the _ policy- 
owner’s regular checking account. This 
premium collection method permits pay- 
ment of premiums on a monthly basis 
along with other family expenditures. 
It also insures against lapsed policies 
due to oversight and saves the time 0 
writing checks and mailing premiums. 
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Sun Life of Canada 
Had Record Business 


sALES TOTALED $917 MILLION 


President George W. Bourke Reports 
Assets at $2.1 Billion; Gross 
Interest Rate 4.46% 


Montreal—The Sun Life Assurance Co. 
of Canada sold $917 million of life insur- 
ance last year, the largest amount ever 
sold in one year by any Canadian life 
company and $63 million more than 
previous record sales in 1956. 

George W. Bourke, president, told the 
Sun Life annual meeting here that the 
company’s total life insurance in force 
increased to $734 billion, of which more 
than $234 billion is in Group insurance. 
The combined life insurance and annuity 
business in force is equivalent to more 
than $10 billion of life insurance. More 
than one third of this amount is in force 
in the United States. 

Mr. Bourke said $155 million was paid 
to policyholders and beneficiaries during 
1957, $17 million more than in 1956. 
Total benefits paid by the Sun Life dur- 
ing its 87 years of business now stand at 
over $3%4 billion, Set aside for payment 
of policy dividends during the current 
year was $34 million, eight per cent above 
1957 payments. 


Gross Interest Rate of 4.46% 


The company earned a gross interest 
rate of 4.46% on its invested assets dur- 
ing the year, as against 4.32% in 1956. 
4% of the invested assets are in the 
United States, mostly in U. S. govern- 
ment, municipal and corporate bonds and 
mortgages. Total assets amounted to 
$2.1 billion at the end of the year. Dur- 
ing the year the Sun Life disposed of 
certain common stocks which resulted in 
a profit of which $10 million was credited 
to investment reserve. The company 
continues to regard common stocks as a 
most suitable investment for a portion 
of its funds, and at year-end had 7% 
of assets invested in common and pre- 
ferred stocks. 

Sun Life income from all sources in 
1957, totaled $339 million, of which 
premiums from policyholders accounted 
for $210 million, Mr. Bourke reported. 
The surplus account, which operates as a 
safety margin to ensure that the respon- 
sibility of the company to its policy- 
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ee 


holders will be carried out, was increased 
to $150 million, 





D. L. Pearce General Agent 


For American Income Life 

Dave L. Pearce, of Baton Rouge, for- 
mer Commissioner of Agriculture for 
Louisiana and well-known legislator and 
civic leader, has been appointed general 
agent for State of Louisiana by Amer- 
lean Income Life, Indianapolis, H. L. 
Coodman, president, has announced. Mr. 
Pearce and his organization is beginning 
'0 set up agencies for the company in all 
Principal cities and towns in the state. 

American Income Life offers a com- 
plete line of life insurance, health and 
accident, hospitalization, disability and 
INcome protection plans, 


Brinckerhoff Joins LOMA 


Life Office Management Association 
‘as appointed Herbert C. Brinckerhoff, 
JT. to its research staff. He has a broad 
hackground of life insurance experience 
laving been with Connecticut General 





Life for 21 years in various administra- 
tive posts. 
Graduate of Williams College, he 


Served in the Navy in World War II 
‘Sa combat intelligence officer. 


LOMA Membership Roster 


gre 1958 membership roster of Life 
a "he Management Association has been 
lailed to member companies. The 46- 
ae booklet lists 334 member compa- 
an, itt home offices located in 106 
= 44 states; 10 cities in 5_prov- 
lolly Canada; Washington, D. C.; 

Wall; Guam and 21 foreign countries. 





Kansas City Life Names 


J. A. Lambeth General Agent 
John A, Lambeth, Charlotte, N. C., is 


announced as a new general agent for 
Kansas City Life. His territory will 
comprise 26 counties in the western part 
of his state. 

A native of Sturgeon Bay, Wis., Mr. 
Lambeth has lived in North Carolina 
since his early youth. He received his 


elementary and high school education in 
Charlotte, and attended the University of 
Miami, at Miami, Fla., and Cornell Uni- 
versity, Ithaca, N. Y. 

Mr. Lambeth’s first business associa- 
tion was with an Atlanta, Ga., hotel 
where he was food and beverage man- 
ager for five years. Since then he has 


been in the life insurance business, as an 
agent, for more than ten years. He was 
affiliated with three other large com- 
panies before joining Kansas City Life. 


Union Labor Life Names 


Reese in San Francisco 

Richard J. Reese will manage the new 
branch office of Union Labor Life 
opened last month in San Francisco. 

A graduate of Cleveland’s John Car- 
roll University with a Bachelor’s degree 
in business administration, Mr. Reese, 
has previously served his company as a 
field representative in Union Labor 
Life’s branch office in Cleveland. 





HILLIARD N. RENTNER joined the Berkshire Life Insurance Company as an Agent in 1940. Three years later he became an Assistant 
General Agent and in 1951 he was named General Agent. The Rentner Agency is located on Fifth Avenue in New 





... by the time you realize that you’re getting nowhere, it 
can be too late to get off the merry-go-round. The most suc- 
cessful field management men in our business have a clear 
plan of where they’re going and how they’ll get there.” 


“That's fine for the man who has arrived. But you know, 
Mr. Rentner, I haven’t even had a chance to hit my full 
stride yet. What does Berkshire have to offer me?” 


“Plenty! You'll find the confidence you’re looking for in one 
of the industry’s finest management development programs. 
And field-proven promotion and training that are second 
to none will help you hit your success stride quickly.” 


“Training and sales aids that help Agents succeed certainly 
are vital to field management success, that’s for sure!” 


York City. 



























“You’re right, and Berkshire’s field management and Agent 
development programs are no happy coincidences. They’re 
the result of hard work by men who have been successful 
in the field themselves. With this kind of career-building 
program, I’m sure you'll agree that today 
Berkshire presents the greatest potential 
for personal growth in the industry!” 


ERKS HIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 


PITTSFIELD, MASS. * AMUTUAL COMPANY °¢ 18851 
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Postal General Agents 
Meet At Atlantic City 


REPORT PRODUCTION RECORDS 


President Kolodny Opens Four-Day 
Meeting; Other Company Officials 
Featured on Program 








Postal Life of New York held its an- 
nual conference for general agents re- 
cently at the Traymore Hotel in Atlantic 
City. The conference featured talks by 
home office executives under the chair- 
manship. of director of agencies Don 
Smith. 

President George Kolodny opened the 
four-day meeting with a brief welcome 
and announced that 1957 sales broke all 
past records. “Our insurance-in-force 
now totals $188,750,000, an increase of 
18%. New paid-for business was $42,000,- 
000, 12% higher than 1956, our previous 
best year. Of this total new business, 
$32,000,000 was Ordinary, and $10,000,000 
Group. This successful growth reflects 
the continued development of our field 
force and the constant efforts of the 
company to improve its service and 
product.” | 

Vice President and Actuary Saul Ros- 
enthal reviewed the changing market of 
life insurance with a two hour discussion 
highlighted by an analysis of the 
strengths and weaknesses of the min- 
imum deposit or bank loan plan. “The 
dynamic, experimental, and constantly 
changing character of the business to- 
day is unavoidable,” he said. “Basically 
the changes taking place are a necessary 
response to changed conditions. Today, 
the real competition is not the other in- 
surance agent. It is the automobile 
salesman, it is the mutual fund sales- 
man, it is the accumulated pressures and 
attitudes arising out of a continuous 20- 
year period of inflation. Americans used 
to believe with Benjamin Franklin that a 
‘penny saved is a penny earned.’ Today, 
many believe that a ‘penny saved is half 
a penny thrown away’—because of the 
constantly decreasing purchasing power 
of that saved penny. ce 

“To meet this competition and pres- 
sure, the life insurance industry has had 
to develop new plans and new methods 
of selling. To a certain extent, we have 
adopted the adage that ‘if you can’t lick 
’em, join ’em’ by emphasizing pure Term 
and by relatively de-emphasizing the in- 
vestment and savings aspect of life in- 
surance. Premiums and net costs for 
permanent plans have been reduced too. 
Last year we introduced our own ‘Execu- 
tive Special’ policy—and I needn't tell 
you how successful this policy has been 
for us, what it has done for our sales, 
how it has spread the company’s reputa- 
tion, how it has electrified our entire 
operation. Though the policy has a min- 
imum of $25,000, the average policy is 
over $40,000—and has sold in the mil- 


lions.” 
Agency Management 


Don Smith, speaking on “Agency 
Management,” discussed at some length 
what the general agents should expect 
from the company—and what the com- 
pany should expect from its general 
agents. “Agency management,” he said, 
“is a two-way street between the home 
office and its agencies. You should ex- 
pect from the home office a top quality 
product, adequate compensation for sell- 
ing it, effective sales promotional ma- 
terial and the kind of climate in which 
you can do your best work and reach 
lasting success.” Mr. Smith then dis- 
cussed the many changes that Postal 
has made in these areas. 

“We are” Mr. Smith said, “in a period 
of unprecedented Group-sales, ‘cheaper 
by the dozen’ policies, gimmick ap- 
proaches to. selling, stper-imnosed 
Group, bank loan plans, minimum deposit 
policies and an all-out effort to replace 
the once familiar net costs with impres- 
sive net gains. Increasingly larger 
amounts are being sold on juveniles and 
women, and business insurance has be- 


come an extremely important source of 
sales for us. 

“Our product has been changed to 
correspond with these changing condi- 
tions. First, we introduced our ‘specials’ 
—LP at 70, LP at 85, 5 year renewable 
and convertible Term, 20 pay Endow- 
ment at 85, and Term-on-Term. In 
November 1955 we made. sweeping 
changes—reduced our premiums, liberal- 
ized our settlement options, issued new 
policies and created more flexible ar- 
rangements. We have retained our 
former advantages and added more. 

Paul Duling, director of sales promo- 
tion, announced a complete set of new 
proposal forms, based on a new concept 
of having basic forms tied-in with visual 
aid and sales promotional top sheets that 
provide extremely flexible sales presenta- 
tions. Under the new system, proposals 
can be on a policy or need basis—and 
can be integrated into the company’s 
new programming material, introduced a 
few months ago. 

Henry Way-Silvers, underwriting ex- 
ecutive, announced that the company has 
increased the maximum amount of acci- 
dental death benefits which it will issue 
from $50,000 to $100,000 with a maximum 
of $100,000 in all companies. It has in- 
creased the amount of life insurance that 
will be issued on one examination to 
$60,000 and extended its list of exam- 
iners who can singly approve cases of 


Wm. J. Ondrejcka, CLU 
Sacrament 









James E. Mattox, CLU 
Oakland 


V. Webner Wiedemann 
San Francisco 








Neal T. Reilly 
Los Angeles 











Nassau Street, New York 38, N. Y. 





No. 2 IN A SERIES 





Dale K. Burtner, 
Stockton 


Sacramento 


Stockton 
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Russell L. Hoghe, CLU 
Los Angeles 


EQUITABLE LIFE OF IOWA IN 
CALIFORAIIA 


California is justly proud of its great movie 
industry, citrus groves, beautiful scenery and 
climate. We, too, are proud . . . of the fine insur- 
: ance service and company representation as ex- 
ia.  emplified by these Equitable Life of Iowa gen- 
: eral agents and their associates. We salute the 
Golden State and these men of ours. 


LIFE INSURANCE COMPANY OF IOWA 





LIFE INSURANCE ADMINISTRATOR AVAILABLE 


LIFE INSURANCE WOMAN is available for brokerage position in agency, 
preferably in lower Manhattan or northern New Jersey. Has had diversified ex. 
perience as follows: Ten years as assistant to Million Dollar producers; four years 
as cashier and office manager of two large agencies; five years as brokerage as- 
sistant in equally large agencies. Also experienced in pension trust planning. Best 
of references. Salary—$6,500. Address Box 2593, The Eastern Underwriter, 93 











$100,000, and liberalized its conversion 
of Term with waiver of premium, 

Richard Burstein, assistant actuary, 
announced new underwriting rules cover- 
ing maximum schedules of Group life 
insurance, The company has provided a 
few very simple and very liberal tests 
by which a general agent can determine 
whether a Group schedule is suitable or 
not. If the case meets these tests, the 
general agent can accept the case in the 
field, subject to final home office ap- 
proval. “We feel,’ Mr. Burstein said, 
“that this is an important development 
in Group insurance.” 


Predict Best Group Year 


Furman B. Phelps, Group supervisor, 
stated that 1958 would be the best Group 
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year in the company’s history. “In addi- 
tion to all our new Group developments” 
he said, “we offer high maximums for 
guaranteed issues, and still higher max. 
imums with medical examinations, We 
write super-imposed Group, the reduction 
of insurance at age 65 is not a standard 
requirement, our group contracts have 
all our regular Ordinary settlement 
options, we accept assignments, we create 
special Group plans for executives and 
key men only—and in addition, Postal 
pays very competitive commissions. The 
business is coming in.” 

Howard Watne, secretary and treas- 
urer, described new accounting and 
clerical procedures that will speed up 
the administration of commissions and 
reduce paper work for both the home 
office and agencies, through modern IBM 
tabulating and computing methods, “Our 
aim,” Mr, Watne said, “is to gain greater 
efficiency, provide faster service and re- 
duce paper work for our field personnel 
—so that they can serve their clients 
better and be free to make more sales.” 

During the reception and dinner in 
the evening, President George Kolodny 
presented the annual production awards 
and trophies for 1957, These company 
leaders were announced recently. To 
open the dinner, the general agents an- 
nounced that they would hold a special 
“President’s Month” to honor Mr. 
Kolodny. 

Earlier, the General Agents Associa- 
tion of Postal Life elected Harold De- 
Mian, general agent, New York City, 
president; Les Margolis, general agent, 
New Haven, vice president; Larry Aloisi, 
general agent, Huntington, L. I., secre- 
tary; and Dominick Dragonetti, assistant 
general agent, New York City, treasurer. 





Pan-American Has 
Large 1957 Increases 


Pan-American Life, New Orleans, re- 
ports that for 1957 more than $187,000,- 
000 of new insurance was sold. Total 
insurance in force is now over $1,058, 
000,000, an increase of $137,000,000 for 


This is an increase of 14% 


the year. 
over insurance in force at the end of 
1956. 

Assets now exceed $200,000,000, an 


increase of 7% over assets at the end 
of 1956. Surplus funds increased by 6% 
and now amount to $14,717,662. 

December was one of the best months 
in Pan-American’s history, with paid for 
insurance exceeding $23,200,000. é 

During 1957, 11 new general agencies 
were opened in various areas by the 
company. 





Acacia’s Production Record 

New paid-for business of Acacia Mu- 
tual Life in 1957 reached an all-time high 
of $187 million, an increase of $24 million 
over the best previous year. Business ™ 
force exceeds $1.6 billion. 

Net interest earned by the company 
during the year on all its invested assets 
was 3.79%. 


“Especially significant in Acacia's 
overall results,” Howard W. Kacy, 
Acacia’s President, said, “is the su 


stantial increase experienced last year 
in the sale of permanent plans of life 
insurance, particularly three new whole 
life policies developed by the company 
and introduced early in the year. Thes¢ 
three policies accounted for more than 
40% of sales.” 
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Northwestern Mutual’s 
Record Interest Yield 


483% GROSS BEST IN 22 YEARS 





President Edmund Fitzgerald Reports 
Sales at $748 Million, Assets 
Exceed $3,727 Million 





Milwaukee—Year-end 1957 figures in 
the 100th annual report of Northwestern 
Mutual Life show continued growth in 
assets, insurance in force, benefit pay- 
ments, sales and other areas. Investment 
yields were the best in 22 years. Mor- 
tality was slightly above 1956—the com- 
pany’s record low, but still favorable. 
There was continued upward pressure 
from taxes and operating costs. The 1957 
results were reported to the board of 
trustees by Edmund Fitzgerald, presi- 


dent. 
Insurance in Force, Sales 


Insurance in force reached $8,895,476,- 
123, up $493.2 million from 1956. The 
number of policies in force rose to 
1,619,165. The size of the average new 
policy issued was $9,981, compared with 
$8913 in 1956. The size of the average 
policy in force rose to $5,494 from the 
1656 figure of $5,266. Sales totaled $748 
million, increasing 7.5% over 1956 and 
31.9% over the average of the last five 
years. 

Total assets on December 31 were 
$3,727,400,000, a rise of $150,700,000 in 
the year. Funds received were $507,784,- 
(0—from premiums, investment income, 
and funds left with the company; this 
compared with $487.6 million in 1956. Of 
this, $352.6 million was needed for the 
payment of death benefits and other 
policy benefits, and for an increase in 
policyholder reserves. This was a total 
of $7.2 million more than in 1956. 
Another $75.3 million was used for 
dividends, an increase of $9.5 million 
over 1956, Operating expenses and taxes 
amounted to $62.1 million. Required and 
voluntary additions to reserves for se- 
curity valuation and unmatured options, 
and general safety funds accounted for 
the remaining $17.5 million. 

Included in the total obligations of 
$3,727.4 million were—$2,919.6 million in 
policy and annuity reserves, $22 million 
in reserves for unmatured options, $25.6 
million in mandatory security valuation 
reserve, and $242.1 million in general 
safety funds. Other items included were 
$759 million set aside for 1958 dividends 
to policyholders, and $394.2 million for 
policy benefits left with the company 
for future payments. 


Investments, Interest Rates Earned 


During the year, the company made 
New investments of $387 million. This 
included $202 million in mortgage loans, 
$163 million in securities, $14 million in 
teal estate purchased for investment, 
and $7 million in marine transportation 
equipment. 

The new investments brought mort- 
Sage loans to 33% of total assets, com- 
pared with 9% of assets ten years: ago; 
securities were 56.6% of the $3,727.4 
million in assets at 1957 year-end. Gross 
rate of return on the new 1957 invest- 
Ments was 4.83%, the highest since 1935. 
Net interest rates on investments, trend- 
Ing upward since the company’s all-time 
low of 3.01% in 1947, reached new highs 
in 1957. The return was 3.90% net after 
Payment of all investment expenses ex- 
py Federal income tax, compared with 
7% in 1956. After providing for in- 
come tax payment, the 1957 return was 
‘61%, compared with 3.48% in 1956. 
“aa € report stated that demands for 
= continued strong throughout 1957 
a that commitments for future in- 
fe ment promise a continuation of 
arcrable interest returns, even though 

€rest rates have shown a pronounced 
°wntrend in the last few months.” 





AGENTS TRAINING ASSISTANT 
pobert W. Davis, associate of the Lars 
alama Agency, Albuquerque, New 

in ckico, has been appointed agents train- 
8 assistant for Ohio National Life. 


NAMES MIAMI AD AGENCY 

Southeast Life of Miami, Fla., has ap- a : 
pointed as its agency, Southern Adver- The death occurred, early this month, 
tising, Inc., also of Miami. at Liverpool, Nova Scotia, of A. H. 
McLeod, 77, formerly branch manager 
of Great-West Life. He joined the com- 
pany in 1905 with a head office agency 
department and in 1920 was named as- 
sistant superintendent of the Central 
division. He was appointed branch man- 
ager at Saint John, New Brunswick, in 
1927 retiring in 1946. He was a widower. 


Ohio. National Sales A. H. McLeod Dies 


Ohio National Life’s annual meeting 
was held recently at which time Presi- 
dent M. Rey Dodson reported that the 
company’s sales, in 1957, had reached an 
all-time high of over $141 millions, bring- 
ing the total amount of insurance in 
force to almost $902 millions. Benefits 
paid policyowners and _ beneficiaries 
totaled $13 millions, an increase of 15% 
over the preceding year. 

Assets have doubled in the last ten 





years and total over $181 millions. Cap- 
ital and surplus now amount to almost 
$1114 millions, over $1 million being 
added to surplus last year. The company 
will soon be completely mutualized, as 
only one-sixth of the original capital 
stock remains outstanding. 





Once there were two Brokers 
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You're just lucky!” 





and said, “I used to believe 





in luck. Now I rely on Manhattan Life’s Progressive, Personalized 


Underwriting. Up to 1,000% Mortality!” 
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J. A. CAMPBELL 


Four of the London Life’s senior of- 
ficers have recently received new ap- 
pointments. 

A. Campbell has been appointed 





H. I. WEIR 


vice president and chief actuary. 





A. W. ANDERSON 


Mr. 
Campbell has been with the London Life 
since 1913, with a break of four years 
during the first World War while he was 





L. M. DALGLIESH 


on active service overseas. He is a Fel- 
low of the Society of Actuaries and a 
former member of the board of gov- 
ernors of that body, and a past president 
of the Canadian Association of Actu- 
aries. 

L. M. Dalgliesh, who has been secre- 
tary since 1951, has been appointed vice 
president and executive secretary. Mr. 
Dalgliesh has been a member of the 
London Life organization since 1923, and 
in 1935 he became a Fellow of the Char- 
tered Institute of Secretaries. He is 
president this year of the Life Insurance 
Institute of Canada. 

I. Weir has been appointed vice 
president and director of agencies. Mr. 





THANKS TO YOU 


for our best year in 1957 


$12,036,000.00 


Top Quality Paid For 
An increase from $500,000 to $2,000,- 


000 every year in our ten years in 
New York. If you didn't get part of 
this, why not start now — call us for 
real Brokerage service. 








LEE NASHEM AGENCY 


NO East 


New York 17 


Street 
mY 


42nd 





Weir served the London Life in the 
field, latterly as manager in Ottawa and 
Toronto, before transferring to the head 
office organization in 1941 as assistant 
superintendent of agencies. He became 
superintendent of agencies in 1946, and 
assistant general manager and _ superin- 
tendent of agencies in 1953. He is former 
chairman of the Agency Section of the 
Canadian Life Insurance Officers Asso- 
ciation, and a former member of the 
board of directors of the Life Insurance 
Agency Management Association. 

A. W. Anderson, formerly comptroller, 
is now secretary of the London Life. 
Mr. Anderson joined this company in 
1923, and for several years he was a 
member of the staff of the actuarial 
department. He transferred to the secre- 
tarial department as executive assistant 
in 1937, was appointed assistant secre- 
tary in 1946, and comptroller in 1951. 
Mr. Anderson is a Fellow of the Society 
of Actuaries, and a Fellow of the Char- 
tered Institute of Secretaries. 





Wise men learn more from fools than 
fools from the wise. 


Cato 








(a) Incentive 
(b) Profit Share 


3. Company: 





Are You Big Enough 
To Fill This Job? 


1. Area Superintendent—250 mile radius of New 


York City—complete charge. 


2. Salary—5 figures, plus 


(1) Over Two Billion in force 

(2) Over 75 years old 

(3) Assets over 350 Million 

(4) A full line of competitive policies 
(5) Does not write in New York 


Send full information, plus photo, first letter. 
All replies in absolute confidence. Address Box 
2587, The Eastern Underwriter, 93 Nassau Street, 
New York 38, N. Y. 











"Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N.Y, 
TRiangle 5-7362 
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HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951.-2.3 











Travelers New Business 


More Than $2.3 Billion 


New life insurance business of The 
Travelers in 1957 was more than $2.3 bil- 
lion, J. Doyle DeWitt, president, re- 
ported. Life insurance in force reached 
$21.7 billion. 

In a letter to The Travelers field force 
President DeWitt said: “The momentum 
of our life insurance production still 
continues and during the past year we 
added to our life program several new 
and competitive contracts. The year was 
by far the most successful we have yet 
experienced for Group life insurance.” 

Group life and annuities went up from 
$121,160,000 in 1956 to $146,296,000 in 
1957, an increase of 20.7%. 





WALTON KINGSLEY DEAD 
Retired Vice Preslioen of New York Life 


as Son of Former President 
Darwin P. Kingsley 

Walton P. Kingsley, who retired as 
vice president of New York Life in 
1943, died at his home in New York City 
last week at the age of 71. 

Mr. Kingsley was for many years in 
charge of real estate and mortgage loans 
for New York Life, having spent his 
entire business career with the company 
except for service in the Army in World 
War I. He had attended Hotchkiss 
School and graduated from University 
of Vermont in 1910. He was _ son of 
former New York Life president, Dar- 
win P. Kingsley. He was a trustee of 
Union Dime Savings Bank and a mem- 
ber of the University Club and the Pil- 
grim Society. 

Mr. Kingsley is survived by his widow, 
Mrs. Virginia Pulleyn 
brothers, two sisters and his step-mother 
Mrs. Darwin P. Kingsley. 








Solenberger Now Actuary 


Carl W. Solenberger was 


Franklin Life. 
kota, and a 


ter’s degree in actuarial science 


actuarial department of the 
with the Michigan Insurance Depart: 
ment as actuary. While with the Mich- 
igan Department he participated in perl 
odic examinations of life insurance com- 
panies in Winnipeg, Toronto, Montreal, 
and Detroit. He is a Fellow of the So 
ciety of Actuaries, and has served @s 
associate actuary of the Franklin since 
1948. 





PRUDENTIAL NAMES HERBEIN 

Earl H. Herbein has been appointed 
manager of The Prudential’s Uniontow, 
Pa. district to succeed R. Clair Wheel- 
ing, who assumes a similar position 3 
Altoona. Mr. Herbein joined Prudentia 
as an agent at Ambridge, Pa., in 192 
and was placed in charge of the sales 
office there in 1933. For the past tw? 
years he has headed a group of agents 
at Beaver Falls, Pa. 














Kingsley, two 


advanced 
from associate actuary to actuary of theft 

A native of North Da-f 
Phi Beta Kappa, with af 
bachelor’s degree in mathematics from f 
University of North Dakota, and a mas f 
from F 
the University of Michigan, he joined f 
the Franklin organization in 1946. Pref 
viously he had been associated with the i 
Americal & 
United Life of Indianapolis, and later 
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GAMA Conference 
Features “Organization” 


SCHLOTMAN NEW _ PRESIDENT 





Continental Assurance Gen’l Agents and 
Managers Confer with H.O. Of- 
ficials; 1957 Awards Presented 





“Organization Is Our Future” was the 
theme of the recent annual midwinter 
conference of the General Agents and 
Managers Association of Continental 
Assurance held at the Drake Hotel, 
hicago. All of the talks, delivered by 
various general agents and home office 
representatives, were geared to this 
theme. Emphasis was put on methods of 
organizing an efficient life insurance 
sales operation in the face of the in- 
creased need for diversification as part 
of the changing economic climate. 
Carl R. Schlotman, program chairman 
for the conference and president of Con- 
tinental Associates, Inc., Cincinnati gen- 
eral agency, pointed to the current 
industry-wide tendency toward such di- 
versification as well as the increased 
departmentalization within Continental 
Assurance. He declared that every 
agency office might profitably watch 
this tendency, organizing its own oper- 
ation to expand with the industry. “We 
know,” said Mr. Schlotman, “that every 
general agency organization in our com- 
pany began with an individual. We 
know that something or sombody 
prompted some of these individuals to 
expand through organization, and that 
expansion inevitably led to greater suc- 
cess and more satisfactory operation.” 
Paui H. Rinker. Continental vice presi- 
dent, spoke on “A Group Department in 
Your Agency”, and Robert Powell, rep- 
resentative of Joshua Glasser Associates, 
Chicago general agency, outlined some 
of the practical procedures for organiz- 
ing a group department. His subject 
was, “We Did It”. 


Pension Talks 


“You Need a Pension Department”, 
was the theme of a talk by Peter Hon- 
dorp, associate actuary of the company, 
and Edward D. Landers, CLU, Cleve- 
land general agent, told his colleagues 
how his office had been organized for 
pension business. 

Subjects of other talks were: “Why 
an Organization,” “Office Efficiency,” and 
“Ordinary and Non-Can from Organiza- 
tion”. A model agency office and gen- 
eral exhibits were on display throughout 
the meeting to suggest the proper phys- 
ical arrangements for an expanded 
agency organization. 


President Reeder on Outlook 


_ Howard C. Reeder, Continental’s pres- 
ident, reported on the company’s pro- 
gress and outlook for the future. 
Speaking optimistically of prospects for 
future growth, he revealed a_record- 
breaking increase in business during 
1957 of $636,516,823 bringing the volume 
of insurance in force as of last December 
31 to $4,907,121,330. 

Christian Strom, assistant actuary, 
spoke about new company developments, 
describing some new plans devised by 
the Continental which will be announced 


soon, 
New Offices of GAMA 


The General Agents and Managers 
Association elected the following officers 
for the coming year: President, Carl 
R. Schlotman, Cincinnati, Vice Presi- 
dent Edward D. Landers, CLU, Cleve- 
land, and Secretary-Treasurer, Stanley 
J. Neuman, Los Angles. Dorth Coombs, 
Wichita; Joseph N. Desmon, CLU, Buf- 
alo; Mendel H. Kaliff, San Antonio; 
Harold Sloane, New York; Sidney S. 
Silverberg, New Haven; and John C. 
Gage, Danville, Ill., were elected to the 
oard of directors. 


Awards for 1957 Performance 


A feature of the GAMA conference 
Was the presentation of awards for out- 
standing performance in 1957 to 16 gen- 
eral agents and three branch offices. 

ngraved plaques were awarded for 


sales leadership in each of tl ‘ 
Product lines, . Wedonniacy 


In addition to the “national leader- 
ship” awards to David A. Carr Agency, 
Inc., New York, the No. 1 agency of the 
company in Ordinary production, and 
H. Malcolm Teare Agency, New York, 
second in Ordinary production, the fol- 
lowing were recognized. Regional pro- 
duction leaders: John C. Gage, Danville, 
Ill. and Brown & Brown Agency, Inc., 
Chicago, Mid-America leaders; Stanley 
J. Neuman, Los Angles, and Bernard 
E. Kammerer Agency, Los. Angles, 
Pacific Coast leaders; Jean Avard, Inc., 
Canadian leader. 

Regional leaders in non-cancellable 
A. & S. production were: The Harmelin 


Agency, Inc. New York, Eastern; 
Brown & Brown Agency, Inc., Chicago, 
Mid-America, and Stanley J. Neuman, 
Los Angeles, Pacific Coast. As previ- 
ously announced, the Harmelin Agency, 
Inc., was named New Agency of the 
Year in the Eastern department, and 
Bryant M. Sells, CLU, Long Beach, 
Calif. was honored as “New Agent of the 
Year” in the Pacific Coast department. 

Group production awards went to 
Edward D. Landers, CLU, Cleveland; 
Joshua B. Glasser Associates, Chicago, 


and Fairfield & Ellis, Boston, for 
premium leadership; Robert L. Blue & 
Co., Miami, Fla., Dorth Coombs In- 

















Brokers look to 


GUARDIAN 
for Leadership in 


Non-Can Income 






Now available in most states... 


Three New Participating Policies — 


Guaranteed Renewable to Age 65 


The Reliance — streamlined disability income protection 
for one, two or five years at an unusually low premium. 


The Income Guardian — choice of one, two or five year 
benefit for sickness, plus lifetime accident benefit. 


The Income Defender — income all the way to age 65 
for sickness, plus lifetime accident benefit. 


Optional Benefits — Accidental Death, Ad- 
ditional Income when Hospitalized, Excess 
Accident Medical Expense — available on all 


three by rider. 


Call your GuarvIAN Manager today for full information, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





surance, Wichita, and the MHarmelin 
Agency, Inc., New York, for number of 
cases written. / 

Edward D. Landers, CLU, Cleveland; 
Joseph N. Desmon, Buffalo, and the 
Harmelin Agency, Inc., New York, re- 
ceived distinguished performance awards 
for their production in retirement and 
special plans. 

The Chicago, Detroit and Los Angeles 
branch offices were cited for distin- 
guished performance among the com- 
pany’s branch office operations. 





Harrisburg General Agent 
Succeeding Charles Bitzer 





JOHN E. MANN 


John E. Mann, CLU, of Albany has 
been appointed by Massachusetts Mutual 
Life to succeed Charles L. Bitzer as 
general agent at Harrisburg. Mr. Bitzer, 
after more than 35 years with the Massa- 
chusetts Mutual, including 20 years as 
general agent at Harrisburg, asked to be 
relieved of managerial responsibilities 
and becomes associate general agent. 

Mr. Mann, who joined the Albany 
Agency of Massachusetts Mutual in 
1948, received his Chartered Life Under- 
writer’s designation in 1953, became a 
licensee of the Powers’ System of Estate 
Analysis in 1955, has earned the National 
Quality Award every year since becom- 
ing eligible, and is a life and qualifying 
member of the Million Dollar Round 
Table. He was an active leader in Al- 
bany’s business, civic and religious organ- 
izations, was secretary-treasurer of the 
Northeastern New York Chapter, CLU; 
held all the offices of the Albany Asso- 
ciation of Life Underwriters; taught life 
insurance in the adult education pro- 
gram of New York State; was a member 
of the executive committee and secretary 
of the Massachusetts Mutual Agents 
Association; and was a member of the 
Albany Life Insurance and Trust Coun- 
cil, 





NAME HARRY J. CHURCH, JR. 

Harry J. Church, Jr. has been ap- 
pointed head of The Prudential’s Mas- 
peth office in Elmhurst, N. Y. He suc- 
ceeds Herbert Palmer who has joined 
the company’s home office service organ- 
ization. 

Mr. Church has been a regional super- 
visor in the Brooklyn regional office. He 
joined the company as an agent in Flush- 
ing in 1948, became a staff manager in 
Hempstead in 1952 and training consult- 
ant in the Newark home office in 1955. 
He attended New York University. 





Kiefer 2nd Vice President 
Union Mutual Life of Portland, Me. 


announces election of Henry J. Kiefer 
as 2nd vice president. Since 1953 he has 
been underwriting secretary and has had 
various assignments in the Group and 
claims departments. 
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Agencies Superintendent 
For Bankers Security Life 





LEONARD J. PIKAARD 


Leonard J. Pikaard has been appointed 
superintendent of agencies by Bankers 
Security Life Insurance Society, New 
York, according to an announcement by 
G. Albert Lawton, president. 

Formerly general manager of the Con- 
tinental American Life, Mr. Pikaard as- 
sumes his new duties immediately. Prior 
to his association with Continental 
American, he was brokerage supervisor 
for Connecticut General Life and was 
previously an agent for ‘Connecticut 
Mutual. 

Mr. Pikaard will concentrate his ac- 
tivities on the expansion of the com- 
pany’s field force of general agents in 
the regional territories of New England, 
New York, New Jersey and Pennsyl- 
vania. 





Union Life Leaders 


Union Life of Little Rock, Ark., an- 
nounced its production leaders and 
award winners for 1957. The outstanding 
agency award was presented to the I. A. 


McKee agency of Lake Charles, La. 
John <A. Mathis, general agent for 
Artesia, N. M., received the Elmo 
Walker Award and the Man of the 


Month Award. Outstanding New Man 
Award was won by Mark B. Thomas, 
Natchez, Miss. Whitner Milner, Sr., gen- 
eral agent in Columbus, Ga., was award- 
ed the Top App Producers’ Award, The 
Top Producers Award was won by Ralph 
S. Krebbs, general agent in Lubbock, 
Texas. The Krebbs agency won the 
Round-Up Month Award. Announce- 
ments were made by J. Wythe Walker, 
president of Union Life, at the com- 
pany’s recent annual General Agent’s 
Management Conference held in Little 
Rock. 

Upon winning the Outstanding Agen- 
cy Award, I. A. McKee becomes chair- 
man of the company’s General Agent’s 
Field Advisory Committee which coordi- 
nates company policies between the field 
and home office. 

Union Life, completing its 37th year 
in 1957, has approximately $120,000,000 
of life insurance in force. 


Schriver Leaves Hospital 


Lester O. Schriver, managing director, 
National Association of Life Underwrit- 
ers, was discharged from the hospital 
Sunday after being treated for pneu- 
monia and having a surgical operation. 

He will be able to be in Peoria, IIl., 
his old home, on March 20 when nota- 
bles from all over country will gather 
to attend “Lester O. Schriver Day.” 
While in Peoria as general agent of 
Aetna he became one of its leading 
citizens. 





Louise Pike to Wed 


The engagement is announced of Wil- 
liam D. Kimpton and Louise Pike, 
daughter of Albert Pike, Jr., actuary of 
Life Insurance Association of America. 
Miss Pike’s fiance is son of Chancellor 
Laurence A. Kimpton of University of 
Chicago. The couple, who will be married 
in September, have been fellow students 
at Northeastern University. Miss Pike 
was graduated from Briarcliff Junior 
College. 





Franklin’s Greatest Year 


A net increase in outstanding insur- 
ance of $413 million was registered by 
Frankin Life, Springfield, Ill, during 
1957, it was announced by President 
Chas. E. Becker. This represented a 
gain of 17%. Franklin issues no Group, 
Industrial, health and accident, or credit 
coverage, and has more than $2 billion 
800 million in force. 

Assets expanded approximately $44 
million to $419 million, an increase of 
12.%. Total income was $107,235,000, 
18% above last year. 

Gain from operations attained a new 
high of $9,017,000, from which $7,400,000 
was allocated to surplus, resulting in 
aggregate capital and surplus funds of 
$46,150,000 at year-end. 





N. W. Mutual Houston Agcy. 


Northwestern Mutual has opened a 
new agency in Houston, Tex., with John 
I. Lippincott, Jr., as general agent. Ter- 
ritory is 38 southeastern Texas counties. 





Three ALC Regionals 


Three regional meetings of American 
Life Convention are announced by Pres- 
ident Harry J. Stewart. The cities and 
dates: Raleigh, N. C., March 31; San 
Francisco, May 1-2; Kansas City, 
May 19-20. 





Promote J. H. Nelson 


Provident Life and Accident, Chat- 
tanooga, has announced the Group de- 
partment promotion of James H. Nelson 


from field supervisor to assistant vice 


president. Mr. Nelson joined Provident 
in 1955, following eight years of Group 
insurance field experience. 





W. H. HINTON’S NEW POST 

General American Life has announced 
the appointment of William H. Hinton 
as district manager in Atlanta, Ga. He 
is associated with Carlton Conarro, gen- 
eral agent in Atlanta. 

A graduate of the University of 
Georgia, he was formerly a field super- 
visor with The Travelers. 
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Member of the N. Y. C. Insurance Agents Ass'n 





Henry Bruere Dead 

Henry Bruere, a director of New York 
Life and former vice president of Metro- 
politan Life, died in Winter Park, Fla., 
Tuesday. After leaving Metropolitan he 
joined Bowery Savings Bank of New 
York, eventually became president and 
chairman, retired in 1952, but was then 
given the title of honorary chairman. 
He first came into prominence as a 
municipal planner. When city planner 
and a member of Mayor Mitchell’s 
cabinet he brought to New York City 
Thomas I. Parkinson, later president and 
chairman of Equitable. 





Mutual Trust Appoints 
G. S. Wemyss in Portland 


Mutual Trust Life of Chicago has 
announced the appointment of George S. 
Wemyss as general agent in Portland, 
Maine. 

Mr. Wemyss served since October, 
1950, as agency supervisor and office 
manager for the company’s third-largest 
agency, the Grof Agency of Boston. A 
native of Somerville, Mass., Mr. Wemyss 
majored in business administration at 
Boston University. During World War 
II, he served as a fighter pilot in the 
European theatre of operations. He cur- 
rently holds the rank of lieutenant 
colonel in the Air Force reserve. 





Provident Enters Two States 

Provident Mutual Life of Philadelphia 
is now licensed to do business in South 
Dakota and Wyoming. The company is 
presently licensed in 41 states and the 
District of Columbia. 





HEAR SENATOR CASE 

Senator Clifford P. Case (R-N. J.) was 
the principal speaker February 11 at a 
dinner meeting of the General Agents 
and Managers Association of Northern 
New Jersey, held at the Hotel Suburban, 
Summit. His topic was’ “Leadership.” 

Thirty-four agency leaders of affiliated 
companies were individually honored 
with the presentation of a scroll indi- 
cating achievement during 1957. Saul 
S. Vort, manager of The Prudential in 
Newark, is president of the Association. 
Chairman of the annual dinner affair 
was Vernon L. Phillips, general agent 
of Occidental Life in Newark. 











NOW UP TO 


$40,000 


NON-MEDICAL 


of Group Life Insurance for 
firms with 10 lives or more 











WHITE & 
WINSTON 


INC. 


342 Madison Avenue, New Yor 


Phone: MUrray Hill. ; 


General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 








HEARD On The WAY 











The Nylic Review, agency publication 
of New York Life, is observing its 25th 
anniversary. J. Dixon Calderwood, the 
present managing editor, was formerly 
on the editorial staff of The Eastern 
Underwriter. The Nylic Review staff in- 
cludes Fred J. Heck, assistant managing 
editor; Clorinde Clarke, assistant editor; 
Sheila Finnegan and Walter Krivkas.. 

The late Thomas A. Buckner, prest- 
dent of New York Life, introduced to 
the field force the first issue of Nylic Re- 
view in January, 1933. Editor and man- 
ager at the start was Stratford Corbett, 
who had been assistant to Vice Presi- 
dent Griffin M. Lovelace, now living in 
West Hartford, Conn. Contributing edi- 
tor was Grenville Howard who had been 
editor of the agents’ previous publica- 
tion, The Weekly Bulletin, for some 
years. About 15,000 copies of each issue 
of Nylic Review are published, most of 
them going to agents. : 

Uncle Francis 











|A TREASURED OIL PAINTING . 
| OF THE ONE YOU LOVE i 


Now you can have a beautiful portrait in vibrant oil colors by one 
of our professional artists. 
framed in limed oak, will become a cherished possession. 
Here's all you do. 

color description of 
few short weeks you will receive your portrait, 
Please send check or money order. 


ED LURIE, pept. cu 


67 Warren St., Roxbury, Mass. 


This life-like 12x 16 painting, handsomely 


Send us @ snapshot (any size), with complete 
eyes, hair, clothing and person's age. In a 


$9500 


Postage prepaid. 
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J. EUGENE TAYLOR 


J. Eugene Taylor and R. L. Wagner, 
actuaries, have been advanced to vice 
presidents of National Life & Accident 
of Nashville. Mr. Taylor will be in 
charge of actuarial projects and Mr. 
Wagner in charge of actuarial opera- 
tions. Both will continue to report to 


Norman M. Hughes, vice president and 
chief actuary. 

Mr. Taylor, graduate of University of 
Iowa, joined the company in 1938 as 
assistant actuary. He is a Fellow of the 
Society of Actuaries and is a member 
of its committee to review membership 
requirements. Formerly, he served on 
the Society’s committee on examinations. 
He was for two terms secretary of the 
Health and Accident Underwriters Con- 
ference, and is active in the Health In- 
surance Association of America in which 
he is currently vice chairman of the 
actuarial and statistical committee. He 
is a member of the Southeastern Ac- 
tuaries Club. 

Mr. Wagner joined National Life after 
graduation from University of Iowa in 
1940, held various positions before be- 
coming actuary in 1954. He is a Fellow 
of the Society of Actuaries and is past 
president of the Southeastern Actuaries 
Club. He has for several years been 
active in the affairs of the Home Office 
Life Underwriters Association which he 





Life of North America 


Names Scamell, Yeomans 
Announcement of two new appoint- 
ments to the Group department of Life 
Insurance Co. of North America has 
been made by Milton F. Chauner, Group 
vice president. Vincent A. Scamell has 
been appointed director of Group field 
service, and John F. Yeomans has been 
appointed a Group sales specialist. 
Before joining North America, Mr. 
Scamell spent ten years with Prudential 
serving as Group consultant in the home 
office and Group sales representative in 
the field, 
_ Mr. Yeomans has had 22 years in life 
Insurance. He was with Prudential from 
1936 to 1952, leaving to work as a bene- 
fits analyst for Arabian American Oil. 


Ned he was insurance analyst for 
‘basco Services. He goes to his new 
Post trom the Companion Companies 


(Mutual of Omaha, United Benefit Life 
= Companion Life), where he was 
lome office representative. 





Appoints P. F, Myers 
American United Life of Indianapolis 
announces the appointment of Paul F. 
~yers as Cincinnati agency manager. 

e has been in life insurance sales field 
Or past five years. 


has served as a 
education and 
of the HOLUA 


R. L. WAGNER 


member of 
examinations committee 
and the Institute of 






the io‘nt 


Home Office Underwriters. 








Insurance Brokers—Downtown Office Space 


A progressive agency downtown N. Y. of a fine, long established life com- 
pany, has available a private office, air-conditioned, for insurance broker seeking 
congenial environment and friendly service on his cases. If interested, address 
Box 2583, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 





Telephone HAnover 2-5840 











MAKE MINE MANHATTAN 
For Life 


CHAMP EDWARDS AGENCY 
MUrray Hill 2-7330 














Adopts Graded Premiums 

The Equitable Reserve Association of 
Neenah, Wis., announces the adoption of 
graded premiums and sweeping changes 
miade in its policy provisions, forms and 
rate book. 





L. S. FRANKSON GENERAL AGENT 

Loren S. Frankson has been appointed 
general agent for Guarantee Mutual 
Life at Spring Valley, Minn. He has 
been with Guarantee Mutual for 21 
years and was associate general agent 
for the past nine years. 





Highlights from our 71st Annual Report 


Business in Force.... 
New Business.......... 


Net Increase 


Business in Force 
PRESETS Oe Koco 


IN THE UNITED STATES 


DurinG 1957 The Manufacturers Life 

continued its pattern of steady growth and | 
expansion in the United States. Licences 
to transact business were obtained in 
Alaska, Colorado, Indiana, Kentucky, 
Maine, Nevada, New Hampshire, Okla- 


homa, Utah and Vermont. 


To-pay our United States organization 
consists of 23 active Branch Offices from 
coast to coast and we are licenced in 26 
states, the District of Columbia and the 


territories of Hawaii and Alaska. 


THE 71st ANNUAL REPORT of the Com- 
pany shows that new business in the 
United States amounted to a record 
$116,989,301. The business in force is 


now $777,517,116. 
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LIFE COMPANY 


HEAD OFFICE (Established 1887), TORONTO, CANADA — 


$2,610,637,086 
380,499,333 


248,925,151 
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Hempstead Unit Manager 
For M. L. Camps Agency 





OSCAR WHITEHORN 


Oscar Whitehorn has been appointed 
as a unit manager in a new unit at 
Hempstead, L. I., for the M. L. Camps 
agency, John Hancock. Mr. Whitehorn is 
a graduate of City College in New York, 
majoring in insurance. For a number 
of years he has been in the general 
insurance business in New York but has 
also been in life insurance field in con- 
nection with this business for the past 
ten years. 

He was the treasurer of Lamport 
House of City College for several years 
and also was tournament director of the 
Jacob Riis Neighborhood Settlement 
Houses. 





Manhattan Ends 1957 With 
$1.062 Billion in Force 


The Manhattan Life had record sales 
of Ordinary life insurance in 1957 with 
paid volume totaling $114,272,974, an in- 
crease of 11% over the 1956 Ordinary 
sales figure of $102,078,750. Total new 
1957 business, including Group life, 
wholesale, membership, revivals and in- 
creases, was $247,602,024. Insurance in 
force increased $184,399,786, or 21% dur- 
ing 1957, reaching a new high of $1.062 
billion. 

Admitted assets were $139,651,461, an 
increase of 8% during 1957. 





Franklin Names Jarvis 


Reese B. Jarvis has been appointed 
regional manager in southern West Vir- 
ginia for Franklin Life of Springfield, 
Ill. Mr. Jarvis has been active in the 
insurance field for 25 years, starting with 
the Conservative Life, and continuing 
with American National when that com- 
pany absorbed the Conservative. He will 
establish headquarters in Clendenin. 
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H. L. Guy President 


Of Mutual of Canada 


E. A. RIEDER GENERAL MANAGER 





Louis L. Lang Becomes Chairman; J. H. 
Luxton, Vice President-Treasurer; 
George Dunbar Vice Pres. Agencies 





Waterloo, Ontario—At the meeting of 
the board of directors of the Mutual 
Life Assurance Co. of Canada here, 


Louis L. Lang, formerly president, was 





Photo by Belair 
E. A, RIEDER 


elected chairman of the board and 
Harry L, Guy, CBE, FSA, formerly 
general manager, was made president. 
E. A. Rieder, FSA, assistant general 
manager, was appointed general man- 
ager; J. H. Luxton becomes vice presi- 





Photo by Belair 
GEORGE DUNBAR 


dent and treasurer; George Dunbar is 
vice president in charge of agencies and 
D. A. Roberts is now vice president and 
comptroller. 

Mr. Guy, Fellow of the Society of Actu- 
aries and mathematics honor graduate of 
University of Toronto, joined Mutual’s 
actuarial staff at the head office in May, 
1927. He rose through various actuarial 
and administrative posts to the position 
of general manager, becoming a director 
of the company in 1955. He is a former 
president of Canadian Life Insurance 
Officers Assn. 

Mr. Rieder, graduate of University of 
Toronto, joined the company’s actuarial 
departments after leaving college, be- 
came assistant actuary in 1938, associate 
actuary in 1946, actuary in 1948 and as- 
sistant general manager in 1954. 

Mr. Dunbar, native of Scotland, started 


Photo by Belair 
HARRY L. GUY 


in the field for the company in 1934, be- 
ceme assistant superintendent of agen- 
cies, then superintendent before becom- 





ing assistant general manager in 1954. 
He is a past chairman of the Agency 
Section of Canadian Life Insurance 
Officers Assn, 

Mr. Luxton, also a graduate of Univer- 
sity of Toronto, joined the company in 
1924, served as statistician and secretary, 
then assistant treasurer in 1944 and as- 
sistant general manager in 1954. 





C. G. Shepard Brokerage 


Director Occidental of Cal. 


Cyrus G. Shepard has been named di- 
rector of brokerage sales for Occidental 
Life of California, succeeding Joseph T. 
DuMoe, brokerage superintendent since 
1951, who has retired. 

Mr. Shepard was the company’s assis- 
tant home office brokerage manager and 
agency supervisor between 1946 and 1951 
and then became manager of the life in- 
surance department of Swett & Craw- 
ford, Los Angeles. Later, he was a gen- 
eral agent for U. S. Life and he returns 
to Occidental after being vice president 
of sales for Pacific Fidelity Life the past 
year. Mr. Shepard’s father was the late 
Walter G. Shepard of Lincoln National. 





The man who has accomplished all that 
he thinks worth while has begun to die. 
». T. Trigg 
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Executives, 


“Reinsurance Exclusively’ 
hold for you? 


Why do so many leading life insurance companies 
choose North American Reassurance when reinsuring 
portions of their risks? The answer is simple. 

They value the special benefits they enjoy by 
associating with North American Re, the world’s 
largest company devoted exclusively to life reinsurance. 
They also value highly the entirely non-competitive 
nature of their relationship with North American. 


Many of these benefits are described in our new 
booklet, entitled, “Reinsurance Exclusively.” 
Naturally there’s a copy waiting for you. Between the 
covers is information of real value to you and 


For your complimentary copy simply attach your 
personal or business card to this advertisement 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 
Reinsurance Exclusively 

ACCIDENT & SICKNESS e 
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Manager at Columbia, S. C, 


FREDERICK R. RUTLEDGE, JR. 


Guardian Life, New York, has an- 
nounced the appointment of Frederick 
R. Rutledge, Jr. as manager at Columbia, 
ie OF 

Mr. Rutledge, a native of Asheville, 
is a descendant of John Rutledge, first 
governor of South Carolina. He is a 
graduate of University of North Caro- 
lina and served four years with the 
Army Counter-Intelligence Corps. He 
entered the life insurance field in 1947 
and immediately prior to his Guardian 
appointment was a general agent for 
Franklin Life in Dallas. 





BMA Promotions 


Business Men’s Assurance announces 
the following home office changes made 
at the recent meeting of the board of 
directors: Dr. C. B. Ahlefeld was elected 
vice president and medical director; E. 
A. Carlson was elected secretary; Mal- 


colm A. Holzer and W. R. Mullens were 
named associate actuaries; and |, H. 
Wagner was named = stock _ transfer 
agent. 


Medical director of the company since 


1646, Dr. Ahlefeld has been associated 
with BMA since 1941, when he joined 
the company as assistant medical direc- 
tor. He was named associate medical 


director in 1942, and served in the Army 
Medical Corps as a major from 1942 to 
1946, 


Mr. Carlson observed his 28th anni- 
versary with BMA this month, having 
started with BMA in the accounting 


department. He was appointed assistant 
controller in 1945, assistant secretary in 
1947, and controller in 1956. 

Malcolm Holzer has been with the 
company for 30 years, having joined 
BMA in the actuarial department in 
1928. He attended the University © 
Kansas and received his A.B. degree in 
mathematics and economics from the 
University of Missouri, He is a member 
of Phi Beta Kappa. Mr. Holzer became 
a supervisor in the actuarial department 
in 1934, and was named assistant actt- 
ary in 1944, 

W. R. Mullens was gt raduated from 
Vanderbilt University and is a member 
of Phi Beta Kappa. Employed in the 
BMA actuarial department in 1947, he 
was named assistant actuary in 1954. 

Associated with BMA since 1923, I. 
H. Wagner was named controller in 1939, 
and has served as secretary of the com- 
pany since 1947, 





HEADS CLAIM MANAGERS 
John V. Slickis, claim manager 0 
Standard Accident’s Washington branch, 
was recently elected president of the 
Washington, D. C. Claim Managers’ 
Council. Mr. Slickis, who has been with 
Standard Accident since 1946, previously 

served as secretary to the Council. 
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Provident L. & A. Scores 
Large Gains in 1957 


ASSETS EXCEED $150 MILLION 





President R. L. Maclellan Reports Over 
$2,225,496,603 in Life Insurance in Force; 
A. & S. Volume Reaches $66,261,254 





The year 1957 for the Provident Life 
& Accident of Chattanooga was another 
outstanding one in this company’s seven 
decades of service, President R. L. Mac- 
lellan reported to stockholders at its 
recent annual meeting. 

Provident’s assets passed the $150 mil- 
lion mark, showing a 1957 gain of more 
than $17,000,000. The company showed a 
percentage gain in assets of 13% for 
1957, and they have more than doubled 
in the past six years. 

The company’s accident and sickness 
premium volume in 1957 totaled $66,261,- 
254, highest in its history, and a new 
record gain of $7,300,000 over 1956 
volume. 

Life insurance in force gained more 
than $207 million during the year to the 
December 31 total of $2,225,496,603. 

More than 680,000 benefit payments 
totaling $66,039,241 were made to Provi- 
dent policvholders and beneficiaries dur- 
ing 1957—a new record for claim services 
rendered and 16% more than the amount 
paid in 1956. 


Authorized Capital $10,000,000 


Another evidence of Provident growth, 
Mr. Maclellan reported, was the increase 
in capitalization during 1957 from $7.000.- 
000 to an authorized capital of $10,000,000. 
He also referred to the installation of 
the company’s second IBM 650 electronic 
computer last vear to handle Provident’s 
increasing volume of statistical and 
clerical work. 

In closing his report Mr. Maclellan 
paid tribute to the members of the 
organization for the contributions each 
had made to the growth and develop- 
ment of the company. “The results for 
the year are but a reflection of the loyal 
and efficient work of this organization. 
both field and home office,” he concluded 


Rogers Joins Western Life 

Eugene B. Rogers of Minneapolis has 
been appointed superintendent of agen- 
cies for Western Life, an affiliate of St. 
Paul Fire and Marine, it was announced 
by Robert L, Utne, regional sales vice 
president. The office will serve Minne- 
apolis and designated portions of Minne- 
sota. 

Mr. Rogers, a native of Minneapolis, 
was a lawyer before entering the life 
insurance business. He has served as 
associate general agent for Aetna Life: 
agency manager for Home Life; and 
agency vice president for Mutual Service 
Life. His offices will be in the Minnesota 
Federal Building, 


Union Life’s Annual 


Management Conference 


Union Life, Little Rock, held its an- 
nual general agents management confer- 
ence of the Ordinarv department re- 
cently. Theme of the meeting was 
The business that stays—pays.” Em- 
phasis was placed on recruitine, training, 
and Supervision. Burnus L. Payne, vice 
President and director of agencies, was 
in charge of the program. 

Members of the company’s General 
Agents Field Advisory Committee. which 
co-ordinates company policies between 
the field and home office, were an- 
nounced, The members are Haco Bovd, 
Little Rock, T. A. McKee, Lake Charles, 
La., Tim Morgan, Dallas; and there are 
two members yet to be named. 


National L & A Dividend 
National Life & Accident of Nashville 
will increase its capital from $25,000,000 
fo $30,000,000 by transferring $5,000,000, 
rom surplus to capital and distributing a 
Stock dividend March 1 to stockholders 
of record Feb, 19. 














CLU Presidents To Meet 


Presidents of 51 CLU Chapters will 
meet at regional Chapter officer confer- 
ences to be held jointly by American 
Society of CLU and American College 


of Life Underwriters. Meetings will be 
in April at Hartford, Columbus, O., Phil- 
adelphia and Atlanta. Paul S. Mills, 
managing director of American Society 
of CLU, is in charge of the conference 
programs. Cooperating with him in pro- 
gram development are Herbert C. 
Graebner, American College dean; 
Walter B. Wheeler, the college’s director 


Appoint Leo L. Rimer 

Leo L. Rimer has been appointed gen- 
eral agent in Great Falls, Mont., for 
Washington National. Mr. Rimer re- 
ceived a Doctor of Laws Degree from 
Denver University in 1939. He served as 
district manager for a life company until 
five years ago, when he moved to Denver 
as a general agent. 





of field services; and Howard D. Shaw, 
director of CLU public relations. 


Leads Sun Life of America 


Sun Life of America, Baltimore, re- 
ports a record production increase of 
more than 25%. The 
Liebman agency, Chicago, led the com- 
pany both in volume of business applied 
for and paid for during 1957, according 
to an announcement by bFBertram A. 
Frank, director of general agencies. Mr. 
Zimmerman and Mr. Liebman each paid 
for over a million dollars during 1957. 


Zimmerman and 





During 1957 more new recruits joined 


Northwestern National Life than in any 


previous year in the past decade. Our sales 


force was 10% larger on December 31 than 


at the start of last year. Forty-three percent 


of these new agents were men who were in- 


troduced to the company by other N/W 


National agents. This is another measure of 


the loyalty of our fieldmen and the regard 


in which they hold N/W National franchise 


and the opportunities it represents. 


N/W NATIONAL 
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THE LATE JOHN MOODY 


Among the people in the insurance 
business who have found indispensible 
the services of John Moody, who at the 
age of 89 died in La Jolla, California, 
are those in its investment divisions. It 
is difficult to visualize what it means for 
an executive or an associate in an office 
to put a hand on a book or a set of 
them, turn to a page and at a glance 
find complete facts about a subject under 
review—almost any fact having to do 
with finance, securities, corporation man- 
agement and operation and similar insti- 
tutions, and to be sure the facts that they 
seek are accurate. It simplifies the daily 
work of thousands in the business world. 

Moody was founder of the Moody’s 
Investors Service and this, together with 
the Moody publication of volumes on 
Industrial, Transportation, Public Utility, 
Municipal and Government and Bank 
and Finance furnished storehouses of 
information. 

Born in Jersey City Mr. Moody after 
a public school education founded 
Moody’s Manual of Railroad and Corpo- 
ration Securities. New York Herald Tri- 
bune in its obituary story said he entered 
this activity with “plenty of nerve and 
$500 cash,” his office in his hat and having 
the manuscript of the first volume pre- 
pared only with aid of his wife and a 
friendly printer who gave him credit. 

The work done on this initial volume 
constituted a tremendous chore evi- 
denced by the fact that it was 1,108 
pages. The Moody organization grew 
and five volumes on different subjects 
affiliated with business, industry and 
finance followed. 

There are now a number of concerns 
in the business world which get out 
factual books, with statistics emphasized. 
Without them the wheels of business 
would have difficulty in turning. 
Although they are educational books of 
inestimable value they are largely taken 
for granted. Rarely does any one see a 
testimonial to them in the letters to the 
editor of great weekly news magazines 
and other publications. 

In the insurance field itself executives 


and their assistants would be in a state 
of constant confusion, would often be 
groping in the dark, without the publica- 
tion, for instance, of the Alfred M. Best 
Co.—Best’s Fire and Marine Insurance 
Reports and Best’s Life Reports. 

Editors of insurance journalism, for 
instance, would be spending most of the 
day on the telephone chasing facts about 
the business if the Best organization 
were not making histories of the com- 
panies and their financial statements 
available. So this is a good opportunity 
to extend the thanks of The Eastern 
Underwriter for the information the 
Best publications makes available to it 
in the preparation of insurance news 
stories. 





Leo R. Schuster, Jr., district manager 
in El Paso, has been named chairman of 
the General Agents Advisory Council of 
General American Life. He succeeds 
Fred F. Sale, district manager in St. 
Louis, whose term with the Council is 
completed. The five-man Council meets 
with President Sidney W. Souers and 
other home office officials to make sug- 
gestions on coverages, sales aids and 
other matters where experience of key 
agency heads helps the company to 
form sound operating policies. Each 
member is appointed by the President 
to serve five years, becoming chairman in 
his final year. Mr. Schuster has been with 
General American Life since 1950. He 
is associated with his father, General 
Agent Leo R. Schuster, in the El Paso 
agency. 


* * * 


W. Stanley Stuart has been appointed 
on General American Life’s General 
Agents Advisory Council. With the 
company since 1943, he heads one of its 
leading agencies. A _ native of St. 
Louis, Mr. Stuart attended West- 
minster College in Fulton, Mo. He is 
a past president and member of the 
Westminster College Alumni Council, 
and is president of the St. Louis Phi 
Delta Theta Alumni Club. Active in 
church work and civic affairs, he has 
been president of the Public Education 
Association of St. Louis, General Agents 
and Managers Association of St. Louis, 
and the St. Louis Chapter of Interna- 
tional Accident and Health Association. 
He is a member of finance committees 
of Metropolitan Church Federation and 
Missouri Council of Churches. 

























JULES F,. PEYTRAL 


Jules F. Peytral, III, has been made 
director of public relations for Pan- 
American Life. He joined Pan-American 
in 1955 as assistant director of public 
relations. Prior to joining Pan-American 
Life he was assistant manager of public 
relations and advertising for Lykes Bros. 
Steamship Co. He attended Louisiana 
State University and served in the U. S. 
Coast Guard during World War II. He 
is a past president of the New Orleans 
Junior Chamber of Commerce and a past 
vice president of the Louisiana Jaycees. 
He is active in the affairs of the Life 
Insurance Advertisers Association and 
is a member of the New Orleans Ad 
Club and the New Orleans Press Club. 

* * * 


David L. Turnbull has joined the Lon- 
don Group as eastern regional comptrol- 
ler. He was previously associated with 
the SPAN Electronic Processing Center, 
Hartford, as director of research where 
he coordinated the work of the four 
participating insurance groups with the 
SPAN Center. The groups are: Spring- 
field, Phoenix, Aetna and National. Prior 
to his SPAN position, he was associated 
with National Fire, where he was re- 
search analyst, controller of the Pacific 
department and assistant superintendent 
of accounting and _ statistics. As Na- 
tional’s research analyst he was engaged 
in the preparation of accounting and 
statistical data for electronic processing. 

* * * 


Devereux C. Josephs, chairman of New 
York Life, and head of President Eisen- 
hower’s committee on higher education, 
will be principal speaker at a dinner 
on March 3 at the Hotel Statler-Hilton 
in Hartford. The dinner will bring to- 
gether members of the community who 
have helped bring into being the Uni- 
versity of Hartford. 

* * x 


Emil Schram, chairman of the board 
of Butler Brothers, Chicago, and vice 
chairman of the board of United Serv- 
ices Organizations, has been elected to 
the board of directors of The Home In- 
surance Co. of New York. Mr. Schram, 
who served as president of the New 
York Stock Exchange from 1941 to 1951, 
is a director and member of the execu- 
tive committee of Cities Service Co. 
He is also a director of Empire Gas 
and Fuel Co. and Corn Products Re- 
fining Co., both of New York, and the 
Peru Trust Co. and Valley Farms, Inc. 
of Peru, Ind. He is now a consultant 
to the New York Stock Exchange and 
a vice president and director of R. R. 
Howard Sales Co. of Indianapolis. 


co 


ELIZABETH V. DOOGAN 


Elizabeth V. Doogan, general counsel 
and a director of the United States Life, 
has returned from a vacation trip abroad, 
her first visit to the Continent. She 
covered a lot of ground in three weeks’ 
time, enjoying sightseeing in Barcelona, 
Genoa, Naples, Cannes, Monaco and 
Rome where Miss Doogan had an audi- 
ence with the Pope. It was stormy 
weather on the trip homeward but she 
satisfied herself that she is a good 
sailor. 


* * * 


Donald B. Watrous has been named 
chief underwriter, fire division, southern 
department, Travelers Indemnity. He has 
been with The Travelers since 1926 when 
he joined the southern department ot 
The Travelers Fire as a clerk. He was 
named assistant examiner in 1926 and 
became an examiner in 1927. A_ native 
of New Haven, he was formerly em- 
ployed by the Security Insurance Com- 
pany of that city. 


* * * 


William R. Walters, who has com- 
pleted 45 years with the Insurance Com- 
pany of North America, and Mrs. Wal- 
ters were feted by friends and fellow 
employes at a dinner in Agawam, Mass., 
recently. Mr. Walters is associated with 
the Springfield, Mass., processing office 
of the North America. Paul Abbott, per- 
sonnel secretary for North America, was 
a special guest from the home office 1n 
Philadelphia. A native of Chicago and 
originally associated with the Fidelity- 
Phenix, in 1913 Mr. Walters joined the 
accounting staff of North America in 
Chicago. In 1940 he was transferre 
to Philadelphia, becoming a_ chief ac- 
countant. In September, 1955, he was 
transferred to Springfield. 


* * * 


Deuel Richardson is the new relations 
manager of the National Fire Protection 
Association of Boston. He succees Rob- 
ert W. Schuette. Mr. Richardson has 
carried on for six years general public 
relations for the New England Council, 
regional economic development organl 
zation, in addition to serving as man: 
aging editor of “The New Englander 
magazine and as radio-TV director. “ 
Cornell graduate, Mr. Richardson has 
been a broadcast station executive i 
both New York and New England. Mr. 
Schuette, who has directed NFPA _ pub- 
lic relations for five years, is establish- 
ing ‘his own public relations office. He 
will continue for a time to serve NFPA 
as a consultant on public relations mat- 
ters. 
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XX Y 


Dr. Smitt Returns to Holland 


One of the top insurance executives 
facing problems of largest magnitude 
in the international insurance sphere 
sailed on Friday of last week for his 
home in Amsterdam. He is Dr H. H. 
Sillevis Smitt, managing director of 
Holland Life, oldest life insurance com- 
pany operating on this continent. One 
hundred and fifty years old, the company 
which once rejected an application to 
insure the life of Napoleon Bonaparte, 
has been doing business in Canada since 
1954. 

The reason Dr. Smitt and other Dutch 
(insurance) executives have an_ excep- 
tionally complex and complicated set of 
problems is because the large group of 
South Sea islands, located between Aus- 
tralia and the Philippines, have broken 
away from their mother country, Hol- 
land, trade relations having been dis- 
continued. 

Seen at the Gladstone Hotel last 
Friday before sailing for home Dr. Smitt 
did not look disturbed. A good example 
of the insurance “man of the world” 
type, he possesses the principal char- 
acteristics noted in most heads of in- 
surance companies doing an international 
business. Thus, he is self-confident, 
calm, a keen student of human nature, 
is extensively traveled and able to orient 
himself irrespective of where his busi- 
ness journeys may take him. He is 
familiar with, but not nonplussed, by any 
of the difficult situations confronting 
Insurance companies which have trans- 
actions with many nationals, and who 
encounter confusion of currencies, and 
appearance of dramatic, unexpected sit- 
uations in governments. Middle aged, 
immaculately groomed, he has a sense 
of humor and a most sincere belief that 
during the century and a half experience 
of his company no situation anywhere 
can arise which will not eventually be 
solved in a manner which will not per- 
manently damage the company 

Dr. Smitt did not care to make com- 
ments of a political nature about In- 
donesia. 

“The situation there is constantly 
changing,” he said, and the current 
events can be followed by Americans 
and Canadians through reading the prin- 
cipal weekly news magazines published 
in the United States, all of whom have 
experienced correspondents in that part 
of the world which formerly was de- 
scribed by those publications as Dutch 
East Indies. Naturally, all of the in- 
surance policies of the Dutch companies 
in those islands continue in force. While 
the Dutch companies cannot take their 
funds out of the islands they possess 
enough financial resources in Indonesia 
to pay all claims. 

A human interest situation daily con- 
fronting Dutch companies is the return 
to Holland of so many Dutch people 
who have lived in Indonesia for many 
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Temporarily they have lost their posi- 
tions in Indonesia and are arriving back 
in Holland.” 

Dr. Smitt’s recent visit to this side of 
the ocean was in connection with buying 
two buildings in Toronto for Holland 
Life. They are located in Bay Street, 
the principal financial center of Toronto. 
One is 5 stories tall, the other 2, and one 
will be occupied by the company as 
chief Canadian headquarters Holland 
Life entered Canada in 1954, appointing 
as its manager there Jan C. Tupker who 
had long experience with the company 
in Holland. The company has been well 
received as has Manager Tupker. It is 
gradually extending its operations in 
the Dominion, offices having been opened 
in Montreal, Hamilton and Vancouver 
as well as Toronto. While Dr. Smitt was 
in Canada the company appointed a 
manager for Quebec—Jules LaSalle. 

A native of Rotterdam Dr. Smitt was 
son of a minister of the Reformed 
Church, several of his ancestors also 
having been clergymen in this denomin- 
ation. After studying at a gymnasium 
(preparatory school) in Amsterdam he 
attended the Free University in that city, 
majoring in economics, finance and _ busi- 
ness. The thesis he wrote at the uni- 
versity had to do with a discussion and 
explanation of “The Most Favorite Na- 
tion Clause” in commercial treaties. 

In the ’20s he visited several countries 
to study their financial policies, familiar- 
izing himself with their commercial and 
tariff treaties. Thus, he eventually be- 
came an expert on tariffs and duties 
which led to his being appointed sec- 
retary for a committe on active com- 
mercial treaties which had been formed 
by principal factories of Holland for the 
purpose of improving their commercial 
position internationally. 

Dr. Smitt in 1929 was asked by Hol- 
land Life officers to join the company 
as manager of its field operations and 
accepted the position. He _ successfully 
organized its sales organization, first 
in Amsterdam and then wherever it was 
operating. He continued to be secretary 
of the tariff treaty committee. During 
World War II he became in 1942 secre- 
tary of the board of Holland Life and 
his responsibilities increased so that he 
was handling managing director duties 
although not having the title at the time. 
After his title had been changed to di- 
rector of the home office staff he received 
in 1948 the title of managing director. 

In 1953 the board sent him to Canada 
for the purpose of investigating the 
insurance situation there with the 
thought that it should expand its oper- 
ations to that Dominion. His recom- 
mendation was that the company 
enter Canada. In 1954 Jan C. Tupker 
was sent over to manage the Canadian 
business, Dr Smitt spending several 
months with him in Toronto after the 
new manager arrived. 

Mrs. Smitt was the former Miss H. 
J. Warning, daughter of the late presi- 
dent of De Twentsche Bank of Amster- 
dam. They have four children. 


Form Hobbs and Conway 


Clarence Whitman Hobbs and Edward 
Conway have formed the firm of Hobbs 
and Conway for general practice of law 
at 7 East Forty-Fourth Street. It will 
specialize in industrial and labor rela- 
tions problems, including insurance labor 
relations matters 

Mr. Hobbs, who formerly was with 
The Eastern Underwriter on its editorial 
staff, was son of late Clarence W. Hobbs 


who was Insurance Commissioner of 
Massachusetts and who died in 1945, 
Mr. Hobbs is a graduate of Union Col- 
lege, Schenectady, New York, St. Johns 
Law School, Brooklyn and did graduate 
work at New York University Law 
School. He joined The Eastern Under- 
writer staff and then became a general 
insurance reporter for the Providence 
Journal. From there he became a news 
writer and editor for Columbia Broad- 
casting System. Next, he opened a law 
office of his own at 565 Fifth Avenue. 
During World War II he was ‘three 
years in the Army detailed to public 
relations work. 

Mr. Conway is a graduate of Clark 
University, Worcester, and of Columbia 
Law School. Following his graduation 
from the law school he became associ- 
ated with Herman and Conway, man- 
agement and labor relations consultants 
at 400 Madison Avenue, New York. Dur- 
ing World War he was in the infantry. 


* * * 


Echo of T.R.’s Workmen’s Comp. 
Message to Congress 


This is the centennial year of the birth 
of Theodore Roosevelt.‘ And just 50 
years ago he sent a special message to 
Congress on the general subject of em- 
ployers liability, with a recommendation 
that it enact a Compensation Act for 
employes of the Federal Government. 

Commenting on this message Henry 
D. Sayer, former Industrial Commis- 
sioner of this state and later manager 
of the casualty department of the old 
Association of Casualty and Surety Ex- 
ecutives, wrote a letter to the New 
York Times calling this “an event of the 
greatest national significance.” 

Wrote Mr. Sayer: “This message was 
little noted by the general public at the 
time, but it was to have a profound ef- 
fect upon our thinking and upon indus- 
trial processes.” The recommendation 
of T. R. resulted in Congress enacting 
the first Workmen’s Compensation law 
in this country, limited by the Consti- 
tution to the employes of the Federal 
Government. The law became effective 
with the signature of President Roose- 
velt on August 1, 1908, more than two 
years before the first effective law of 
any state on the subject was enacted. 


* * * 


Seek Insurance on American TV 
Actors in Cuba 


The American Federation of Televi- 
sion and Radio Artists have made a new 
ruling to the effect that television per- 
formers who go to Havana to appear on 
American programs originating there 
must be covered by $300,000 of life in- 
surance to be purchased by their 
employers. The policy must not only 
cover loss of life but also compensate 
the performer for loss of sight, limbs and 
other injuries. In addition, the new rul- 
ing calls for a disability policy that 
would pay the actor $200 a week for 
incapacitation incurred by injury in Ha- 
vana. 

The federation said it regarded Cuba 
as a hazardous area because of current 
political situation and occasional violence, 
and television employers have been noti- 
fied that a performer must be covered 
by the policy from the time he leaves 
the continental limits of the United 


States until he returns. Under the new 
ruling employers can purchase insurance 
from any company qualified to do busi- 
ness in New York State. 

A letter from Donald F. Conaway, na- 








tional executive secretary of American 
Federation of Television and Radio Ar- 
tists, sent to employers, -said television 
actors would not be permitted to work 
in Havana unless they were covered by 
the specified insurance policies. 


* * * 


Next Monte Carlo Convention 


News releases of forthcoming meetings 
as written in the United States and 
abroad differ considerably in style. All 
American news releases about on-coming 
conventions give names of leading 
speakers, In contrast the following an- 
nouncement of an insurance convention 
to be held in Monte Carlo next Septem- 
ber has been received by insurance 
news publications: 

“A number of representatives of the 
insurance industry met at Monte Carlo 
in September, 1957, to discuss questions 
of mutual interest. This meeting was 
arranged so that insurers and reinsurers 
should have a suitable place to meet at 
a time which could perhaps facilitate the 
completion of their business arrange- 
ments, 

“In accordance with the wishes of 
those taking part in 1957, the next Sep- 
tember meeting will also take place at 
Monte Carlo, this meeting will be in the 
third week of September. However, in 
1959 it is planned to hold the meeting 
once again in the second week of Sep- 
tember. 

“The September meeting is open to 
everyone wishing to take part. There 
is no charge for attendance and those 
intending to be present are requested to 
make their own hotel reservations and, 
during the month of June, to send de- 
tails of these to the Monaco Tourist 
and Information Office at Monte Carlo 
which will draw up a list of all those 
present 

“In due course further details will be 
sent to all those interested.” 

The 1958 convention will run for 


five days. 
* * * 


Herbert Hoover Dinner 


Under the auspices of a sponsoring 
committee of the New York Chamber 
of Commerce, a dinner in the Grand 
Ballroom of the Waldorf-Astoria Hotel 
will be given on February 27 in honor 
of Herbert Hoover and his associates 
on the first and second Hoover Com- 
missions. These Commissions made long 
reports to the administration with 
recommendations for cutting down ex- 
penses of United States Government 
operation. A number of. the recommend- 
ations were adopted. 

Frederick H. Ecker, honorary chair- 
man of Metropolitan Life, is chairman 
of the Chamber’s sponsoring committee 
for the Hoover dinner and many of the 
principal figures in New York’s insur- 
ance, financial, business, real estate and 
manufacturing worlds are on this com- 
mittee. The insurance men who are 
members of the sponsoring committee 
are Devereux Josephs, chairman, New 
York Life; James A McLain. chairman, 
Guardian Life; James F. Oates, Jr., 
president, Equitable Society, and Wil- 
liam P. Worthington, president, Home 
Life. 

One of the members of the committee 
on arrangements is William E. Walsh, 
vice president, Equitable Societv. who for 
some years has been active in New York 
Chamber activities and has several times 
as a delegate represented the New York 
Chamber at the annual meetings in 
Washington of the United States Cham- 
ber of Commerce. 


* 1” * 


New World Insurance Manager 


B. L. Misselbrook will become world 
general manager of Norwich Union on 
March 31 succeeding J. Kirk. 

Mr. Misselbrook started with Norwich 
Union at its head office in England and 
for a time worked in Calcutta as Euro- 
pean assistant and later in Singapore as 
manager there. He returned to England 
in 1937 and in 1946 was appointed agen- 
cy superintendent at head office, agency 
‘manager in 1949 and assistant gené#ral 
manager in 1956, 
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Great American Group In 1957 Had 
Higher Premiums, Underwriting Loss 


The Great American Group has issued 
a consolidated report, covering all com- 
panies, showing combined assets of $318,- 
119,468 at the close of 1957, compared 
with $327,034,772 on December 31, 1956. 
Surplus for policyholders was $137,771,- 
608, dropping from $162,398,018. The re- 
serve for unearned premiums increased 
in 1957 to $102,979,081 from $99,828,191 
in 1956 and the reserve for unpaid losses 


D. R. ACKERMAN 


and expenses rose to $62,616,550 from 
$51,842,613. 

Consolidated premiums written were 
$146,512,711, compared with $135,106,234 
in 1956. The 1957 loss ratio, to premiums 
earned, was 67.8%, up from 63.3% in 
1956. After losses and expenses there 
was an underwriting loss of $13,042,977, 
compared with $6,972,298 in 1956. The in- 
vestment gain was $10,103,887, against 
$10,167,568. This meant a group loss 
before Federal income taxes of $2,939,- 
090 for 1957, but after provision for 
Federal taxes and recoveries the net 
loss for the year was $1,586,449, against 
a net income of $5,072,565 in 1956. 

The premiums earned-losses incurred 
loss ratios were 54.1% on fire, 62.1% on 
extended coverage, 98.6% on ocean ma- 
rine, 68.9% on inland marine, 68.4% on 
auto physical damage, 93.4% on auto lia- 
bility, 75.1% on auto property damage, 
67.1% on multiple line risks, 74.8% on 
workmen’s compensation and 65.1% on 
liability other than auto. For all lines 
written by the company, loss ratios de- 
clined in 1957 only on fire, extended 
coverage, hail, fidelity and surety bonds. 

Other companies in the Great Amer- 
ican Group include the Great American 
Indemnity, American National Fire, De- 
troit Fire & Marine, Massachusetts Fire 
& Marine, and the Rochester American. 


Ackerman Reviews Experience 


In his report to stockholders Chairman 
D. R. Ackerman states in part: 

“Nineteen fifty-seven marked the sec- 
ond successive year of adverse under- 
writing experience. The statutory under- 
writing loss for the group amounted to 
$13,042,977 for 1957 as compared with a 
loss of $6,972,298 for 1956. Substantial 
increases in loss reserves for the casualty 
insurance classes required to meet the 
unusual conditions prevailing in this vital 








field contributed to these underwriting 
losses. 

“We are applying to our new and re- 
newal business standards of underwriting 
geared to the maintenance of reasonable 
facilities for our producers and to the 
restoration of a fair margin of under- 
writing profit. We intend to preserve 
our competitive position in the industry 
in order that we may enjoy sound future 
growth and be prepared to capitalize 
upon a reversal of present underwriting 
conditions when the tide turns. There 
are signs that a trend in this direction is 
setting in, as the business responds to 
remedial measures now being applied. 
Later in this report we shall comment 
specifically upon the present conditions 
and future outlook for each of the im- 
portant classes of insurance. 

“Fire and allied lines: In the aggre- 
gate, there was an increase in the volume 
of business for these classes and loss 
ratios were somewhat lower. Storm 
losses, while moderate as compared with 
some of the preceding years, were 
nevertheless an important factor. Crop 
hail insurance showed a substantial im- 
provement over the 1956 results. 


Ocean Marine 


“Ocean marine: This business is con- 
ducted on an international scale and 
rates are subject to severe competitive 
pressures. Nevertheless, our premiums 
advanced in 1957. The loss ratio in- 
creased so substantially that in spite of 
the low expense cost of transacting this 
business an underwriting loss was sus- 
tained. Although there was an absence 
of the spectacular hull losses that influ- 
enced the 1956 experience, there were 
many smaller hull losses particularly 
among private pleasure craft and an un- 
usual number of cargo losses were re- 
ported on shipments of all kinds. Costs 
of repairs and replacement of hulls have 
mounted considerably and, as in other 
fields of property insurance, the dis- 
parity between rates and loss costs re- 
mains to be adjusted. 

“Future developments such as_ bulk 
shipments, loaded truck-trailer transpor- 
tation, new vessel designs, improved 
freight handling at terminals, the appli- 
cation of nuclear power to merchant 
vessels and the construction of super- 
tankers will test the capacity and in- 
genuity of marine underwriters. 

“Tnland marine premiums advanced but 

(Continued on Page 30) 





Addresses Boy Scouts 
On the Need for Safety 


LEWIS A. VINCENT 


Lewis A. Vincent, general manager 
of the National Board of Fire Under- 
writers, told the Boy Scouts in Wash- 
ington that safeguarding life and prop- 
erty is essential to our nation’s strength. 
Mr. Vincent, a member of the Boy 
Scouts’ Health and Safety Committee, 
which is sponsoring the year-long Safety 
Good Turn campaign, was the principal 
speaker at a dinner for 12 Explorer 
Scouts and representatives of safety 
organizations throughout the country. 

Mr. Vincent pointed out that in the 
field of safety it is necessary that the 
individual practice constantly the lessons 
learned. “He must know how to prevent 
accidents and he must know what to do 
in event of accidents,” Mr. Vincent said. 

The latest data available on 1957, he 


said, shows 94,000 deaths and 10 million 
injuries from accidents in this country. 
Of those deaths, he pointed out, over 
38,000, or 40% of the total, were due to 

motor vehicle accidents; 27,000, or 30%, 
the home, and 11,300 resulted from 
re. 

The total of 94,000 deaths in 1957 is a 
reduction of approximately 1,000 from the 
number recorded in 1956, and a hearten- 
ing indication that progress is being 
made, Mr. Vincent declared. 





Brooklyn Agents Name 


Officers for Reelection 


The Brooklyn Insurance Agents’ Asso- 
ciation has renominated its present of- 
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ficers for reelection at the annual meet- 
ing on March 13. They are President 
Morton Firestone, Vice President Robert 
McKinnon, Secretary William F. Stanz 
and Treasurer John R. Seekamp. 

As members of the executive commit- 
tee incumbents are renamed as follows: 
Stanley J. Corsa, William F. Ittner, 
Gabriel Scarano, August B. Sohl, Harry 
G. Ellis, John M. Soehnel, Jr., and the 
officers. Members of the public relations 
committee named are Peter Waldeck 
and A. C. Scharman; for membership 
committee, Victor Edlund and Fred 
Boehm. 





All Insurance Companies are the same 
* But P.N. is different 








All Insurance Companies are the same 
. But P.N. is progressive 
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And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group. 





PACIFIC NATIONAL 
INSURANCE GROUP 


PACIFIC NATIONAL FIRE INSURANCE COMPANY 
MANUFACTURERS CASUALTY INSURANCE COMPANY 


San Francisco, Calif. 
Philadelphia, Penn. ¢ Skokie, Ill. « Atlanta, Ga. 









Fet 


nD FXO D DW 


ee. a Te oe 





1958 


—= 


meet- 
‘Sident 
Robert 
Stanz 


mmit- 
lows . 
Ittner, 
Harry 
id the 
ations 
aldeck 
ership 

Fred 


ame 


ame 













February 21, 1958 






Page 23 











Investment Trust Ownership of Insurance 
Stocks Continues To Grow 


The growth of mutual funds, origi- 
nally known as investment trusts and 
later aS mutual investment trusts, invest- 
ment companies and_ similar designa- 
tions, is one of the most important 
changes in the investment arena. The 
popularity of these mutual funds sprang 
out of a desire of smaller investors to be- 
long to a professional organization of 
security buyers and thus take advantage 
of their experience and judgment. 

An able and accurate description of 
mutual funds is given in a booklet writ- 
ten by Arthur Wiesenberger of New 
York, widely recognized as a_ leading 
authority on investment companies and 
mutual funds. In the course of his book- 
let he gives this summary of what is a 
mutual fund: 

“It is a company or trust organized 
to provide a practical way for people 
in all walks of life to invest their extra 
money under the continuous supervision 
of professional management. Its sole 
function is to invest the capital funds 
paid into it—for the mutual benefit of 
its shareholders. 

“\ mutual fund operates on the simple 
principle that a large number of peo- 


ple, by combining their investable sav- 
ings, are able in effect to hire the serv- 
ices of professional investment man- 
agers at a cost which is divided among 
all shareholders, thus enabling each one 
to obtain many of the investment ad- 
vantages ordinarily enjoyed only by 
wealthy people. When people band to- 
gether to obtain for themselves—as a 
group—investment services or benefits 
that no one of them could afford or ob- 
tain as individuals—that is organization 
applied to present day investment prob- 
lems.” 

It is Mr. Wiesenberger’s estimate that 
more than a million Americans have 
found the answer to their individual 
problems of stock purchase by buying 
shares in these funds or similar invest- 
ment companies and that the public has 
more than nine billion dollars at work 
in these shares. 


Attractiveness of Insurance Stock 
Ownership 


It is natural that in their search for 
good investments these mutual funds 
have been heavy buyers of insurance 
stocks in which investment they have 


Century Shares Trust Of Boston 


An investment trust which is one of 
the largest holders of shares of insur- 
ance companies in the nation is Century 
Shares Trust of Boston. The net assets 
on December 31, 1957, including $209,- 
851 of undistributed net income, were 
$44 million plus. The shares it owned 
of insurance stocks at end of 1957 were 
in five casualty companies, 16 fire and 
casualty insurance companies and 19 life 
insurance companies, most of the latter 
also writing accident and health insur- 
ance, and two insurance holding compa- 
nies. 

Each share of this Trust represents 
an equal and undivided interest in insur- 
ance companies —and_ banking institu- 
tions—which have an average age of 74 
years and an average unbroken record 
of 47 years. The Trust has been pro- 
tessionally managed and continuously 
supervised since 1928 by trustees experi- 
enced in inusurance and bank stock 
investment. 

_The Declaration of Trust of Century 
Shares authorized the trustees to invest 
exclusively in shares of insurance com- 
panies and banks. Therefore, the in- 
vestment in insurance companies is not 
a new venture with Century, but has 
been going on for approximately 30 
years. 

Trustees of Century Shares 


Century Shares has six trustees and 
an adviser. Its chairman is Henry R. 
Guild and its vice chairman is Vinton 
C. Johnson. The other trustees are O. 
Kelley Anderson, Charles P. Curtis, Wil- 
liam H. Davies, who is also secretary 
of the Trust, and Henry T. Vance. Louis 
Curtis is the Adviser of the Trust. A 
few facts about them follow: 

Mr. Guild is a partner in the law firm 
ot Herrick, Smith, Donald, Farley and 
Ketchum. He is a treasurer of Massa- 
chusetts General Hospital and either a 
director, trustee or officer in numerous 
enterprises, among thef are Boston Edi- 
son Co., Boston Fund, Inc., Boston Per- 
sonal Property Trust, Fiduciary Trust 
Co. and Massachusetts Hospital Life In- 
surance Co, 

Mr, Johnson is the trustee primarily 
responsible for management of the 
rusts investment portfolio. He was 
formerly vice president of The First 
Poston Corporation, where he special- 
zed in the analyzing, marketing and 
underwriting of insurance company and 
bank stocks. He is also a director of 
Canada General Fund, Ltd., and a trus- 
tee and member of board of investment 


of Boston Five Cents Savings Bank. 

Mr. Anderson is president of New 
England Mutual Life Insurance Co. He 
is a director or trustee of Boston Fund, 
Inc., Canada General Fund, Ltd., Con- 
solidated Investment Trust, Provident 
Institution for Savings_in Boston, Gil- 
lette Safety Razor Co., United Fruit 
Co., and has other corporate, educational 
and charitable affiliations. 

Charles P. Curtis, a senior partner in 
the law firm of Choate, Hall and Stew- 
art, is a director of Incorporated In- 
vestors and the Incorporated Income 
Fund, and a trustee of the Boston 
Athenaeum. He is author of a number 
of books, including “It’s Your Law,” and 
“The Modern Prudent Investor.” 

Mr. Davies is responsible for the 
administrative operation of the Trust 
and assists Mr. Johnson in the man- 
agement of the investment portfolio. He 
is a director of the Bond Fund of Bos- 
ton. 

Mr. Vance is a senior partner of 
Vance, Sanders & Co., the principal un- 
derwriter of the shares of the Trust. 
He is also president of Boston Fund, 
Inc.; president of Canada General Fund, 
Ltd., and a director and chairman of the 
executive committee of the Massachu- 
setts Investors Growth Stock Fund. 

Louis Curtis is a partner in the pri- 
vate banking firm of Brown Brothers 
Harriman & Co., the third generation 
of his family to have charge of its 
Boston office. Largely instrumental in 
the organization of Century Shares 
Trust in 1928, he was the first chairman 
of the trustees. Mr. Curtis is also a 
trustee of the Provident Institution for 
Savings in Boston and a trustee or di- 
rector of many civic and charitable in- 
stitutions. 


The Insurance Shares Portfolio 


The insurance stock portfolio of Cen- 
tury Shares on December 31, 1957, giving 
number of shares held, follows: 


CASUALTY COMPANIES 
; Continental Casualty Co. 
5,000 Fidelity & Deposit Co. 
9,200 Ohio Casualty 
6,800 Seaboard Surety Co. 

13,000 U. S. Fidelity & Guaranty 


FIRE AND CASUALTY COMPANIES 
8,700 Aetna Casualty & Surety Co. 


3,500 Aetna Insurance Co. 
47,500 American Insurance Co. 
56,800 Continental Insurance Co. 
29,000 Federal Insurance Co. 
46,500 Fidelity-Phenix 


been extremely fortunate as is evidenced 
in the contrast between the book value 
of the shares and the current market 
quotations. 


It is obvious, too, that with such a 
large ownership of shares of insurance 





companies that the owners of the shares 
are closely following the operations and 
annual statements of the insurance com- 
panies, and are gratified by their in- 
vestments. 


The Eastern Underwriter has taken 
the portfolio of two of the leading mu- 
tual funds as an example of how largely 
investments are being made in these 
stocks. The Funds selected are Century 
Shares Trust of Boston and Insurance 
Securities Trust Fund of California. 
Names of insurance companies in port- 
folios of these two mutual trusts and 
number of shares owned by them in each 
company are given. 





Insurance Securities Trust Fund 


Insurance Securities Trust Fund of 
Oakland, Cal., which is administered by 
Insurance Securities Incorporated, at the 
end of 1957 owned approximately five 
million shares of stock in insurance com- 
panies. It claims to have 47,000 inves- 
tors. 

Leland M. Kaiser is chairman of In- 
surance Securities Trust Fund and is 
president of Insurance Securities, In- 
corporated. On the board of the Trust 
Fund are Donald B. Rice, vice chair- 
man; Elwood Murphey, secretary; and 
these four other directors: Judge A. J. 
Woolsey of the California Superior 
Court; Howard Ainsworth, manufac- 
turer; Edwin R. Leach, mining engineer, 
and Grayton Wilbur, importer-exporter. 

Directors Meet Monthly 

The Trust Fund’s directors meet 
monthly to review administrative and 
investment activities of the management 
company, Insurance Securities, Incorpo- 
rated. 

“All decisions,” it says “are made with 
primary emphasis on accomplishment of 
the Trust Fund’s basic purpose: to pro- 
vide a means for individuals and or- 
ganizations to build their capital by 
participating in a growth Trust Fund 
which invests in carefully selected fire, 
casualty and life insurance company 
stocks.” The Trust Fund “is designed and 
managed with the objective of encour- 
aging money to earn more money by 
investing it in sound securities which 
should benefit from the expansion and 
development of the U. S.” 

List of Shares Held 

The insurance companies and_ the 

amount of shares the Fund owned on 


December 31, 1957 in each company 
follows: 
66,910 Aetna Casualty and Surety 
91,420 Aetna Insurance Co. 
59.595 Aetna Life 
40.000 Agricultural Insurance Co. 
30,000 American Equitable 
14.470 American General 
414.900 American Insurance Co. 
7,385 American Motorists 
72.810 American National 
58.960 American Re-Insurance 
120.000 American Surety Co. 
2,540 Anchor Casualty Co. 
14.565 Bankers and Shippers 
47,370 Beneficial Standard Life 
100,000 Boston Insurance Co. 
10,825 Business Men’s Assurance 
33,775 California Western States 


Camden Fire 


60,000 Employers Reinsurance 

174,410 Federal Insurance Co. 

40,000 Fidelity and Deposit 

75,240 Fidelity-Phenix Fire 

141,870 Fireman’s Fund 

34,590 Franklin Life 

55,450 General Reinsurance 

105,100 Glens Falls 

15,340 Globe & Republic 

27,650 Government Employees 

180,822 Great American 

10,265 Gulf Insurance Co, 

14,500 Gulf Life 

50,000 Hanover Fire 

59,160 Hartford Fire 

30,000 Hartford Steam Boiler 

279,250 Home Insurance Co. 

65,605 Insurance Company of N. A. 
10,650 Jefferson Standard 

10,745 Jersey Insurance Co. 

10,000 Kansas Cty Fire and Marine 
1,815 Kansas City Life 

29,550 Life & Casualty of Tennessee 
8,680 Life Insurance Co. of Virginia 
15,590 Lincoln National 

150,545 Maryland Casualty 

33,600 Massachusetts B. & I. 

11,730 Massachusetts Indemnity 


900 Massachusetts Protective 


12,320 Merchants & Manufacturers 
47,530 Merchants Fire 
8,950 Monumental Life 
50,000 National Fire 
8,400 National Life & Accident 
60.000 National Union Fire 
50,000 New Amsterdam Casualty 
40,000 New Hampshire Fire 
11.535 New York Fire 
60,070 North River 
1,440 Northern Insurance Co. 
30,180 Northwestern National 
1,947 Northwestern National Life 
93.635 Ohio Casualty 
15,300 Pacific Employers 
24,000 Pacific Indemnity 
20,000 Pacific Insurance Co. 
55,000 Peerless Insurance Co. 
54,095 Phoenix Insurance Co. 
1,910 Provident Life & Accident 
76,160 Reliance 
32,535 Republic 
138,150 St. Paul Fire and Marine 
20,000 Seaboard Surety 
30,282 Security Insurance Co. 
42,665 Southwestern Life 
64,060 Springfield Fire and Marine 
49.250 Standard Accident 
120,875 Travelers 
8,130 Trinity Universal 
150,025 U.S. F. & G. 
116,240 United States Fire 


11,425 U. S. Life 





Columbian National 72,820 Westchester Fire 
16,880 Connecticut General 11,448 West Coast 
28,203 Continental Assurance 32,045 Western Cas. and Surety 
131,200 Continental Casualty Total number of insurance company 
258,106 Continental Insurance shares is 4,993,433. 
5,600 Fire Association of Philadelphia 2,500 Connecticut General Life 
Fireman’s Fund 5,110 Continental Assurance 


Great American 
Hartford Fire 

Home Insurance Co. 
Insurance Co. of N. A. 
Merchants Fire 
National Union 
Northern Insurance Co. 
‘ Northwestern National 
Trinity Universal 


LIFE INSURANCE COMPANIES 
35,000 Aetna Life 


4,500 Business Men’s Assurance 
1,000 Central Standard Life 
3,500 Columbian National Life 
10,000 Commonwealth Life 


750 Kansas City Life 

Life Insurance Co, of Virginia 
267 Lincoln Liberty 

Lincoln National 

Loyal Protective 
Massachusetts Indemnity 
Massachusetts Protective 
National Life & Accident 
Northern Life 

Travelers Insurance Co. 
515 United Benefit Life 
United States Life 


INSURANCE HOLDING COMPANIES 
15,000 Employers Group Associates 
1,300 General America Corporation 


: 
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John R. Cooney Dies; 
Heart Attack Fatal 


MOVED TO HOSPITAL IN N. J. 


_ 


Sentence of Former Loyalty Group Head 
Modified Due to Illness; Held High 


Posts in Insurance 


Death has closed the tragic finale to 
the one time highly successful career of 
John R. Cooney. The former president 
of the Loyalty Group, 
inent in insurance for 
passed away last Friday morning in St. 
Mary’s Hospital, Orange, N. J., follow- 
ing a heart attack February 11. He was 
moved to the hospital from the infirm- 
ary at Trenton State Prison which he 
entered a few weeks ago to serve a one- 
to-two-year sentence for embezzlement. 

Judge Alexander Waugh modified the 
sentence when Mr. Cooney’s condition 
was called critical. Mr. Cooney was 66 
years of age and had retired as president 
of the Loyalty Group in 1956 at the 
insistence of Insurance Commissioners 
Leffert Holz of New York and Charles 
R. Howell of New Jersey. For several 
years Mr. Cooney had suffered under 
the severe physical handicap of having 
had a ieg amputation, and this was fol- 
lowed by circulatory ailments developing 
out of his confinement to a wheel chair. 

The former insurance executive, who 
had won the highest honors the industry 
could bestow upon him during the years 
he was president of the Firemen’s, had 
been sentenced January 22 on a no- 
defense plea to an indictment accusing 
him of embezzling $222,706 from the 
company. A _ civil suit was pending 
against Mr. Cooney seeking to recover 
$368,000 allegedly fraudulently converted. 
He had made restitution of about 
$300,000. 


Joined Firemen’s in 1914 


nationally prom- 


many years, 


Mr. Cooney, whose first duties with the 
Firemen’s in 1914 was as an office boy 
and who reached the top of the ladder 
after extensive field experience, is be- 
lieved to have traveled as much in the 
United States visiting local agencies as 
any other company president. He was 
on some of the leading committees 
of the National Board and the former 
Insurance Executives Association, was 
president of the former and chairman 
of the latter and more recently finished 
a term as president of General Adjust- 
ment Bureau. 

He won the distinction of being pres- 
ident of three companies which are more 
than a century old. They are the Fire- 
men’s, Milwaukee Insurance Co., founded 
in February, 1852, and Girard Insurance 
Co, of Philadelphia, which dates back to 
March, 1853. The Firemen’s — parent 
company of Loyalty Group—observed its 
centenary on December 3, 1955. 

Mr. Cooney became president of the 
Loyalty Group in October, 1934. At the 
end of that year the consolidated assets 
of the group were $56,590,000, the pre- 
miums written for the year were $29,- 
295,000 and policyholders’ surplus was 
$16,444,000. 

Twenty-one years later, on December 
31, 1955, consolidated assets of the group 
had reached $303,621,058, policyholders’ 
surplus $99,464,565, and premiums 
amounted to $152,013,293. 


National Board Work 


Mr. Cooney’s first committee work 
with National Board of Fire Under- 
writers was in 1933 when he became a 
member of the committee on fire pre- 
vention. He went on committee on laws 
the following year and on executive 
committee in 1935. In all he served on 
executive committee eight years. Other 
committees with which he was affiliated 
with National Board were maps, finance 
and membership. He was elected vice 
president in 1949 and president in 1951, 
serving two terms in the latter post. 

An outstanding contribution which 
Mr. Cooney made was his efforts for the 
former Insurance Executives Associa- 


tion. When the United States Supreme 
Court reversed a 
existence, as it 


of 75-years 
instlrance 1S 


decision 


ruled that 









































Blackstone Studios 
JOHN R. COONEY . 


commerce and subject to the anti-trust 
and similar Federal laws, Mr. Cooney as 
a trustee of Insurance Executives Asso- 
ciation joined with other leading insur- 
ance executives in visiting Washington 
on numerous occasions, There * Mr. 
Cooney made an important contribution 
to the proceedings which finally resulted 
in getting Congress to pass Public Law 
is: 
Cooney’s Early Life 


Mr. Cooney’s rise in the insurance 
world was a long journey from a boy- 
hood which was full of troubles and 
uncertainties, Born in Butler, Ind., son 
of a Wabash Railroad conductor who 
had five daughters and two sons. John 
R. was 6 years old when his father died, 
leaving the family in straitened circum- 
stances. He was obliged to live six years 
in an orphanage in the Detroit sector. 

From the orphanage Mr. Cooney went 
to Chicago to live with his sister and 
his brother-in-law. There he attended 
Hyde Park High School and it was while 
a student that he had his first contact 
with insurance. It was as a “handy boy” 
in the Western department of the Fire 
Association, manager of the company in 
the West being Henry Bush. 


Joins Firemen’s After High School 


After leaving high school he went with 
the Firemen’s where he was to remain 
from then on. Initial job was that of 
office boy. The Western manager was 
Neal Bassett, later to be head of the 
Firemen’s and whom Mr. Cooney was 
to succeed as chief of the organization. 
He went into the Illinois field in 1920 
and learned fast. He remained in the 
field until 1926, most of the time being 
state agent. 

When Neal Bassett became president 
of the Firemen’s Mr. Cooney was ap- 
pointed agency superintendent of the 
Western department, His travels in the 
field began to reach a wide area and 
they included visits to agencies through- 
out the country to help in reorganization 
matters. 

All of these visits added to his effi- 
ciency as an agency superintendent. 
When Mr. Bassett became president of 
the Firemen’s, Waite Bliven was ap- 
pointed Western manager. Later, when 
Mr. Bliven was succeeded by Herbert 
Clark Mr. Cooney was appointed assistant 
manager. Subsequently Mr. Cooney was 
made secretary of the group and trans- 
ferred to San Francisco for fire and 
casualty. This was at the request of 
Elliott G. Potter, then Pacific Coast 
manager. Mr. Cooney was in the Pacific 
Coast head office when the Metropolitan 
Casualty and Commercial Casualty be- 
came part of the group. In January, 
1932, he was transferred to Newark as 
executive vice president. He became 
president of the Loyalty Group in Oc- 
tober, 1934, when Neal Bassett left the 
organization. 

Outside Posts 


A director of the Public Service 


Springfield Sustains 


1957 Operating Loss 


IMPROVEMENT IN 2ND HALF 








Premiums Written Reach New High; 
Underwriting Loss Sustained Largely 
in First Half of 1957 








The Springfield Fire and Marine sus- 
tained an operating loss in 1957, with the 
majority of the losses coming during the 
first four months of the year. The re- 
sults of the last half of the year showed 
a modest net profit overall, according to 
the annual report to stockholders sent 
out by the company, 

Premiums written increased $3,798,715 
or 6.9% to a total of $58,471,345, by far 
the highest in the history of the com- 
pany. Policyholders’ surplus, however, 
dropped from $53,670,753 for 1956 to 
$48,366,963, which reflects the heavy 
losses suffered during the year and the 
decrease in the value of securities held 
by the company caused by the softness 
of the stock market as of December 31. 

Net Operating Loss 

The company sustained a net oper- 
ating loss before taxes of $2,236.261 or 
$3.19 per share in 1957, President S. 
Dwight Parker has told stockholders in 
the company’s 106th annual report. The 
Springfield’s net operating loss before 
taxes was $1,951,055 or $2.79 per share 
during 1956. 

The report shows that during 1957 
the company’s total underwriting loss 
was $5,347,180 compared with the 1956 
total of $4,964,818. Income from invest- 
ments, however, which amounted to $3,- 
110,919, enabled the company to report 
for 1957 the net operating loss of $2,- 
236.261. 

Consolidated assets of the Springfield 
at year’s end were $121,041,002 as against 
$121.885,577 at the end of 1956. 

“Despite the heavy underwriting losses 
of 1956 and 1957, assets were off only 
$450,000 from December 31, 1956,” Mr. 
Parker said. 

During 1957 the company paid a $2 
dividend on its stock. The Springfield 
has paid a dividend in every year since 
1867; the $2 dividend has been in effect 
since 1950. 

Loss and Expense Ratios 

The ratio of losses and loss adjust- 
ment expenses to premiums earned was 
64.4%. The underwriting expense ratio 
dropped from 45.8% in 1956 to 44.1% in 
1957. This was accomplished by increas- 
ing premiums written $3, 798,715, while at 
the same time increasing underwritin’ 
expenses only $748.087. The fact that 
more business was handled at less than 
proportionate increase in expense is due 
to the installation of many improved 
techniques of processing. 

In commenting on underwriting re- 
sults, the report states: “It is worthy 
of note, however, that each succeeding 
quarter’s underwriting results showed an 
improvement over the preceding quarter 
of the year. In fact, combined investment 
and underwriting showed a modest net 
profit for the next six months.” 

For the first time, a list of definitions 
was inserted in the report. This was 
done to help explain some of the tech- 
nical terms used in the fire and casualty 
industry. 

Parker on Rating 
Declared Mr. Parker in the report. 





Corporation from 1941 until his resigna- 
tion in March, 1956, Mr. Cooney also 
was a director of L. Bamberger & Co. 
and of the Bureau of Municipal Re- 
search. 

He was a co-chairman of the New 
Jersey Region of the National Confer- 
ence of Christians and Jews; a director 
of the Welfare Federation of Newark. of 
which he served as president in 1948- 
1950; a director of Newark Chapter, 
American Red Cross; Robert Treat 
Council. Boy Scouts; F riends of Presby- 
terian Hospital, and "Junior Achievement 
of Essex and West Hudson. 

Surviving are three sons, Walter and 
Donald of Maplewood and John R, Jr. 
of San Carlos, Calif., and five grand- 
children. 














































S. DWIGHT PARKER 


“Again, as in 1956, the fire and casualty 
insurance industry has been caught in 
the deadly pincers of mounting claim 
payments on the one hand and inade- 
quate rates on the other. Marked in- 
creases in automobile rates were granted 
by the Insurance Commissioners of al- 
most every state, and another round of 
rate increases may be expected in 1958, 
Only a handful of states have authorized 
increases in fire and extended coverage 
rates. 

“There is an urgent need for a rating 
formula which would be more respon- 
sive to current loss trends by giving 
greater weight to the experience of more 
recent years. This is imperative to curb 
the violent swings in loss results to 
which the fire and casualty industry has 
long been subject.” 


Outlook for Future 


Summing up, Mr. Parker stated: 

“It would be unrealistic to view the 
immediate future as other than cloudy. 
However, on the fair weather side, some 
rate relief for both property and auto- 
mobile insurance appears likely. Many 
economists are forecasting that the in- 
flationary impact on the nation’s econ- 
omy appears to be abating, Any such 
development should have a_ favorable 
influence on_ loss ratios since, in our 
judgment, inflation has been the greatest 
single enemy of underwriting profits for 
the fire and casualty insurance industry.” 

The annual meeting of the company 
has been called for Tuesday, March 1, 
at the home office of the company i 
Springfield, Mass. 





Lewis B. Pitcher & Co. 


Statement on Change 


Lewis B. Pitcher & Co., Inc., promi- 
nent New York independent adjusting 
firm of which Philip M. Winchester is 
president, states that since its severance 
of connections with Allied Adjusters, 
Inc., of Baltimore “there is no change 
in the location or in the staff of Lewis 
B. Pitcher & Co., Inc., but in the future 
we will be affiliated with Winchester 
Associates, Inc., which concern has ac- 
quired the Newark and Norwich offices 
of Allied Adjusters, Inc. 

“Our principals, Lewis B. Pitcher, 
P. M. Winchester and Joseph T. Goeller, 
Jr., are proud of a combined experience 
of over 100 years in the service of the 
companies and of the insurance indus- 
try. 

“The Newark branch will be under Mr. 
Winchester’s direct supervision and he 
will always be available for all claim 
work, with emphasis on special hazard 
and business interruption losses.” 
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N. Y. Agents Fight For Higher Auto 
Rates But Oppose Rate Endorsement 


The New York State Association of 
Insurance Agents continues its stepped- 
up drive to.secure higher auto liability 
rates in New York State. President 
Craig Thorn, Jr., also voices strong op- 
position to the new Provisional Rate 
Endorsement and calls it poor public re- 
lations. In his bulletin to members he 
states: 

“Ten company groups have cut com- 
missions across the board on all pas- 
senger classifications; two have gone 
further and have cut Class 3 as well as 
Class 2 to 10%; eight have cut on Class 
2 only; four have made some cuts de- 
pending on experience, auto volume 
against other casualty volume, etc. The 
other companies are waiting to see what 
happens. Various companies are trying 
to reduce their auto writings in the 
state. Some company presidents say they 
would love to get out of New York 
State entirely auto-wise and perhaps the 
whole country. The lineup at the As- 
signed Risk Plan continues but evi- 
dently has not grown appreciably in the 
last few days. 

“There is somewhat of a leveling off 
at this point. I see no improvement in 
the situation until the courts rule on 
the rate increase. Very recent thinking 
is that this court decision may come 
much sooner than we anticipated. Let’s 
hope so. 


Seeks Legislative Backing 


“Write your Assemblyman and Sen- 
ator about the situation. Tell them that 
without the auto rate increase, the 
market has tightened up, a great deal of 
normal business is going into the As- 
signed Risk restricted coverage, 44 other 
states have already approved rate in- 
creases, the experience was worse in 1957 
than it was in 1956, the present request- 
ed increase does not even consider ’57 
figures. Some companies are very likely 
to fold up this year. There is no plot 
behind this, the companies are really 
bleeding or they would not be curtailing 
their writings. Unless relief is afforded, 
we are running into a State Fund and 
the State of New York will be in the 
auto insurance business. This is a tre- 
mendous socialistic threat. 

“Your state association has never be- 
fore asked you to write so many let- 
ters, but this situation is unique in our 
history. You are fighting for your very 
bread and butter and we are doing 
everything we can to give you the best 
thinking in the state. When you have 
done this, give your local political lead- 
ers a ring or visit and tell them what 


is going on. Certainly they should be 
willing to use their influence to stop 
the state from taking over automobile 
insurance—a terrific jump into state so- 
cialism. 

Provisional Rate Endorsement 


“The Provisional Rate Endorsement 
which you are to put on your March and 
subsequent auto liability renewals come 
as a complete surprise. We were not 
consulted about it; in fact, our informa- 
tion was that the Insurance Department 
would never approve it. 

“We have protested this emphatically 
in the industry from top to bottom with- 
out success. The companies had made 
up their minds to use it and that was 
that. Their thinking is that if there is 
a favorable court decision, the addition- 
al or return premium will be effective 
as of the date of the decision, not back 
to March 1, that it will be up to each 
individual company as to how they han- 
dle it, that the branch or home offices 
will have to do the work of issuing 
the endorsements and computing. the 
premium, that any change under $2 or 
perhaps more will not be attempted. 

“We argue that this is one of the 
worst public relations programs that has 
ever hit the industry, that it leaves us 
wide open to direct writer competition, 
that it is unprecedented in New York 
State to change a premium in mid-term, 
that there is some question as to the 
legality of it, that it means a tremen- 
dous amount of book work for both 
agent and company, that in the final 
analysis it may cost a company more 
to handle it than they get back in 
additional premiums. Some agents have 
suggested that the companies do all the 
work, bill the assureds and keep the 
commission involved. 

“If there is a very early court deci- 
sion, our problem will not be severe, 
but the philosophy is still all wrong. 
Write your company and give them your 
views. It is very possible that with 
enough protests the companies will de- 
cide not to endorse policies. Mean- 
while, we have no way of stopping the 
use of provisional rate endorsement. 

“You know, when you add up all our 
auto problems, you will realize that the 
agents of this state predicted all of this 
in our fight against a compulsory law. 


We predicted the same troubles that 
Massachusetts has had (including the 
Provisional Rate Endorsement). Be- 


cause of the loss experience, our troubles 
have simply come faster than we an- 
ticipated.” 


Now Board Chairman 


of 


JOHN C. STOTT 


John C. Stott of Norwich, N. Y., past- 
president of the National Association of 
Insurance Agents and one of the best- 
known agents in this country, was elected 
chairman of the board of the Excelsior 
Insurance Company of New York at the 
annual meeting of stockholders and di- 
rectors held at Syracuse. 

As the new board chairman, Mr. Stott 
succeeds Harry L. Godshall of Atlantic 
City, past-president of the New Jersey 
Association of Insurance Agents who 
served as board chairman five years, and 
who continues as chairman of Excelsior’s 
executive committee. 

Newly elected to the Excelsior board 
is Ernest R. Randall, Greenville, Ohio, 
past-president of the Ohio Association of 
Insurance Agents. Head of the Randall 
Insurance Agency, Mr. Randall served 
as an Excelsior advisory councilor from 
1950 to 1953. He, together with Director 
Albert W. Kette of Lakeside, Ohio, will 
represent the agents of Ohio on Excel- 
sior’s board. 

Reelected as directors were President 
Forrest H. Witmeyer and former Presi- 
dent Robert C. Hosmer, both of Syra- 
cuse; also Clarence H. Anderson, Man- 
chester, Conn., Russell A. Bradley, Ann 
Arbor, Mich., Carl McM. Crawford, of 
Chester, Pa., and Alfred C. Sinn, Clifton, 
N. J., all of whom are well-known agents 
in their respective states. All other of- 
ficers and committee personnel were re- 
elected. 


Stott Career 


Mr. Stott began his insurance career 
in 1915 and today is president of the 
John C, Stott Agency, Inc., of Norwich, 
which he founded in 1929. Before that 
he was a resident vice president of the 
National Surety Co. He has served also 
as president of the New York State As- 
sociation of Insurance Agents, as pres- 
ident of the Insurance Federation of 
New York State, and is a member of 
the New York State Insurance Advisory 
3oard, appointed by the Governor. 

Among the many honors bestowed 
upon him were the Woodworth in 1950 
for outstanding service by the National 
Association of Insurance Agents; and 
the General Brokers Gold Award for 


Excelsior Insurance Co. 
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Weghorn Agency Named 
By Northern Assurance 


Northern Assurance Co. and the John 
C. Weghorn Agency, Inc., New York 
City, have reached an agreement under 
which the agency will represent Northern 
in many lines, according to a joint an- 
nouncement by E. D, Patton, company’s 
U. S. manager, and John C. Weghorn, 
president of the agency. 

Mr. Weghorn said, “The arrangement 
not only gives the Weghorn agency addi- 
tional fire, automobile and inland marine 
city, suburban and nationwide facilities 
for metropolitan brokers, but also puts it 
in the general cover pool, providing addi- 
tional scope for reporting form coverage. 
This is a further step in our planned 
expansion program.” 

Mr. Patton said the agreement will 
mean expanded volume for Northern 
Assurance. He said he is “delighted with 
the association because the Weghorn 
agency, founded by Mr. Weghorn a 
quarter of a century ago, has become a 
leading metropolitan agent.” 





QUEENS AGENTS HEAR BELING 

Oscar Beling, manager, agency sys- 
tems department, Royal-Globe Insurance 
Group, spoke on “More Economical 
Agency Operation” at a meeting of the 
Insurance Agents Association of Queens 
County, February 20 at Antun’s in 
Queens Village, N. Y. Seymour 
Schwartz is president. 





distinguished service to the insurance in- 
dustry. 

Mr. Stott has served as president 0! 
the Norwich Chamber of Commerce, '§ 
chairman of the City of Norwich Plan 
ning Board, is an active member of his 
church, and a member of various clubs 
and other organizations. He has ad 
dressed insurance groups in all of the 4 
states, as well as in Hawaii and _ other 
countries. He served as a member 0! 
Excelsior’s agents’ advisory council, as 
a director since 1953 and as a member 
of the company’s executive and finance 
committees since 1954. 
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55 JOHN STREET, NEW YORK 38, N. Y. 
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N. Y. Agents to Award 
Membership Trophy 





Black Studio 
ALMA P. SHERMAN 


Mrs. Alma P. Sherman of Schenec- 
tady, chairman of the membership com- 
mittee of the New York State Associa- 
tion of Insurance Agents, has announced 
that a new trophy known as the New 
York State Insurance Agents Member- 
ship Trophy will be awarded to the local 
board which contributes the most toward 
membership development. The first 
award will be at the annual convention 
of the association in Syracuse May 5-7. 
The award is based on three factors: 
numerical increase in membership, per- 
centage in membership and low percent- 
age of drops in membership. 

Mrs. Sherman stated that the award 
will consist actually of two trophies, The 
main and large trophy will be awarded 
to the local board winner to retain for 
one year at which time the award will be 
again competed for. Each year the win- 
ning board’s name will be inscribed on 
this major trophy. There will be a simi- 
lar smaller trophy which will remain with 
the winning local board as a permanent 
reminder of membership activity. 





Rochester Agents Protest 


New Rate Endorsement 


President John J, Holahan of the In- 
surance Agents Association of Monroe 
County, N. Y., with headquarters at 
Roche: ster, has addressed a letter to each 
of the two automobile rating bureaus 
protesting use of the Provisional Rate 
and Premiums Endorsement in New 
York State. Writes Mr. Holahan: 

“While we are in sympathy with the 
problems facing the insurance industry 
in New York State, we feel that this 
endorsement undermines the basic prin- 
ciples on which the members .of our 
association always have conducted their 
business, namely, a guaranteed cost con- 
tract. As compared to Massachusetts 
Where all companies have used this en- 
dorsement, in New York State its use 
will further enhance the preferred posi- 
tion of non-bureau companies or direct- 
Writers, 

“Any resulting advantages are insigni- 
fant when compared to the irreparable 
amage it will inflict on the American 
Agency System. The members of our 
association vigorously urge that the ques- 
tionable endorsement be resinded.” 





NEW HARTFORD AGENCY 

_ James M. Gilbert has formed a new 
insurance agency, James Gilbert Associ- 
ates, in West Hartford, Conn. He was 
lormerly with the Phoenix-Connecticut 
Toup as special agent. J. Arthur Cope 
and Rudolph Mazzalupo are associated 
= Mr. Gilbert. Directors are Irwin 

. Hyman, Hartford attorney, and Max- 
well Ly, Rulnick, head of the Maxwell 
Drug Store. 





HUDSON COUNTY “I” DAY 
Agents Sponsor oo March 26 in 
Jersey City on Retail Store Covers; 
Young, MacBean to Speak 

The Hudson County Association of 
Insurance Agents will hold its sixth an- 
nual “Insurance Day” forum March 26 


from 10 a.m. to 3:30 A ey at the Hotel 
Plaza, Jersey City, J. This year’s 
topic, “Surveying — Retail Store In- 
surance Account,” will deal with the 
sales possibilities of surveys, the .prob- 
lems, and a complete discussion of the 





appropriate package policies available to 
merchants. 

Hudson County’s “I” Day has been 
one of the highlights in New Jersey 
agency and company circles. It is open 
to agency as well as company personnel. 

Featured speakers are Herbert D. 
Young, special agent of the Niagara, 
and Roy H. MacBean, president of the 
Hedenberg-MacBean agency of Cran- 
ford. Mr. MacBean is a past president 
of the New Jersey Association of Insur- 
ance Agents. Mr. Young is a CPCU and 
has been associated with the Niagara for 
20 years. He is presently serving as 





chairman of the New Jersey Fieldmens’ 
Association’s educational committee. 

Moderator of the forum will be Ira 
Weisbart, CLU-CPCU of the Paul 
Weisbart Agency of Jersey City. Mr. 
Weisbart is a past president of the Hud- 
son County Association of Insurance 
Agents and a member of the executive 
committee of the New Jersey Associa- 
tion of Insurance Agents. Chairman of 
“I” Day is Charles W. Girgan, CPCU, 
vice president of Mintz and Mahler Inc. 
of Kearny, N. J.; Motron N. Stein of the 
Stein Agency, Rayonne, is_ publicity 
chairman. 








HaArop V. SMITH 
Chairman of the Board 


KENNETH E. BLACK 
President 


DIRECTORS 
The Home Insurance Company 
Lewis L. CLARKE 
Banker 


HAROLD V. SMITH 
Chairman of the Board 


ADMITTED ASSETS 


United States Government Bonds 
Housing Authority Bonds (1949 vas 
Other 
Preferred and Common Stocks 

Cash in Office, Banks & Trust Companies 
Investment in The Home Indemnity Company 
Real Estate ; 
Agents’ Balances or U neollected Premiums less th: in 90 ds 1VS s due , 
Other Admitted Assets . 


Bonds 


RasrniiDoisne Total Admitted Assets 
President, 
City Investing Co. LIABILITIES 
Grorce GuND ‘ : 
Reserve for Unearned Premiums . . a 


President, 
The Cleveland Trust Co. 


Haroup H. HELM 
Chairman of the Board, 
Chemical Corn Exchange Bank 


Cuarves A. LOUGHIN 
Vice President & 
General Counsel 


IvAN Escorr 
Montclair, N. J. 


Percy C. MAvEIRA, JR. 
Philadelphia, Pa. 


CHAMPION McCDoweELt Davis 
Retired President, 
Atlantic Coast Line Railroad Co. 


Henry C. BruNie 
President, 
Empire Trust Company 


as required by law. 


Reserve for Losses and Loss Expenses 
Reserve for Taxes Payable . 

Reserve for Reinsurance 

Dividends Declared . 

Other Liabilities . 


Total Liabilities 


Capital Stock . 
Surplus ; 
Surplus As Regards Policy holders 


Total 


nnual viatements 


Balance sheet of 
THE HOME INSURANCE COMPANY - 


DECEMBER 31, 1957 


$ 57,938,486.35 
25,887 ,447.84 
89,351,018.80 
197,644,275.76 

: 22,244,243.47 
° 15,013,842.00 
6,661,142.92 
27,640,445.25 
8,393,290.79 
$450,774,193.18 











$188,172,710.00 
39,355,995.00 
4,525,000.00 
2,426,401.81 
2,000,000.00 
3,922,416.36 
$240,402,523.17 
20,000,000.00 
190,371,670.01 


~~ §210,371,670.01 
_§ 45 50,774, 193. 18 





Bonds carried at $6,489,785.23 amortized value and cash $95,500.00 in the above balance sheet are deposited 
All securities have been valued in accordance with the requirements of the National 
Association of Insurance Commissioners. Based on these values the stocks of The Home Insurance Company 
exceed the book value by $92,890,360.66 





HARBIN K. PARK 
Chairman of the Board, 
The First National Bank of 
Columbus, Georgia 


Tuomas J. Ross 
Senior Partner, 
lvy Lee and T. J. Ross 


Henry C. Von Em 
Honorary Chairman 
of the Board, 
Manufacturers Trust Company 


JOouN M. FRANKLIN 
President, 
Uniled States Lines Company 


Lou R. CRANDALL 
Chairman of the Board, 
George A. Fuller Company 


KENNETH E. BLACK 
President 


LEONARD PETERSON 
Vice President 


HERBERT A, PAYNE 
Vice President & Secretary 
J. Epwarp MEYER 
President, 
Cord Meyer Development 
Company 


ARTHUR C. BABSON 
Vice President, 
Babson’s Reports, Inc. 


Ropert G. GOELET 
Real Estate 


WALTER F, PEASE 
Shearman & Sterling & Wright 





THE HOM 


and THE HOME INDEMNITY COMPANY 


All securities have been valued in accordance 


Balance sheet of 
THE HOME INDEMNITY COMPANY - 


ADMITTED ASSETS 


United States Government 
Housing Authority Bonds (1949 — 
Other 
Preferred and Common Stocks 

Cash in Office, Banks & Trust Companies ‘ 
Agents’ Balances or Uncollected Premiums less than 90 days due A 
Other Admitted Assets 


Bonds 


Bonds 


TotabAdmitted Assets . :.. « « 


LIABILITIES 


Reserve for Unearned Premiums . . . . 
Reserve for Losses and Luss Expenses 
Reserve for Taxes Payable . . 
Reserve for Reinsurance 

Other Liabilities 


Total Liabilities 


Capital Stock . 
Surplus . 
Surplus as Regards Policyholders : 


Total 


Prsurance 


Ce wrance Compsany 


Property Protection since 1853 


DECEMBER 31, 1957 


$20,317,121.15 
5,829,627.80 
19,120,899.29 
11,643,391.88 
2,599,508.80 
7,677,982.25 
1,897,965.78 
$69,086,496.95 











$22,215,889.00 
29,482,654.00 
1,028,000.00 

124,757.80 
1,221 ,269.05 
$54,072,569.85 
1,500,000.00 
13.513,927.10 
Brae eee $15,013,927.10 
ei Rap <3 $69,086,496.95 

















Bonds carried at $1,124,000.00 amortized value in the above balance sheet are deposited as required by law. 
with the requirements of the National Association of 
Insurance Commissioners. Based on these values the stocks of The Home Indemnity Company exceed 
the book value by $4,196,260.76 
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North America Report 


(Continued from Page 1) 


ing expenses $44,051, 000, thus causing an 
underwriting loss of $2,917,00 on a statu- 
tory basis. 


$11,363,000 Underwriting Loss 


Consolidated statutory underwriting 
loss for the North America Companies 


was $$11,363,000. ; 
The loss ratio of the fire and marine 
comnanies, figured on the basis of losses 





Cal and Don Young 


JOHN A. DIEMAND 


incurred to premiums earned, was 60.6%. 
The expense ratio of these companies, 
based on expenses incurred to premiums 
written was 39.5% for a combined loss 
and expense ratio of 100.1%. Indemnity 
had a loss ratio of 65.2% and an ex- 
pense ratio of 35.0% for a combined to- 
tal of 100.2%. 

Consolidated loss and expense ratios 
for the group were 62.4% and 37.8% for 
a total of 100.2% 





Gallagher Agricultural 
State Agent at Albany 


Robert G. Horr, president of the Agri- 
cultural and Empire State Insurance 
Companies, announces the appointment 
of John J. Gallagher, CPCU, as state 
agent in the Albany, N. Y. area. 

Mr. Gallagher attended Suffolk Uni- 
versity, Boston. He was awarded the 
CPCU designation upon completion of 
courses prescribed. by the American In- 
stitute for Property and Liability Under- 
writers, Inc. He has served as resident 
claims adjuster in several New England 
states and has been a fieldman in the 
Syracuse, N. Y. area. 





Fire Research Laboratory 
Formed in Kansas City 


A fire research laboratory has been 
established by Midwest Research Insti- 
tute at Kansas City to seek new and 
improved means of preventing, con- 
trolling, or fighting fires. 

Dr. Buell W. Beadle, manager of the 
chemistry and chemical engineering di- 
vision, announces that the Institute has 


concentrated its fire research into the 
new facility. He also announced that 
MRI, a non-profit organization with ex- 


tensive experience in basic and applied 
fire research, has arranged with U.S. 
Fire Protection Engineering Service, 
Inc., an independent consulting firm of 
Kansas City, to offer an expanded pro- 
gram in fire research and engineering. 

The two organizations have experience 
in fire research, including fundamental 
studies of fire extinguishment methods; 
research on specific fire hazards and 
methods of alleviating them; design and 
development of fire fighting equipment, 
such as foam and water spray nozzles 
and high capacity foam generator for 
aircraft ramp protection. 


Fire Prevention Bulletin 
For N. Y. School Teachers 


The New York State Education De- 
partment has just issued a bulletin en- 
titled 
was prepared by the Curriculum Bureaus 
of that Department primarily for use by 
teachers in the schools of this state. The 
Joint Legislative Committee on Fire 
Laws was one of the various agencies 
which cooperated with the Curriculum 


“Fire Prevention Education.” It 


Bureaus in the development of the bulle- 
tin. 

The suggestion that the Education 
Department place greater emphasis on 
fire safety lessons in the daily curricu- 
lum of public schools was made by coun- 
sel to this committee at a meeting of the 
Joint Committee on School Fire Safety 
in November, 1955. One of the objec- 
tives of such a program is to teach chil- 
dren at an early age the dangers to life 


and property resulting from false fire 
alarms. 





Here’s 





a point to consider in taking on a company in your agency: Is it 


geared to give you complete coverage of fire and allied lines? This is im- 
portant to you and your prospects, because today’s trend is towards 
“package protection.” PLM offers you the newest types of policies, includ- 
ing of course Homeowners, Fire and Extended Coverage, and many forms 
of Inland Marine. In a word, PLM is old enough to be time-tried, young 
enough to be progressive—the kind of company to match the kind of 
agency you run. Why not get in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE 


pl 


COMPANY 


PLM Building ¢ Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 





Clarkson Exec. V. P. 
National of Hartford 


HEADQUARTERS II IN CHICAGO 


Will Serve Under President Forkel as 
Liaison Officer Between National 
and Continental Companies 








Ellis H. Clarkson has been elected an 
executive vice president of the National 
Fire of Hartford. In his new capacity, 
Mr. Clarkson will serve under President 
E. H. Forkel as principal liaison officer 
between the National of Hartford Com- 
panies and the Continental Casualty and 
Continental Assurance Companies on a 





ELLIS H. CLARKSON 


He will move to Chi- 
cago in the near future and be located 
with the Western department of the 
National Fire. 

Mr. Clarkson is a native of Oklahoma 
and a graduate of the University of 
Oklahoma. After field experience with 
another company in Minnesota and in his 
home state he went to the National in 
1938 as special agent in Oklahoma. He 
was advanced to the home office in 1939, 
became assistant secretary in 1940, served 
as an officer in the U.S.N.R. from 1943 
to 1946. 

Soon after his release from active duty 
he was elected secretary of the National 
of Hartford Companies. He became vice 
president and secretary in 1952, director 


of the Transcontinental in 1955 and di- 
rector of the National in April, 1957. 


countrywide basis. 


Active in Associations 


Mr. Clarkson is currently serving as a 
member of the executive committee of 
the Inter-Regional Insurance Conference 
and chairman of its public utility com- 
mittee, vice chairman of the Eastern 
advisory committee of the Factory In- 
surance Association, a member of the 
board of governors of the Arkansas In- 
spection & Rating Bureau, and as 4 
member of the executive committees of 
the Texas Insurance Advisory Associa- 
tion and of the Cotton Fire & Marine 
Underwriters. 

At the home office of the National of 
Hartford Companies the officers in 
charge of the respective fields will o 
tinue to function as heretofore but, 
addition to his other Se ponabilities, 
Executive Vice President R. A. Dwyet 
will assume general over-all supervision 
of the Eastern department. 

C. L. Zook, vice president and general 
manager of the Western department 0 
the National in Chicago, will continue in 
the same capacity, with administrative 
supervision of Western department ter- 
ritory and Pacific Coast operations now 
reporting to Chicago, 
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says H. H. “Rep” Netson 


of Council Bluffs. lowa. 


“Package Policies—Yes Sir:—Why? 
They tie clients real close—cut overhead, 
develop healthy profit premiums, and 
eliminate competition. The first two hun- 
dred policies saved over four hundred 
future calls and that gives time for new 
production. Over $40,000 in volume on a 
three year basis. Who got it—Travelers, 
of course, because we baby these accounts. 
We want experienced adjusters on fire 
and casualty claims. It takes under- 
writing and claim experience in all lines, 
to do a professional job on package 


policies. NOW and TOMORROW, too.” 


Mr. Nelson is one of the top multiple- 
line producers of The Travelers. 

When you sell The Travelers Dwelling 
Package policies you can be sure they 
are backed by Travelers continent-wide 
claim service and unrivalled liability 
claim know-how. You can be sure, too, 
that Travelers field men with their 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 
Automobile + 


Life + Accident + Group + Fire + Marine + 








“Dwelling Package Policies Cut Overhead 
and Develop Healthy Premiums” 





specialized training and wide experience 
stand ready to help you. 

Your nearest Travelers Fire or Cas- 
ualty Manager will be happy to give you 
full details on Travelers Dwelling Pack- 
age Policies. Why not call him today? 


FAMILY INDEp, 
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Hearing In Albany On Bills ‘To 
Control Placing Of Excess Lines 


19—Three bills 


amending 


Albany, N. Y., Feb. 
were up for hearing today 
Section 122 of the Insurance Law which 
relate to regulation of excess line insur- 
ance brokers. They were the Marro- 
Volker bill, sponsored by the Depart- 
ment; the Williamson-M. Wilson. bill 
and the Mitchell-McMullen_ bill. 

More than a score of interested people 
gathered at the hearing. Of particular 
objection is the provision that would 
require the broker to take out a $25,000 
bend to guaranty integrity of the com- 
pany with which the excess line insur- 
ance was placed. William Murphy pointed 
out that bonding companies never guar- 
anty authorized or unauthorized insurers. 
The broker would have difficulty in ob- 
taining the bond required by the bill 
and even with a bond, that does not 
guaranty solvency of the company. 


Lamanda and Shalleck Testify 


Arthur F. Lamanda, Deputy Superin- 
tendent of Insurance, and Milton Shal- 
leck, Assistant Deputy, said that they 
had no objection to the Mitchell bill 
which “follows the practice of ten years 
ago and extends the provisions for a 
period of two years to 1960.” 

Henry Abrams, executive vice presi- 
dent of an insurance brokers association, 
declared the Marro-Volker bill is dan- 
gerous to business generally whether to 
an admitted or to a non-admitted com- 
pany. 

Senator William F. Condon, Repub- 
lican from Westchester County and also 
chairman of the Senate Insurance Com- 
mittee, said he did not want the com- 
mittee to have to decide what should 
be done about amending Section 122, 
but if the interested parties could not 
come to an agreement within two weeks, 
the committee would have to decide. 


Holz Statement 


The memorandum of Leffert Holz, 
Superintendent of Insurance, in support 
of the Marro-Volker bill follows: 

“It is proposed by the Department 
that Section 122 of the Insurance Law, 
which authorizes insurance brokers who 
hold excess line brokers’ licenses to place 
insurance risks with unauthorized insur- 
ers subject to compliance with the pro- 
visions of that section, be amended (1) 
to extend the provisions with respect to 
placing casualty and marine risks which 
expire November 1, 1957, to November 1, 
1959, and (2) by authorizing the creation 
of an advisory board on excess lines of 
insurance. 

“The section presently requires that 
as a condition precedent to placing a 
risk with an unauthorized insurer, the 
insured and the excess line broker are 
required to file affidavits with the Super- 
intendent of Insurance to the effect that 
the risk has been submitted to three 


authorized insurers and declined by each 
of the three. 

“There is no assurance under the 
above mentioned requirements that in all 
cases a bona fide effort has been made 
to find an authorized insurer to write 
the risk. It is entirely possible for the 
insured and the excess line broker to 
submit a risk to insurers which, while 
they are authorized to write the kind 
of insurance business called for by the 
application, do not engage in writing 
the particular class of risk as a matter 
of practice. Because of the weakness in 
the statute, a considerable amount of 
business is placed by excess line brokers 
with unauthorized insurers because the 
latter cut rates under those of author- 
ized insurers whose rates are regulated 
by the insurance law. 

“The advisory board which is proposed 
by the amendment is designed to pro- 
vide a means for finding a market to 
place this business with insurers licensed 
to do business in this state. It is ex- 
pected that this amendment will stop 
desirable business from leaving the State 
of New York and lessen the unfair com- 
petition which presently confronts au- 
thorized insurers. 





Bill to Bar Cancellation 
Of Risk Except for Cause 


As a result of an appeal by Edward 
Cirlin, president of the Kings County 
Insurance Brokers Assn. a bill was 
introduced in Albany to make it illegal 
for an auto liability insurance company 
to cancel or refuse to renew a policy 
unless for cause. 

The bill is being sponsored by Assem- 
blyman Alfred Lerner, R.-Queens, 

Mr. Cirlin pointed out that “cause” 
would constitute paid losses, misrepre- 
sentation, non-payment of premiums, or 
revocation of driver’s license. 





Great American 


(Continued from Page 22) 


there was a substantial increase in loss 
ratio due primarily to continued ab- 
normal claim activity on personal prop- 
erty forms of coverages in major popu- 
lation centers and relatively heavy losses 
on a few types of commercial risks. 
Better rates, coupled with continued 
careful selection of risks, should produce 
marked improvement in underw riting re- 
sults. We anticipate sound future 
growth with greater diversification of 
risks in this increasingly important class 
of business. 

“Multiple line insurance coverage was 
designed to produce individual policies 
which would offer protection against 
a combination of several types of haz- 
ards or perils. It is the fastest growing 
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Hartford Offers to 
Buy Northwestern F. & M. 


The Hartford Fire has made an offer 
of approximately $3,750,000 to acquire 
outstanding shares of the Northwestern 
Fire & Marine of Minneapolis. The 


Hartford already owns about 20,000 
shares of the 125,000 shares of North- 
western stock outstanding. The offer is 
at the rate of $36 a share, slated to ex- 
pire February 28, but may be extended 
to June 15. 

Hartford Fire does not plan any 
changes in the Northwestern with which 
it has been associated many years under 
a reinsurance contract. Last fall the 
Hartford opened an office building in 
Minneapolis which serves as headquar- 
ters for ali companies of the Hartford 
Fire Group. 

The Hartford Fire’s proposal is op- 
posed in Minneapolis by Arnold J. 
Ryden, Jr., who has circulated a letter 
to stock brokers seeking a special meet- 
ing under by-laws of the Northwestern 
Fire & Marine to attempt to keep the 
company in control of Minneapolis inter- 
ests. Stockholders in that city are call- 
ing a meeting in advance of the com- 
pany’s annual meeting February 27 to 
consider alternatives to the Hartford’s 
proposal. 





class of business we write and _ this 
growth should continue as the public 
becomes better acquainted with the 
package form of policy. The experi- 
mental period attending the introduction 
of this new idea has been a difficult one, 
but stability of coverages and rating 
procedures seems now to be emerging 
and the future looks promising. 


Automobile 


“Combined written premiums for the 
three classes of automobile business ad- 

vanced in volume, largely as a result of 
rate increases that became effective at 
various times during the year in 43 
states. Increased losses, however, created 
adverse underwriting —. beyond 
those of the preceding year, Bodily in- 
jury losses responded to the impetus of 
higher claim frequency and _ severity, 
inflationary forcés and excessive verdicts. 
Claims for property damage continued to 
be influenced by the complicated modern 
designs of motor vehicles and by ex- 
panding costs of labor, materials and 
parts,” said Mr. Ackerman. 

“Casualty and bonding produced an 
increase in written premiums. Work- 
men’s compensation insurance developed 
a somewhat higher loss ratio, while the 
loss ratio for burglary insurance was 
practically unchanged. Miscellaneous 
bodily injury liability insurance was ad- 
versely affected by conditions similar 
to those prevailing in the field of auto- 
mobile insurance and as a result the loss 
ratio increased substantially. Fidelity 
and surety bonds combined to produce 
an improved loss ratio and a modest 
underwriting profit. In all these lines, 
wherever problems exist, appropriate 
remedial measures are being applied by 
the industry and by your management 
which should effect an improvement in 
future underwriting results.” 


Four Members of Fire 
Patrol Killed in Fire 


Firemen this week recovered bodies of 
four members of the New York Fire 
Patrol who were trapped in the charred 
ruins of a building at 137 Wooster Street, 
New York go The men had entered 
the building last Friday in an effort to 
protect stock from water damage by 
spreading tarpaulins over merchandise. 
As they were carrying on their work 
the building collapsed, killing two fire- 
men as well as the members of the Fire 
Patrol. 

More than 700 firemen dug through 
the wreckage in an unsuccessful effort 
to save the trapped men. The members 
of the Fire Patrol were James Devine, 
Michael Tracy, Louis Brusati and Mi- 
chael McGee. Fire Commissioner Edward 
F, Cavanagh, Jr. had directed operations 
from the start. 

The Fire Patrol is maintained by the 
insurance companies through the Fire 
Patrol committee of the New York 
Board of Fire Underwriters. J. B. Cava- 
nagh, a brother of the Fire Commis- 
sioner, as inspector operates the patrol, 
E. C. Niver has executive supervision of 
the patrol as well as other functions of 
the New York Board. Chairman of the 
New York Board committee is Harry 
W. Miller, U. S. attorney of the Com- 
mercial Union Companies. Members of 
the Fire Patrol, in New York City and 
other large centers, have for many dec- 
ades aided salvage operations by working 
to minimize water and smoke damage. 





Maryland, Delaware F. C. 
Elects McLean Pres. 


The Delaware, Maryland, D. C. In- 
surance Field Club has changed its name 
to Maryland, Delaware Insurance Field 
Club as the greater Washington Insur- 
ance Field Club has been formed in the 
District of Columbia. Officers elected 
for 1958 are Gordon J. McLean, Royal- 
Globe, president; Frank B. Wall, Amer- 
ica Fore, vice president; William W. 
Schmidt, Boston & Old Colony, treas- 
urer, and Robert Bock, Fireman’s Fund, 
secretary. 





Joins Fairfield & Ellis 


Fairfield & Ellis, Boston general in- 
surance agency, announces that William 
F. Black has joined its staff and will be 
engaged in special risk underwriting. 
Mr. Black has been employed by the 
Liberty Mutual for 10 years, attaining 
the position of regional chief under- 
writer in the New England division. He 
received his education at Boston Univer- 
sity, serving three years in the Army 
Air Force before graduation. 





Jennie Sue Daniel Dies 

Jennie Sue Daniel, former casualty 
editor of The Eastern Underwriter and 
for years editor of the American Agency 
Bulletin of the National Association 0! 
Insurance Agents, died Wednesday at 
Clearwater Beach, Florida, where she 
had lived since her retirement. 
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Michigan Agents Warned 


On Premium Finance Plan 


Members of the Michigan Associa- 
tion of Insurance Agents are being 
warned by their central office in Lansing 
regarding a financing practice which is 
being frowned on by the Insurance De- 
partment. All agent members are ad- 
yised to avoid such situations. 

As described in the association bulle- 
tin: “In practice, the agent and his in- 
sured execute a premium installment 
contract or promissory note for repay- 
ment of the unpaid balance of the pre- 
mium. The agent then assigns the con- 
tract to the financial institution which 
pays the agent the full amount of the 
unpaid premium, The insured is then 
obligated to repay the financial insti- 
tution.” 

It is noted that “in several instances 
it has been discovered that the finance 
charges imposed by the financial institu- 
tions have been greater than those per- 
mitted by the usury statutes, The max- 
imum total charges permitted by those 
statutes are the unpaid balance plus 
7% interest per year.” 

While the method is not basically 
wrong, the bulletin notes, “agents will 
be wise to avoid such arrangements and 
instead direct their insureds to financial 
institutions who have established repu- 
tations in the field of premium financing. 
In addition the facilities of company 
organizations are also available for fin- 
ancing purposes.” 





Faculty Members of 
Mutual Agents School 


Three top men in the academic field 
of fire and casualty insurance have been 
chosen to head up the faculty of the 
second annual School for Mutual In- 
surance Agents, to be sponsored again 
by the National Association of Mutual 
Insurance Agents in 1958. 

David A. Ivry, Associate Professor of 
Insurance at the University of Connec- 
ticut, will again direct activities at the 
school, as well as teach. Assisting him 
in the academic segment of the faculty 
will be Grant M. Osborn, CPCU, an 
Associate Professor of the University 
of Omaha, and Edward Hedges, of Indi- 
ana University. All three serve as for- 
mal professors in their respective uni- 
versities during the normal school year, 
but will serve on the faculty of the 
Mutual Agents’ School this summer. 

The dates of the school as announced 
by Claude P. Coates, president of 
NAMIA, are July 21 to August 22, a 
five-week period. This year the school 
moves to Oberlin College, Oberlin, Ohio. 
The first school was held at the Uni- 
versity of North Carolina in 1957. 

The faculty this year will also include 
approximately 25 representatives from 
company and agency circles to offer the 
Practical aspects of insurance to the 
® students, maximum enrollment per- 
mitted by the trustees. 





Tessier New President 


Of New Orleans Exchange 


George D. Tessier, local insurance 
agent, is the 30th president of the New 
Orleans Insurance Exchange. He was 
elected January 14 at the annual dinner 
meeting. He is owner and operator of 
George D. Tessier Insurance Agency. 

Mr. Tessier succeeds John A. Barry, 
retiring president who continues as a 
member of the executive committee. 

Other officers elected are: Herman 
Katten, vice president and chairman of 
executive committee; Paul MclIlhenny, 
secretary, and Charles L. Rittenberg, 
treasurer, 

Elected to serve as members of the 
executive committee, in addition to 
Messrs Barry, Katten and Mclhenny, 
me Louis M. Bodenheimer, Norton E. 
weland, James E. Hassinger, Jr., E. P. 
\ cCloskey, C, Eldon Powell and Thomas 
Q. Winkler. 

. The New Orleans Insurance Exchange 
'S comprised of more than 150 capital 
stock insurance agents and their agency 
associates, 


AGENT’S WORD BINDING 





Minnesota Supreme Court Holds That 
Agent’s Assurance on Hail Cover 
Is Binding Upon Insurance Co. 
An authorized agent’s assurance that 
hail insurance would become effective 
immediately, prior to actual issuance of 
the policy, is binding upon the insurance 
company, the Minnesota Supreme Court 
held in upholding two verdicts totaling 
$5,480 against the Empire Mutual In- 
surance Co. Saying that the court had 
in the past held that oral agreements in- 
volving fire, collision and workmen’s 


compensation insurance take effect im- 
mediately, if made by an authorized 
agent, the unanimous decision of the 
court said: 

“There is even more reason why this 
should be so when dealing with hail in- 
surance. Insurance against hail is in- 
tended as protection against an act of 
God, over which none of the parties have 
any control. There is usually little need 
to investigate the fact upon which the 
risk is assumed.” 

In this case an authorized agent of 
the Empire Mutual had no application 
forms of that company when he called 


on two brothers who farm separately. 
The agent used the application of an- 
other company with the understanding 
he would copy it on a blank of the Em- 
pire when he returned to his office. The 
farmers were advised the policies would 
take effect at noon the next day. But 
before the Empire received the applica- 
tions a severe hail storm did heavy dam- 
age to the crop of the two brothers. 

The Empire denied liability in the first 
storm because the insurance had not 
been written at that time and the two 
farmers filed suits and won verdicts in 
the lower court. 





Take a Bow, Mr. Agent! 


For if you are one of the 50,000 America Fore Loyalty Group 


agents, you’re constantly in the spotlight through eye-stopping ads 


@ THE SATURDAY EVENING POST 


@ NATIONAL GEOGRAPHIC 
@ LIFE @ TIME 

@ NEWSWEEK @ FORTUNE 
@ READER’S DIGEST 
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Afco Hits The $100-Million Mark 
In Volume Of Premiums Financed 


Afco, national premium budget organ- 
ization, has achieved the $100-million 
mark in the total dollar volume of pre- 
miums financed in the three years it has 
been in business, it is announced by 
President W. E. Unzicker. The account 
which marked the $100-million point was 
submitted to Afco’s Baltimore office by 
Paul W. Rork, local agent in Ridgewood, 
N. J. It was a three-year fire policy 
on contents which he budgeted through 
Afco on a seven monthly payment plan 





John Sheehan of Afco presents a check 


to insured Robert Bayne, left, to honor 
the $100-million mark in the total dollar 
volume of premiums. The account was 
submitted by agent Paul W. Rork, right, 
of Ridgewood, N. J., it was a three- 


year fire policy on contents for Mr. 
Bayne’s firm, Ideal Improvement and 
Construction Company in Pompton 
Lakes, N. J. 





for the Ideal Improvement and Construc- 
tion Company, Pompton Lakes, N. J. 
The firm is owned and operated by 
Robert Bayne. To honor the occasion 
Afco purchased the policy for the in- 
sured. 

Agent Rork represents several com- 
panies, including American Marine & 
General, Continental, Hartford Fire and 
Pacific Employers, all subscribers to 
Afco. He has been in business four 
years and has used Afco’s premium 
budget facilities ever since they came 
into existence. 

“My insureds like the idea of budget- 
ing premiums and so do I,” Mr. Rork 
said. “It just makes plain good sense 
to pay for insurance on a monthly basis. 
And, to me, it makes sense to sell it 
that way.” He explained that he never 
waits for the insured to scratch his head 
and ask, “how can I pay for it?” In- 
stead he proposes monthly payments im- 
mediately. “Afco makes my job easier 
—no collection or bookkeeping worries 
for me,” he stated. 

Afco has more than 440 fire and cas- 
ualty companies now subscribing to its 
program. The company has shown tre- 
mendous progress in the three years of 
its existence. This has been due pri- 
marily to preference on the part of the 
buying public to pay for purchases of 
all kinds on a monthly basis. Insurance 
experts point to monthly payment of 
premiums as one of the most outstand- 
ing developments in the industry today. 
To provide local service in large in- 
surance centers, Afco has branch offices 


BARS FICTITIOUS GROUPS 
Insurance Commissioner George A. 
Bisson of Rhode Island has issued a 
regulation barring formation of fictitious 
groups in that state for rate-cutting pur- 
poses. The regulation does not include 
accident and health insurance. 





in Baltimore, Chicago and San Fran- 


cisco. At the present time additional 
offices in other cities are under con- 
sideration. The home office is located at 


100 William Street, New York. Affiliates 
operate throughout the Dominion of 
Canada. 


Electric Co. Liable 


For Failure of Fuses 


Edgar L. Reichold, operator of a hobby 
shop, was awarded a judgment for $35,- 
000 against the Union Electric Company 
of Missouri by a jury in the court of 
Circuit Judge John C. Casey, St. Louis, 
Mo. In the suit Reichold contended that 
his 8-room frame residence on Weidman 
Road, St. Louis County, was destroyed 


by fire on May 4, 1954, when electric 
wires which led to an attached Zarage 
from a transformer of the electric com. 
pany shortcircuited. 

The fire he contended started in 4 
conduit in the frame wall of the garage 
between the transformer and a meter. 
In the action Reichold charged negli- 
gence on the part of Union Electric on 


the grounds it had fuses of improper 
size in one side of the transformer, 
and that the fuses failed to blow when 
the conduit shorted, 








JURTESY, OF LICK OBSERVATORY 


UNIVERSITY OF CALIFORNIA 


$50,000 for the first space flight to the moon and back. That was 
the offer made a few years ago by a mid-western newspaper—one 
on which we quoted a rate against the possibility of a winner. 
Undoubtedly a newspaper publicity stunt then, but today there 


OPERATION 


are no “tongue-in-cheek”’ offers. Scientists in perhaps a hundred 


laboratories throughout the world are actively seeking the means 


MOON 


of propelling rockets and space ships into outer space. At any time 


there may be a major aeronautic breakthrough which will one day 
permit man to visit the planets—possibly even the stars. 


It seems quite within the realm of possibility that in the not too 


distant future, Chubb & Son which has insured clippers, ocean 
greyhounds and stratocruisers may have lines on craft headed 
for Mars. 


CHUBB & SON » Underwriters 


90 John Street, New York 38, New York 


Managers 


FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY ¢ THE MARINE INSURANCE CO., LTD. * THE SEA INSURANCE CO., LTD 


LONDON ASSURANCE (MARINE DEPT.) «© ALLIANCE ASSURANCE CO., LTD. 


Ocean and Inland Marine . 


Transportation ° 


Fire and Automobile ° 


Casualty ° Surety -° Fidelity 


Aviation Insurance through Associated Aviation Underwriters 
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Canadian Marine Underwriters Hold 


Annual Meeting; 


The Canadian Board of Marine Under- 
writers held its 41st annual general meet- 
ing at the Seigniory Club, Montebello, 
Quebec, this month. Officers were re- 
elected for a second term as follows: 
president, A. F. Bilkey; vice president, 
SM. Ross; chairman executive commit- 
tee, K. J. Creber; members executive 
committee, N. D. McRae, J. A. Potts, W. 
Craib; chairman legislative committee, 
S. E, Porter. 

Guests of the board included Miles F. 
York, first vice president, American In- 
stitute of Marine Underwriters and Mr. 
A.C. deCosson, president, Association of 
Marine Underwriters of British Colum- 
bia. 

Bilkey on Marine Problems 

President Bilkey, in reporting on under- 
writing results for 1957, said “few of us 
will show an underwriting profit for 
1957." It was Mr. Bilkey’s observation 
that the Canadian market could improve 
conditions in its own field quickly if it 
had the will to do so. He added that 
there are already faint signs of such 
an improvement, 

Mr. Bilkey paid tribute to the work of 
the Association of Marine Underwriters 
of British Columbia in stabilizing the 
hull market on the West Coast. He drew 
attention to the bad record in the Mari- 
time Province and the current cooper- 
ative effort of underwriters to better the 
situation in this area. 

In Mr. Bilkey’s opinion rates in the 
Lake hull field have already reached an 
unprofitable level. It is hoped that any 
Canadian market effort to improve this 
state of affairs will be supported by New 
York and London markets, Mr. Bilkey 
appealed to London and other markets 
writing Canadian business, to look well 
to any Canadian lead and make certain 
that “they are significant in amount, 
unfettered and well informed.” 

Mr. Bilkey concluded with a warning 
against complacency. Much has been ac- 
complished but there is still much to be 
done requiring the combined knowledge 
and influence of everyone to bring Can- 
adian marine insurance back to a level 
holding for underwriters the possibility 
of a conservative profit. 


Other Reports Presented 


Mr. Creber in his report from the 
executive committee advised that the 
situation on the St. Lawrence, the future 
Seaway and the Great Lakes continue 
to have much of the committee’s atten- 
tion, Plans are well advanced for a tour 
of the Seaway by members next June. 
Speaking for the committee Mr. :‘Creber 
called attention to the poor hull exper- 
lence in the last few years and recom- 
mended that a co-operative effort be 
made between members of the market 
and between this market and outside 
markets towards curing this evil. It was 
Suggested that the Canadian Board set 
up an advisory committee on certain 
Phases of cargo and hull underwriting. 
Mr. Porter reported for the legislative 
committee and advised that representa- 
tion had been made to the Federal Min- 
ister of Transport jointly with the Can- 
adian Bar Association and the Canadian 
Maritime Law Association recommend- 
ing amendments to the Water Carriage 
of Goods Act whereby its application will 
€ extended to include inbound cargo. 
tr. McRae, chairman of the’ cargo 
stowage committee, reported that plans 
are under way to make contact with 
other bodies interested in cargo hand- 
ling at Canadian ports in an effort to 
solicit their help and support. 
gan: A. H. Crocker reported for Hayes, 
tuart & Co. Ltd., consultants to the 


Officers Re-elected 


board. He presented a comprehensive 
paper on the practicability of winter nav- 
igation in the Lower St. Lawrence River. 
It is Mr. Crocker’s opinion that with the 
growth of Canada, water transportation 
to North Shore ports will be developed 
successfully but only with the construc- 
tion of proper coastal vessels for the 
trade and with the addition of many 
more ice-breakers and continuous: air 
reconnaissance, 

Mr. Crocker added that there are many 
little coasters suitable for summer trade 
but entirely unsuitable for winter naviga- 
tion. “The keeping open of Quebec City 
as an all year round port undoubtedly 
poses a much more difficult task” said 
Mr. Crocker. “Whether this would be 
economically sound is the general ques- 
tion.” 





Year-end Holdings of 


Insuranshares Certificates 


Insuranshares Certificates, Inc., the 
closed end investment trust whose shares 
are listed on the New York Stock Ex. 
change, reports that the market value of 
its holdings December 31, 1957, was 
$5,951,188 and that there were 230,100 
shares in the hands of the public. In 
the last six months of 1957 its holdings 
of St. Paul Fire & Marine were in- 
creased by 1,668 shares and Fireman's 
Fund holdings were reduced by 2,900 
shares. 

Breakdown of Insuranshares’ assets at 
the year-end shows the following: 
36.65% were in Hartford Fire; 25.81% 
in North America; 9.4% in St. Paul 
F. & M.; 853% in Northwestern Na- 
tional; 6.51% in Fireman’s Fund; 6.32% 
in Federal; 3.37% in American Reinsur- 
ance; 2.83% in Aetna Casualty & Surety; 
53% in Fidelity-Phenix, and 05% in 
Great American. 





AMERICAN DIVIDEND 
Directors of the American Insurance 
Co. have declared a dividend of 32% 
cents a share, payable March 1 to stock- 

holders of record February 17. 
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territory. Please send resume. 
93 Nassau Street, New York 38. 





ATTENTION — FIELDMEN 


Company prominent in Inland and Ocean Marine Insurance has opportunities 
for fieldmen. Some Marine experience desirable but not essential as program 
may include period of training at Home Office before assignment to field 
Address Box 2591, The Eastern Underwriter, 











Leo B. Menner & Co. of 


Chicago, in New Offices 
Leo B. Menner & Co., London Lloyd’s 


representatives, has moved to new, en- 
larged quarters in the Board of Trade 
Building in Chicago. The move is part 
of an over-all expansion program, neces- 
sitated by increased volume and an en- 
larged operating staff, according to Leo 


B. Menner, president. 

‘he firm was organized last year after 
Mr. Menner resigned as executive vice 
president and director of Stewart, Smith 
(Illinois) Inc. He was in charge of the 
Chicago office. Prior to that connection 
he was an executive of two fire instr- 
ance companies, 





Kentucky Warning on 


Unauthorized Insurers 


Kentucky Insurance Commissioner, C. 
P, Thurman has warned Kentucky build- 
ing and loan associations and other 
mortgage organizations that commercial 
insurance of savings accounts in com- 
panies not authorized to transact busi- 
ness in Kentucky is in direct violation of 
Kentucky laws. 

“It has come to the attention of the 
Kentucky Insurance Department,” Mr. 
Thurman said, “that attempts are being 
made to sell unauthorized insurance on 
savings-share accounts to Kentucky 
building and loan associations and that 
prepared advertising has been exhibited 
in connection with such unauthorized 
insurance.” He further stated that Ken- 
tucky law prohibits any advertising in 
Kentucky in connection with companies 
not properly licensed in Kentucky. 








REINSURANCE PLANNED and 
NEGOTIATED +» DOMESTIC and 
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99 John Street 
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ALBERT WILLCOX & CoO., INC. 


Established 1916 
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Theft Bureau Holds 
Meetings in New York 


NATIONAL AND EASTERN DIV. 





President Sauter Presides at National 
Meeting and Chairman Atkinson 
at Eastern Division 





The annual meeting of the National 
Automobile Theft Bureau was held in 
New York City on February 6. President 
Fred J. Sauter conducted the meeting. 
He told the members present that the 
governing board is composed of the five 
divisional chairmen, who are: George S. 
Atkinson, Eastern division; J. D. Daniels, 
Texas division; H. R. Lamar, Southern 
division; C. M. Marshall, Pacific Coast 
division, and Mr, Sauter, Western divi- 
sion. In addition, two members-at-large 
are elected by the membership. 

The membership voted to elect as 
members.at-large George S. Whowell 
of General Exchange-Motors Insurance 
Corp., and Harold C. Davis, New York 
Underwriters Insurance Co. Also elected 
was the treasurer, W. J. Christensen, 
America Fore Loyalty Group. 


Eastern Bureau 


Also held was the annual meeting of 
the NATB’s Eastern division. At this 
meeting the following were elected to 
comprise the Eastern Bureau committee 
for the year: George S. Atkinson, Hart- 
Fire, Hartford; S. Stuart Horton, Amer- 
ica Fore Loyalty Group, New York City; 
Ward Randol, General Exchange-Motors 
Insurance Corp., New York City; W. L. 
Vermilion, Aetna Casualty & Surety, 
Hartford; H. M. Wardwell, Jr., Mid- 
dlesex Mutual Fire, Concord, Mass.; 
Frank J. Welch, Home Insurance Co., 
New York City, and W. J. Williams, 
Travelers Indemnity, Hartford. 

Chairman Atkinson conducted the 
meeting and presented the report of the 
Eastern Bureau committee for the past 
year. 





Pearl-Monarch Name 
Potyka Pittsburgh Mgr. 


Companies of the Pearl-Monarch In- 
surance Group — the Pearl Assurance 
and Monarch of Ohio — announce ap- 
pointment of Louis J. Potyka as manager 
of the Pittsburgh service office. 

Mr. Potyka entered insurance in 1925 
with the National Union Indemnity. He 
later became associated with the Loyalty 
Group and in 1935 joined the Continental 
Casualty with which he has spent 23 
years, With the latter company he held 
the position of casualty insurance man- 
ager in the Pittsburgh office. 

John R. Andrews will supervise the 
group’s operations in western Pennsyl- 
vania, éxcluding Allegheny County. 





N. Y. BOARD CORRESPONDENT 
The Board of Underwriters of New 
York announces appointment of Glyn- 
dova (Nigeria) Ltd., of Lagos, Nigeria. 
as correspondent, replacing the United 
Africa Co., Ltd. 
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Western Surety Growth 
Shown in 1957 Report 


UNDERWRITING GAIN OF $689,340 





Sioux Falls Company to Move Into Fine 
New H. O. Building in May, Chair- 
man Dan Kirby Says 


Dan Kirby, chairman of the board of 
Western Surety of Sioux Falls, S. D., in 
his recent annual message to agents and 
stockholders 1957 reported 
with pride that business showed an in- 





on results, 


crease over the previous year; that loss 
ratio had been favorable, and that ex- 
pense items were in line with the com- 
pany’s increased operations. 

Specifically, earned premiums for 1957 
were $3,421,482, an increase of $244,817 
or 7.7% over 1956. Losses incurred were 
$469,334, a reduction of $154,580. The 
year’s operations produced an underwrit- 
ing gain of $689,340 or an increase of 
42.9%. 

As to loss ratios, Western Surety 
showed 15.0% on its fidelity business; 
—034% on surety and 62.2% on work- 
men’s compensation (South Dakota only). 


Financial Statement Figures 


The company’s financial statement, 
displayed in a handsome “annual report” 
brochure, revealed total admitted assets 
as of last December 31 of $7,349,447 of 
which $319,269 was in cash, $907,245 in 
U. S. Government bonds and $5,011,610 
in state and municipal bonds, both 
amortized. Another asset item is $363,- 
508, representing Western Surety’s in- 
vestment in its new home office building, 
now under construction. Mr. Kirby said 
that it will be ready for occupancy about 
May 1. It is a completely modern one- 
story building in Sioux Falls. 

An impressive exhibit in the annual 
report brochure shows Western Surety’s 
steady growth in assets from $156,755 
shortly after its inception in 1900 to 
$4,060,563 in 1950 and $7,349,447 in 1957. 

On the liability side the company 
maintained total reserves of $3,958,669 at 
the close of 1957; capital of $1,000,000 
and surplus of $2,390,778. 

In his message Chairman Kirby said 
that the management of Western Surety 
“has always felt a sincere obligation not 
only to its agents but to the public gen- 
erally.” He was proud to report that 
at no time has the company defaulted 
in any of its obligations. Referring to 
the Western’s slogan, “one of America’s 
oldest bonding companies,” he stressed 
that “this is not an idle statement. There 
are only four other companies which 
have been in the fidelity and surety busi- 
ness for a longer period of time.” 

Western Surety operates in 24 states 
and maintains four completely staffed 
offices—Chicago, Kansas City, Dallas and 
Sioux Falls. It is also on the approved 
list of the United States Treasury De- 
partment. 








New Bank Bonds Program by 


Surety Assn. of America 


Surety Association of America 
announces the introduction of a new 
program that will provide deductibles 
ranging from $100 to $1,000 for use with 
Bankers Blanket Bonds Forms 2 and 24 
for Commercial Banks, Form 5 for Sav- 
ings Banks, and for the Savings and 
Loan Association Form 22. The an- 
nouncement coincides with the effective 
date of the program, February 19, as 
filed with the various Insurance De- 
partments. The association expects 
that with these deductibles a more flex- 
ible program will be available to insureds 
and producers of this class. of business. 


The 


Employers Re. Makes 
Six Promotions 


ANNOUNCED AT ANNUAL MEET 


Burns Now V.P. and McDougall Named 
Actuary; Messrs. Brightman, Dow, 
Butz, Osborne Also Advanced 


Four promotions at the home office 


of Employers Reinsurance Corp. and two 
at regional offices of the company were 
announced at the recent annual meeting. 
Those promoted were Eric S. Burns, now 
vice president; G. Alan McDougall, ad- 
vanced to newly created office of actu- 
ary; Alan H. Brightman, now assistant 
secretary; Virgil Dow, named assistant 
vice president; William A. Butz, pro- 
moted from assistant secretary to assis- 
tant vice president in New York office, 
and H. Hubert Osborne, fire reinsurance 
manager in Chicago, promoted to assis- 
tant vice president. Their respective 
careers in the business follow: ‘* 

Mr. Burns, who has been assistant 
vice president for several years, joined 
the Employers Re. in 1946 after several 
years with Liberty Mutual as engineer 
and underwriter. He has been manager 
of the Employers’ special risks division 
for 12 years, and is active in many 
civic affairs. 

Mr. McDougall’s insurance career be- 
gan with the Employers in 1925. A year 
later he went with the Central Surety 
and for 12 of his 16 years with that 
company he was in charge of accounting 
and statistics. After a year with North 
American Aviation as tabulation super- 
visor and tour of duty with the Navy 
as electronics technician, he returned to 
the Employers in 1943 in charge of its 
statistical division. In 1951 he was named 
assistant secretary. 

Brightman, Dow, Butz and Osborne 


Mr. Brightman has been with the com- 
pany about a year as surety underwriter. 
His iirst ten years in insurance were 
with American Surety, followed by four 
years of law practice and five years in 
the U. S. Army, attaining the rank 
of Lieutenant Colonel. He joined the 
Employers after four years with Michi- 
gan Surety at Lansing. 

Mr. Dow joined the Employers last 


June after 16 years with R. B. Jones 
& Sons, Kansas City, where he was 
a vice president and director. He has 


been active in insurance circles, currently 
being president of Casualty & Surety 
Underwriters Association of Kansas City. 
He is also active in Chamber of Com- 
(Continued on Page 36) 


Kirk Reveals ’57 Results 
Of Standard Accident 


INVESTMENT EARNINGS AT PEAK 





Net Premiums Written Totaled $64,160,- 
000; Underwriting Loss $6,316,000; 
Assets at New High of $125,587,000 


Operating results for 1957 for Standard 
Accident and its affiliate, the Planet, are 
revealed by L. K. Kirk, president of the 
companies. The regular quarterly divi- 
dend of 50¢ per share was declared by 
the board of directors payable March 5, 
to stockholders of record February 21. 

Mr. Kirk reported a loss of $2.16 per 
share after allowing for an increase of 
$5.52 per share in the equity in the un- 
earned premium reserve and after taking 
credit for $3.80 per share of tax recov- 
eries. He said that investment earnings 
attained a new high of $5.25 per share 
but were more than offset by the 1957 
underwriting loss. 

Adverse underwriting experience, re- 
sponsible for the operating loss, came 
principally on the automobile lines be- 
cause of inadequate rate levels. While 
rates were increased in the majority of 
states, the increases were not large 
enough and were not fully reflected in 
1957 results. More substantial rate in- 
creases are needed, Mr. Kirk stated. 


Slight Drop in Net Written Premiums 


The Companies’ net written premium 
volume from normal sources declined 
14% to $64,160,000 excluding $10,000,000 
of special reinsurance accepted in 1957. 
Direct writings of automobile business 
were smaller in amount and, as a per- 
centage of total volume, declined from 
51.2% in 1956 to 41.4% in 1957. Fire and 
Marine writings showed the greatest in- 
crease and were 12.6% of net written 
premiums in 1957. This increase was due, 
in part, to the purchase by Standard Ac- 
cident at the 1957 year-end of the West 
Coast business of another insurance com- 
pany. A large portion of the acquired 
volume was well-seasoned fire and ma- 
rine business with a satisfactory loss 
experience. 

The 1957 underwriting loss from nor- 
mal sources was $6,316,000 as compared 
with $2,654,000 in 1956. On an indicated 
basis the 1957 loss was 8.8% against 
2.1% in 1956 and an average underwriting 
profit of 2.9% for the last ten years. In 
addition, there was a purely temporary 
loss in 1957 of $1,925,000 on the special 
reinsurance accepted. This loss, being 
entirely due to financing penalty, will be 
restored to surplus as this reinsurance 
runs off in subsequent years, Mr. Kirk 
reported. He said this transaction will 
produce a modest underwriting profit 
when completed. 


Investment Earnings at New High 
Investment earnings reached a new 


high of $2,589,000 in 1957, up 8.2% in the 
year, The present annual dividend is 
covered more than twice by investment 
earnings after taxes. 

Standard Accident’s policyholders’ sur- 
plus at the year-end was $27,881,000. 
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Making Life Simple 


Our blood pressure scale has just been 
liberalized all along the line and is ad- 
justable by age. 


Our full-time brokers can write up to 
$15,000 non-medically even on Term In- 
surance for clients age 35 or under. 


A six-foot man can get standard insur- 
ance if he weighs as much as 234 pounds. 


Call us for full information. 






H. MALCOLM TEARE AGENCY. Inc. 


General Agents 


Continental Assurance Company e Chicago, Illinois 
500 Fifth Avenue » NEW YORK 36 « Longacre 4-8130 


Prepare Compromise 
Bills in Virginia 


UNINSURED DRIVER PROBLEM 





Discussed by Joint Legislative Sub. 
committees; Provisions for $15 Levy 
Distribution, Mandatory Uninsured 
Endorsement 





At last week-end subcommittees of the 
Virginia Legislature were putting the 
finishing touches on “compromise legis- 
lation” to solve the State’s uninsured 
motorist controversy. Committee mem- 
bers reported that the legislation in- 
cluded three main provisions: 

(1) A $15 annual levy by the Division 
of Motor Vehicles against all uninsured 
motorists. 

(2) A mandatory provision, or unin- 
sured endorsement, in all insurance pol- 
icies to protect the insured against 
damage or injury by an uninsured driver, 

(3) Distribution of the proceeds from 
the $15 levy to commercial insurance 
companies for the purpose of reducing 
the cost of the uninsured endorsement. 

A new bill was introduced in the 
Senate February 10, containing a refine- 
ment recommended by the joint subcom- 
mitteemen. It would split into two func- 
tions, authorized by two separate laws, 
the levying of $15 assessments and the 
distribution of those among insurance 
companies. 


Constitutional Question 


The refinement, introduced by Sen. 
Joseph Hutcheson, apparently was in- 
tended as a partial safeguard against a 
possible ruling that it is unconstitutional 
for the state to assess one group of 
motorists (the uninsured) to defray the 
cost of another group’s insurance. With 
{wo separate laws, the one authorizing 
the levy would remain even if the one 
providing for distributing the levies 
should be declared unconstitutional. 

Another development in the subcom- 
mittee was to raise the amount of the 
levy from $10, as proposed originally, to 
$15. This was to make sure that the levy 
covers the cost of the uninsured endorse- 
ments. It could be adjusted by the next 
legislature. 

The levy would affect from 250,000 to 
500,000 drivers in Virginia, according to 
estimates of the number of uninsured 
drivers. 


ous year-end. Less than 
decline was due to the operating loss 
from normal sources after taxes and 
dividends. Over 30% of the decline was 
due to the temporary net effect of special 
reinsurance accepted. Nearly 20% re- 
sulted from an unrealized loss of $1,075,- 
000 on stocks owned, Mr. Kirk stated. 
Consolidated assets of Standard Acci- 
dent and Planet increased $5,922,000 to a 
new high of $125,587,000 at last Decem- 
ber 31, Total invested assets and cash 
increased $1,774,000 to $107,293,000. In 
accordance with long standing policy, 
cash and bond holdings alone more than 
covered net insurance liabilities which 
allows for an equity in the premium re- 
serve. In addition, a liquid investment 
position has been maintained. Cash plus 
. S. Government bonds amounted to 
$39,229,000 which was 42% of the total 
reserve for unearned premiums and for 
claims and claim expenses. : 
The Pilot Insurance Co. Standard’s 
Canadian affiliate, reported its 20th con- 
secutive year of profitable results im 
1957, considered a remarkable record in 
the insurance industry, Its premium vol- 
ume in 1957 was $3,387,000 while its indi- 
cated underwriting gain was 5.9% as 
against 12.0% for the last ten years. 





Alabama Rate Increases 

The National Bureau of Casualty 
Underwriters announced increased auto 
mobile insurance rates. effective Febru 
ary 19, for Alabama, The average state- 
wide rate level changes upward for 
bodily injury and property damage are 
as follows; Private passenger 29.47%; 
division 1 garage risks 13.9%. 
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Two Nuclear Energy 
Exclusions Announced 


LIMITED AND BROAD FORMS 





To Be Made Effective Countrywide by 
Rating Bureaus; Applicable to Auto 
and General Liability Policies 





Two standard provisions nuclear en- 
ergy liability exclusions for automobile 
liability and general liability insurance 
policies have been announced by the 
National Bureau of Casualty Underwrit- 


ers and the Mutual Insurance Rating 
Bureau on behalf of their respective 
member and subscriber companies. 

The two exclusions, the limited form 
and the broad form, are proposed to be 
effective on a countrywide basis. 

The limited form exclusion will be 
applicable in most states and territories 
to all family automobile policies that are 
effective on or after June 1, 1958, regard- 
less of when written. It will also be 
applicable in most states and territories 
to comprehensive personal liability and 
farmers’ comprehensive personal liability 
insurance under policies written on or 
after February 26, or effective on or 
after May 1, 1958, regardless of when 
written. 

The broad form exclusion will be ap- 
plicable in most states and territories to 
all other automobile liability and general 
liability insurance coverages under poli- 
cies that are effective on or after March 
1, 1958, regardless of when written. 


Purpose of Exclusions 


After the passage of the Atomic En- 
ergy Act of 1954 private business con- 
cerns entering the nuclear energy field 
indicated they would require liability 
insurance in amounts far in excess of 
the capacity of any casualty company. 
To meet this need for insurance the 
leading stock and mutual casualty com- 
panies, by the organization respectively 
of the Nuclear Energy Liability Insur- 
ance Association and Mutual Atomic 
Energy Liability Underwriters, have 
made nuclear energy liability insurance 
available in unprecedented amounts. 

Furthermore, under the Price-Ander- 
son bill, effective last September, an 
operator of a private reactor must pro- 
vide security, in an amount fixed by the 
Atomic Energy Commission, to meet the 
cost of claims for bodily injury and prop- 
erty damage caused by nuclear incidents 
arising out of the operation of his reac- 
tor. Such security may be provided by 
liability insurance. 

The two organizations will use the 
same nuclear energy liability policy form 
and supplementary coverage endorse- 
ment, which have been adopted as stand- 
ard provisions forms by the National 
Bureau and the Mutual Bureau. Such a 
policy, as issued to the operator of a 
nuclear facility, affords protection not 
only to the operator but also to any 
other person or organization, other than 
the United States of America, liable for 
damages because of bodily injury or 
Property damage caused by the nuclear 
energy hazard. 

The policy defines the “nuclear energy 
hazard” as “the radioactive, toxic, ex- 
Plosive or other hazardous properties of 
Source material, special nuclear material 
or by-product material” but only while 
such materials are at the facility, or, 
with some limitations, being transported 
Tom or to the facility. 

Whether a member of NELIA or of 
AELU, each company participating in 
the nuclear energy liability insurance 
Program has subscribed the maximum 
aa it is willing to risk on liability 
iy ting from the nuclear energy haz- 
‘a Saag by any one facility. Because 
a uclear energy liability policy includes 
dann insured anyone responsible for a 
Pu collars and because anyone so 
= Ponsible may be an insured under 

Other liability policy issued by one of 
eo Art ely companies, cumulation 
ool ‘bility under nuclear energy liability 

Cles and other liability policies must 
i: avoided. The limited form exclusion 

the similar provision in the broad 





form exclusion prevent such cumulation 
of liability. 


Limited Form Exclusion 


The limited form exclusion bars cover- 
age only for B.I. or P.D. with respect 
to which an insured under the policy is 
also an insured under a nuclear energy 
policy issued by either of the two insur- 
ance pools. 

The following example illustrates how 
this exclusion operates: Assume a nu- 
clear incident results from a_ collision 
between a pleasure car insured under a 
family automobile policy and a _ truck 
carrying special nuclear material and 
insured under a facility nuclear energy 
liability policy. Because the driver of the 
pleasure car, and anyone responsible for 
its operation at the time of the accident, 
is covered by the nuclear energy liability 
policy with respect to B.I. or P.D. caused 
by the hazardous properties of the spe- 
cial nuclear material, the family automo- 
bile policy does not apply to such injury 
or damage. : 

However, if the driver of the truck 
suffered a broken arm solely as a result 
of the collision, the family automobile 
policy will apply to such injury and to 
damage to the truck caused solely by 
such collision. Whatever liability may be 
imposed on the person responsible for 
the operation of the pleasure car will 
be within the terms of one policy or 
the other. In this illustration, if the 
truck carrying special nuclear material 
is not covered by nuclear energy liability 
insurance, then the family automobile 
policy will apply to injury and damage 
caused by the hazardous properties of 
special nuclear material as well as solely 
by the collision. 


Broad Form Exclusion 


The broad form exclusion includes the 
limited form provision which bars cover- 
age for B.I. or P.D. with respect to 
which an insured under the policy is 
also an insured under a nuclear energy 
liability policy issued by either of the 
insurance pools. 

As respects a person who owns, main- 
tains, operates or uses a nuclear facility, 
the broad form endorsement excludes 
from such a person’s liability policy 
coverage for B.I. and P.D. resulting from 
that facility’s nuclear energy hazard, 
except that it does not exclude coverage 
for such injury or damage caused by 
goods or products away from the facility 
after sale or distribution to others. 

As respects a person who furnishes 
services or products to a nuclear facility, 
the broad form endorsement bars cover- 
age for two hazards. First, it bars cover- 
age for injury to or destruction of any 
nuclear facility or property at the facil- 
ity resulting from the nuclear energy 
hazard. Second, with respect to services 
or products furnished a nuclear facility 
outside the United States of America, 
its territories or possessions, or Canada, 
the broad form exclusion bars coverage 
for all bodily injury or property damage 
resulting from the nuclear energy hazard. 

The broad form contains an exclusion 
applicable to bodily injury or property 
damage arising out of the transportation, 
handling, use, sale or distribution of by- 
product material, as defined in the en- 
dorsement, and resulting from the nu- 
clear energy hazard. By-product mate- 
rial, as defined in the endorsement, does 
not include useful radioisotopes, now 
widely used in research, medicine and 
industry. Hence liability for any injury 
or damage resulting from the use of 
such isotopes away from a nuclear facil- 
ity continues to be covered by the usual 
liability policies. The coverage barred 
by this exclusion is available under a 
nuclear injury liability policy to anyone 
handling by-product material. 

Liability policies issued to cover pro- 
fessional, manufacturing, contracting and 
other business operations will involve in- 
creasing exposures to the hazard in- 
herent in the use of nuclear energy. The 
broad form exclusion contains provisions 
that exclude from such liability policies, 
coverage for those hazards intended to 
be covered only by a nuclear energy 
liability policy and those hazards which 
the companies wish to cover only if dis- 
closed and specifically insured. 





Evans Sees Hope for 
Better Auto Experience 


1957 RESULTS 





EVALUATES 





American Casualty’s President Reports 
Underwriting Gain in 7 Casualty Lines 
But Losses in Auto and Property Lines 





Harold G, Evans, president of Ameri- 
can Casualty of Reading, Pa. and its two 
affiliates—Valley Forge Insurance Co. 
and Valley Forge Life—pointed to 1957 





Fabian Bachrach 
HAROLD G. EVANS 


in his annual report “as one of the worst 
years in the history of the property and 
casualty insurance business.” While 
American Casualty fortunately escaped 
the adversities of the industry through- 
out 1955 and 1956, and in the first six 
months of 1957, Mr. Evans reported re- 
luctantly that the underwriting and in- 
vestment losses sustained during the 
second half of 1957 more than offset the 
company’s previous gains. 

Underwriting losses were sustained in 
the automobile and property insurance 
lines but seven lines—A. & H., miscel- 
laneous liability, workmen’s compensa- 
tion, fidelity and surety, burglary and 
glass—all continued to register under- 
writing profits, Mr. Evans said. How- 
ever, loss ratios were up slightly in each 
class of business except workmen’s com- 
pensation, compared with 1956. 


Premiums, Assets at All-Time Highs 


Premiums written by American Cas- 
ualty Group reached an all-time high 
last year of $91,546,441, an increase of 
$14,238,711. Mr. Evans noted that this 
increased business was well diversified 
both geographically and by class, “The 
gain in automobile volume was _ princi- 
pally represented by higher rates, and 
we are endeavoring to limit automobile 
writings to an amount not to exceed the 
present proportion, notwithstanding the 
much needed rate increases that will be 
granted during 1958,” he said. 

Admitted assets of American Casualty 
reached an all-time high of $69,992,561, 
or a gain of $3,234,668. After giving 
effect to operating losses and security 
revaluations, policyholders’ surplus was 
reduced $1,794,535 to $17,053,276. 

During the year the charter of Ameri- 
can Aviation & General was amended so 
as to change its corporate name to Valley 
Forge Insurance Co. This company, 
wholly owned subsidiary, reported ad- 
mitted assets at an all-time high of $17,- 
812,184. After giving effect to operating 
losses, revaluation of securities, and a 
voluntary contribution to surplus_ of 
$785,096, its policyholders’ surplus in- 
creased $163,390 to a record $6,639,931, 
Mr. Evans reported. 

On a consolidated basis, the ratio ‘of 
losses and loss expense incurred to pre- 
miums earned amounted to 66.35%, or 
(Continued on Page 38) 


T. J. OMalley Named 
Amer. Casualty V. P. 


IN HOME OFFICE PROMOTIONS 


Wm. S. Deak, Fred W. Schaffert, Quen- 
tin W. Lerch, Robt. C. Heron and 
Wm. W. Miller Advanced 








Six home office men at American Cas- 
ualty of Reading have been promoted. 
The announcement was made by Harold 
G. Evans, president of the company. 

Theodore J. O’Malley was promoted 
to vice president from assistant vice 
president and advanced to head the 
company’s claim department nationwide. 
William S. Deak, vice president, who 
managed the claim department for the 
past 23 years, becomes chairman of the 
claim committee. 

Fred W. Schaffert was named assistant 
vice president and assistant manager of 
the claim department. Quentin W. 
Lerch, Robert C. Heron and William 
W. Miller were advanced to assistant 
secretaries. 

Mr. O’Malley has been in the in- 
surance business for the last 17 years 
and with American Casualty for the 
past 10 years. He started with the com- 
pany in its Cleveland office as manager, 
then transferred to its Pittsburgh branch 
office where he was claims manager for 
seven years. In 1956, Mr. O’Malley was 
made assistant vice president and 
brought to the home office in Reading 
as assistant claims manager, holding 
this position until this promotion. He 
is a graduate of John Carroli University 
and obtained his law degree from the 
Cleveland Law School. 


William S. Deak and Fred W. Schaffert 


Mr. Deak was educated at Borden- 
town Military Academy, received his 
B.A. degree from Harvard University and 
also attended Harvard Law School. He 
has been in the insurance business for 
over 28 years. He started with Ameri- 
can Casualty as vice president in 1935 
and supervised the claim department for 
23 years. 

Mr. Schaffert, who also is an attorney, 
has been in the insurance business for 
22 years, formerly with The Travelers 
and the Home Insurance Companies. 
He joined American Casualty in 1948 
and after a brief period of work in the 
midwest, returned to the home office 
last year where he was claims super- 
visor. He is a graduate of Rutgers and 
a member of the Ohio Bar. 

Mr. Lerch has been with American 
Casualty since 1952 and before that time 
was with The Travelers in Cleveland. 
He is a supervisor in the contract bond 
underwriting department. A _ graduate 
of Princeton, Mr. Lerch received his 
law degree at-Western Reserve Univer- 
sity. 

Messrs. Heron and Miller have both 
been associated with American Casualty 
for more than 20 years. Mr. Heron 
heads the compensation claim depart- 
ment, and Mr. Miller is chief claims 
examiner. 





PROMOTING KITCHEN SAFETY 

The Greater New York Safety Council 
has issued a warning to housewives not 
to use damp kitchen mittens or pot- 
holders in handling hot pans or dishes. 
Bulletins have been sent to 2,000 wom- 
en’s groups showing the dangers from 
steam burns and breaking of dishes, 
when damp cloths are used. 





STUDYING COMPULSORY BILLS 

Louisiana State Representative Robert 
Munson is studying compulsory motor 
vehicle liability insurance laws with the 
idea of introducing a compulsory bill in 
the 1958 session of the Louisiana Legis- 
lature. 





NAMED IN GRAND RAPIDS 
Standard Accident has named William 
J. Boyd as field representative for Grand 
Rapids. He was formerly with the Gen- 
eral Accident. 
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Satisfactory Year 
For Employers Re. 


NET EARNINGS WERE $1,418,165 





Company’s Operations Produced $256,949 
Underwriting Gain; Investment In- 
come Was $1,533,550 





Results of the 1957 operations of Em- 
ployers Reinsurance Corp. were consid- 
ered very satisfactory by the manage- 
ment, particularly in view of the general 
experience in the fire and casualty fields. 
Net underwriting gain for the year 
amounted to $256,949 on the convention 
statement basis and investment income 
for the year was $1,533,550. The total 
of these items, minus Federal income tax 
reserve of $347,070, brought the net earn- 
ings after taxes for 1957 to $1,418,165 
compared with $1,752,426 for 1956. 7 

The comparatively low underwriting 
gain for 1957 resulted from a very large 
increase in the unearned premium re- 
serve at the end of the year, the amount 
of unearned premium reserve having 
been increased to $16,820,264 from $12,- 
202,800 as of December 31, 1956. 

Premiums written 1957 totaled $30,- 
340,082 compared with $22,818,238 in 1956, 
or an increase of more than $7,500,000 
Underwriting profits were realized in all 
lines with the exception of special ac- 
counts and boiler and machinery, which 
lines are comparatively insignificant. 

In the opinion of the management, the 
outstanding feature of 1957 was the pre- 
mium increase to $30,340,082, the highest 
volume of business written by the cor- 
poration in any one year by a substantial 
margin. The most notable increase was 
in fire reinsurance with writings of 
$8,552,458 compared with $4,252,225 for 
1956. Also showing noteworthy increases 
were A. &H. with premiums of $2,074,- 
296, fidelity with premiums of $1,287,772, 
and surety with premiums of $3,996,038. 
Automobile also showed a substantial in- 
crease but less than 10%, some of which 
can be attributed to increased rates. It 
is considered important by the manage- 
ment that the so-called liability lines, 
on the basis of writings for 1957, are now 
approximately one-third of the Employ- 
ers’ total volume. 


Assets at New High 


The corporation’s assets reached a new 
high of $70,601,597. On the asset side 
cash in the amount of $4,531,275 was 
larger by approximately $1,450,000. To- 
tal bonds went up from $50,862,877 to 
$55,871,418 on December 31, 1957. Stocks 
are shown in the condensed convention 
statement in a dollar amount very close 
to that of one year ago. Premiums un- 
collected but not over 90 days past due 
were down from $985,549 to $886,462 at 
the end of 1957. Interest accrued and 
other admitted assets were in an amount 
close to that of one year ago, the impor- 
tant change in total assets being the 
increase of more than $5,000,000 in bonds. 

On the liability side reserve for claims 
and claims expense increased from $28,- 
919,020 on December 31, 1956, to $31,216,- 
541 at the end of 1957. Funds held under 
reinsurance treaties increased from $3,- 
565,486 one year ago to $4,078,105 at the 
end of 1957. The reserve for taxes and 
other liabilities was down because of 
lower income taxes, the figures being 
$2,228,519 one year ago and $1,417,016 at 
1957 year-end. 

Capital continues at $3,000,000, which 
with net surplus of $14,069,669, made the 
policyholders’ surplus of $17,069,669. 

At a meeting held on February 6 the 
directors voted the regular quarterly 
dividend of 25 cents a share plus an extra 
dividend of 30 cents a share. The divi- 
dend is payable February 25 to holders 
of record February 15. 





Richard O. Jones Advanced 


American Surety Co. has appointed 
Richard O. Jones, superintendent of cas- 
ualty at the Syracuse branch. Mr. Jones 
received his B. S. degree from Ithica 
College in 1952. He joined American 
Surety in June, 1954 as a casualty under- 
writer. 


Citizens’ New Clock Is 


An Insurance Landmark 


A new landmark has been established 
in New York’s downtown insurance dis- 
trict by Citizens Casualty and Citizens 
Life in the installation of a large bronze 
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clock with chalk white face. This clock, 
six feet in diameter, is on the third floor 
level of the Nassau Street and Maiden 
Lane corner of the Citizens’ home office 
building. 

The illuminated clock dial, dominantly 
visible eastward from Broadway and 
northward from Cedar Street, is con- 
veniently useful for the many people in 
the insurance and financial districts, and 
is sedately beautiful as well. 

In their handsomely decorated five- 
story home office building Citizens Cas- 
ualty and Citizens Life are established 
on solid foundations in the heart of the 
more than 100-year-old insurance and 
financial district of lower New York City. 





Employers Re. Promotions 


(Continued from Page 34) 


merce. American Royal and United 
Funds work. 

Mr. Butz has served on the Employ- 
ers’ New York staff since March, 1954. 
He has a splendid background of scho- 
lastic and insurance experience. He 
was reinsurance manager of American 
International Underwriters Corp. for 
seven years before joining Employers 
Re. Prior to that he served the Em- 
ployers Group at Boston, Sterling Of- 
fices, Ltd, and Lion Fire. He had a 
distinguished record in the armed serv- 
ices and as an educator and teacher in 
insurance courses, holding numerous de- 
grees and citations. 

Mr. Osborne has been in insurance 
business about 30 years, mainly with 
inspection and actuarial organizations. 
He has also held several territorial posi- 
tions with insurance companies in the 
mid-cqntinent area, and is expert in both 
conventional and special risk underwrit- 
ing in the fire lines. 





WESTWICK MAKES ACSC AWARD 

Governor Vernon W. Thompson of 
Wisconsin recently accepted a bronze 
plaque of the Association of Casualty 
and Surety Companies’ Driver Education 
Award Program. In Wisconsin last year, 
91% of eligible students in public high 
schools completed driver education 
courses. E. H. Westwick of the asso- 
ciation’s Chicago office, accident preven- 
tion department, presented the award. 











cuit Wk Vp Happy fo ae You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
New, beautiful private dining room at 
23 Park Row. Ideal for special parties. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


none nee, 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








NAMED U.S.F.&G. ACTUARY 


Richard L. Johe Appointed to Succeed 
Arthur S. Kuenkler; He Joined 
Company in 1949 
United States Fidelity & Guaranty Co. 
at Baltimore has announced the appoint- 
ment of Richard L. Johe as actuary, suc- 
ceeding Arthur S. Kuenkler who re- 
signed as U.S.F.&G. vice president- 
actuary to accept the executive vice 
presidency of the Security Insurance 

Group of New Haven. 
Mr. Johe was attending Syracuse Uni- 
versity when he enlisted in the Navy in 





1944. He subsequently attended Dart- 
mouth College and the United States 
Naval Academy. After completion of 


military service, Mr. Johe was granted 
an A.B. degree in mathematics by AIl- 
fred University in New York, and took 
graduate work in statistics at the Uni- 
versity of North Carolina. 

He joined U.S.F.&G. in 1949 as as- 
sistant to Mr. Kuenkler, and was ap- 
pointed assistant actuary in 1954. He is 
a Fellow in the Casualty Actuarial 
Society. 





SEC Approves Delisting of 
Fidelity & Deposit Stock 


Removal of the Fidelity & Deposit 
Company’s common stock from listing 
on the Philadelphia-Baltimore Stock Ex- 
change, effective February 20, 1958, has 
been approved by the Securities and 
Exchange Commission, it was announced 
last week by B. H. Mercer, president of 
the company. 

F. & D.’s principal reason for delisting 
its stock, Mr. Mercer explained, was that 
more than 90% of the trading in its 
shares in recent years has taken place in 
the over-the-counter market. He also 
stated that the action was further sup- 
ported by studies which indicated that 
it would result in a broadening of mar- 
ket interest in the company’s stock. 





IRS Ruling Bars “Corporate 
Shell” Cos. for Loss Rights 


A new ruling of the Internal Revenue 
Service has the effect of barring so- 
called “corporate shell” companies as a 
source of loss deduction. 

The new IRS ruling, according to the 
Wall Street Journal, warns that net 
operating loss carry-overs of inactive 
concerns won’t be permitted as a net 
operating loss deduction even when the 
company is reactivated in the former line 
of business. The tax code, until now, has 
banned claiming loss carry-overs when 
new owners changed the acquired shell’s 
business. But as the law stood, this was 
taken to mean that buyers of a company 
for its tax loss benefits could utilize the 
losses as long as they stayed in the same 
business. 

“The new ruling” says the Wall Street 
Journal, “is aimed at just such situations, 
where corporations are liquidated and 
their existing charters are peddled for 
their tax absorption qualities. The IRS 
cites the case of a corporation in the 
general insurance field which closed 
down in 1955 after running in the red. 
A year later, stockholders sold out to a 
competitor who continued to operate his 
own business together with the acquired 
business under the latter’s corporate 
charter. 

“The IRS maintains since the new 
owner hadn’t bought a going concern, 
he was not entitled to the loss carry- 
over.” 


110 William Street 
Ready For October 


IS CRUM & FORSTER SUBSIDIARY 





31-Story Building to be Largest Poured 
Concrete Office Building in U. S.; 
Leasing Space 


The Marine Midland Trust Co. of 
New York has signed a long-term lease 
in the building now being erected at 
110 William Street, northeast corner of 
John Street. 

The lease is for an expanded branch 
office, incorporating the area now oc- 
cupied on this corper and additional 
space to the north. In addition the 
vault and safe deposit areas in the base- 
ment will be increased and modern 
facilities provided. This branch of the 
Marine Midland Trust has been located 
there since 1920. 

Cruikshank Company, the renting 
agents, report that approximately 50% 
of the building is now rented, with 
floors up to 29,000 square feet still 
available. The building will be com- 
pletely air conditioned, contain 23 high 
speed elevators and all the most modern 
facilities. An unusual feature is the ex- 
tremely high ceilings, with the first 
20 floors being approximately nine feet 
clear. 

The building will contain 675,000 
square feet and when completed will 
be the tallest poured concrete office 
structure in the United States. 


Lease Negotiations 


Active negotiations are under way 
with several large companies, some in 
the financial business, for several floors 
in the building. Completion is in two 
sections, one area next October, with 
the entire integrated structure to be 
finished in June 1959, 

Shreve, Lamb & Harmon Associates 
are designing the new bank, and Irons 
& Reynolds-Snare, general contractors, 
will complete the work. 

The bank lease was negotiated by 
Gordon I, Kyle and James G. Kyle of 
Cruikshank Company. They are also 
renting agents for the 3l-story struc- 
ture. The owner is the 110 William Street 
Corp., a subsidiary of Crum & Forster. 
White Case represented the land- 
lord and Sullivan & Cromwell acted as 
attorneys for the Marine Midland Trust 
Company of New York. 

In addition to the Marine Midland 
Trust, a large savings bank is negotiat- 
ing for the balance of the William 
Street frontage, pointing up the fact 
that this area is becoming a_ banking 
center, as well as the recognized 100% 
corner in the country for insurance 
company tenancy. 


N. Y. Bill to Amend 
“Late Notice” Statute 


Enactment of a bill to amend the so 
called “late notice” provision of the New 
York Insurance Law relating to liability 
insurance policies was urged in a memo 
randum filed last week with members o 
the legislature, Already reported out 0! 
the Assembly Insurance Committee, the 
measure would bar invalidation of claims 
where failure to give notice did not 
prejudice the rights of the insurer. 

In its memorandum the Greate: New 
York Insurance Brokers’ Association aS 
serts that its sponsorship of the measure 
is based on the principle that there 
“no reason in law, ethics or morals % 
good public policy which should permt 
an insurance company to disclaim liabil- 
ity on purely technical grounds.” 
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Surety Co. Judgment 
Is Accepted by Army 


NEW YORK SURETY ASSN. TOLD 





Lt. Col. W. B. Mumpower Supply Chief, 
U. S. Corps of Engineers Shows Ef- 
fects of Contractors’ Defaults 





Relations of the Army Corps of Engi- 
neers with the surety companies were 
discussed in detail by Lt. Col. William 
B. Mumpower, USA, chief of supply 
division, New York District, Corps of 
Engineers, at the February 6 meeting 
of the Surety Underwriters Association 
of the City of New York. 

These relations have in most instances 
been pleasant and uncomplicated, and 
quite a bit of weight is placed on the 
bonds that a potential contractor ob- 
tains, said Col. Mumpower. “This is 
based on the fact that current ability to 
acquire the proper surety is a definite 
indication of his past performance, which 
in reality is one of the methods to 
measure current capabilities. Also, we 
feel that no reputable surety company 
would bond a contracting company if 
there was a doubt that he could per- 
form.” 

Performance and payment bonds are 
required by the New York District in all 
fixed-price construction contracts ex- 
ceeding $2,000 in amount, said the 
speaker. The penal sum of performance 
bonds is in such amounts as the con- 
tracting officer may determine to be ade- 
quate for the protection of the Govern- 
ment, but in no event should be less 
than 50% of the contract price, and 
payment bonds likewise carry a penal 
sum of 50% of the contract price. 


Implications of a Default 


“We feel there is a substantial benefit 
to the Government in requiring perform- 
ance bonds,” said Col. Mumpower. “It 
insures against the possibility of un- 
finished work, and assures the timely 
completion of essential contracts. The 
payment bond, we feel, has two main 
advantages, e.g., it reduces the credit 
hazard to subcontractors resulting in 
possible lower over-all costs, and it re- 
sults in better deliveries of material, due 
to the assurance of payment and the 
preference of suppliers to do business 
with bonded contractors.” 

A contractor for a construction con- 
tract has to be selected with considerable 
prudence, he continued. “Unlike supply 
contracts, where it is assumed that the 
defaulted items can be obtained else- 
where, defaults in construction contracts 
are not so easily overcome. Considerable 
delay is often involved in finding a 
qualified contractor to take over the re- 
mainder of the job. Delays inherent to 
this may jeopardize a vital defense pro- 
ject, training of troops, or the entire 
army program. Consequently, care must 
be exercised in selecting the original 
contractor, and the inclusion of ade- 
quate sureties to insure the successful 
completion.” 


A Major Criterion 


The mere obtaining of bonds is not a 
Positive assurance of complete perform- 
ance, Col. Mumpower stated, adding 

ut we feel that reputable bonding 
companies would be hesitant in bonding 
Construction companies beyond their 
Capabilities to produce; therefore the 
ability to obtain bonds is still a major 
Criterion we use in the question of re- 
Sponsibility and qualification of con- 
tractors. It is therefore indicative that 
the Corps of Engineers is using the 

Onding companies as a qualifying 
agency. This, we believe, is good and 
should be continued, since with a few 
minor exceptions the contractor’s ability 
to obtain sureties has been in direct 
telation to his capabilities to perform. 

1s is also an indictaion, whether ex- 
Pressed or not, that your contribution to 
 srore has been of a very high cali. 


Elect Employers Mutuals’ 
Safety Expert F. W. Braun 


The National Association of Manufac- 
turers has appointed F. W. Braun, vice 
president in charge of accident preven- 
tion for Employers Mutuals of Wausau. 
to become a member of the Association’s 
employe health and benefit committee. 

Mr. Braun, who has been with Em- 
ployers Mutuals since 1915, is widely 
known as an authority on industrial and 
traffic safety. He is a director of the 
National Safety Council and active on 
the President’s Council on Industrial 
Safety. 


AETNA TRANSFER R. D. JOHNSON 

Appointment of Ray D. Johnson, Jr. 
to the newly created position of super- 
intendent of casualty production in the 
San Francisco, ‘Calif., office of the Aetna 
Insurance Group is announced by Clyde 
M. Marshall, vice president and manager 
of the Pacific Department. 





ELECTS J. A. NORTHEY TO BOARD 

J. A. Northey has been elected to the 
board of directors of Guarantee Co. of 
North America, Montreal, Canada. Mr. 
Northey is president of Wellington Fire, 
a director of Continental Life, Consoli- 
dated Fire & Casualty, and a number 
of Canadian companies. 





Revised Auto Rates For 


Iowa, Mo., and New Mexico 


Revised rates in Iowa, Missouri and 
New Mexico, for automobile bodily in- 
jury and property damage were an- 
nounced effective February 12, by the 
National Bureau of Casualty Underwrit- 
ers, 

In Iowa the average statewide increase 
for private passenger car liability is 
16.8%, and for commercial cars, 18.3%. 
Garage risks increase 24.3%. 

In Missouri private passenger rates 
are up 27.1% and in New Mexico the 
private passenger premium is increased 
11.1.% 
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Every year, more and more Aitna Casualty agents are using 
more and more P.S. tie-in newspaper advertising (as well as 
radio, direct mail, billboards and window displays) . . . prov- 
ing the effectiveness of telling clients and prospects about the 
extra value of “the policy with the P.S. — Personal Service.” 
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Many Promotions, Appointments Of 
Officers By Aetna Affiliated Cos. 


Casualty, is a graduate of Suffolk Law 


Following the recent annual meeting 
of Aetna Life Affiliated Cos., numerous 
promotions and appointments of officers 
were announced. A Henry Moses was 
named vice president and cashier of 
Aetna Life, Aetna Casualty & Surety 
and Standard Fire. 

In Aetna Casualty Andrew H. Ander- 
son was promoted to vice president, 
fidelity and surety department, and 
William O. Bailey to secretary of the 
casualty division. Stuart W. Palmer was 
advanced to secretary, accounts depart- 
ment, Aetna Life, Aetna Casualty and 
Standard Fire. 

Additional promotions in the Aetna 
Casualty were: Nels M. Valerius and 
John M. Wieder Jr., associate actuaries; 


Burton P. Gray Jr. and Ronald R. 
Willey, secretaries, casualty claim de- 
partment. 


Newly Named Officers 


John E, Mixer was appointed assistant 
manager, personnel department, for the 
three companies of the Group. Other 
officers appointed were: Aetna Casualty; 
V. S. Davidson and Roger J. Huston, 
field supervisors, casualty claim depart- 
ment; S. Benton Guiney Jr., assistant 
counsel; John W. Hughes, assistant sec- 
retary, casualty statistical department; 
John Kerr, assistant secretary, casualty 
accounts department; and Phillip P. 
Laing, assistant secretary, fidelity divi- 
sion, fidelity and surety department. 

New officers appointed to Aetna Cas- 
ualty and Standard Fire were: James W. 
Henderson, assistant secretary, marine 
division; and G. Robert Nordgren, as- 
sistant secretary, fire department. 


A. Henry Moses Joined Aetna in 1928 


A Henry Moses, promoted to vice 
president and cashier, Aetna Life, Aetna 
Casualty and Standard Fire, joined the 
organization following his graduation 
from Trinity College in 1928. Appointed 
assistant treasurer of Aetna Life in 1939, 
he later was named assistant treasurer 
and cashier of the Aetna Life companies 
and last year was advanced to assistant 
vice president and cashier. 

Andrew H. Anderson, promoted to vice 
president, fidelity and surety department, 
Aetna Casualty, has been with the com- 
pany’s bond department since 1936. He 
was associate superintendent of the bond 
department at the Hartford office prior 
to coming to the home office in 1956 as 
assistant secretary. He was then ad- 
vanced to assistant vice president last 
year. 

William O. Bailey, advanced to secre- 
tary, casualty division, Aetna Casualty, 
was graduated from Dartmouth College 
and received his master’s degree from 
the Wharton School at the University of 
Pennsylvania. He was with the Na- 
tional Bureau of Casualty Underwriters 
for five years before joining Aetna 
Casualty as assistant secretary in 1954. 

Stuart W. Palmer, promoted to secre- 
tary, accounts department, Aetna Life, 
Aetna Casualty and Standard Fire, is a 
graduate of the Wharton School at the 
University of Pennsylvania and has been 
with the organization since 1931. He was 
named assistant secretary, personnel de- 
partment, in 1948, and a year ago was 
appointed assistant secretary, accounts 
department. 


Davidson, Huston, Valerius, Wieder 


V. S. Davidson, appointed field super- 
visor, casualty claim department, Aetna 
Casualty, is a graduate of Kansas State 
College and Kansas University Law 
School. He joined the company in 1937 
and after field experience came to the 
home office in 1953, where he has been 
serving as superintendent of the com- 
pensation division. 

Roger J. Huston, named field super- 
visor, casualty claim department, Aetna 





School. He joined the company in 1942 
and has had both home office and field 
experience, serving recently as assistant 


superintendent of the Hartford office 
claim department. 
Nels M. Valerius, advanced to asso- 


ciate actuary, Aetna Casualty, has been 
with the company since 1925 when he 
was graduated from Trinity College. A 
Fellow of the Casualty Actuarial Society, 
he has served in the casualty statistical 
department and since 1947 has been as- 
sistant actuary. 

John W. Wieder Jr., promoted to as- 
sociate actuary, Aetna Casualty, was 
graduated from Haverford College and 
joined the company in 1941, A Fellow 
of the Casualty Actuarial Society, he 
was appointed assistant actuary three 
years ago. 

3urton P. Gray Jr., advanced to secre- 
tary, casualty claim department, Aetna 
Casualty, is a graduate of Amherst Col- 
lege and Harvard Law School. He joined 
the company in 1935 and served in the 
New York claim department until 1953, 
when he was brought to the home office 
and appointed assistant counsel. 

Ronald R. Willey, promoted to seere- 
tary, casualty claim department, Aetna 
Casualty, was graduated from the Uni- 
versity of Florida and received his law 
degree from the University of Miami. He 
joined the company in 1929 and after 
field experience came to the home office 
in 1948. Appointed field supervisor in 
1949, was advanced to assistant secretary 
four years ago, 

John E. Mixer, appointed assistant 
manager, personnel department, Aetna 
Life, Aetna Casualty and Standard Fire, 
was graduated from Harvard College in 
1946 and the following year joined the 
companies’ personnel department. He 
was promoted to superintendent of the 
department a year ago. 


Guiney, Hughes, Kerr and Laing 


S. Benton Guiney Jr., appointed assist- 
ant counsel, Aetna, joined the company 
in 1946 following his graduiation from 
Harvard College. He later was grad- 
uated from the University of Connecti- 
cut Law School, and since 1956 has 
served in the company’s law department. 

John W. Hughes, named assistant 
secretary, casualty statistical department, 
Aetna Casualty, is a graduate of Amherst 
College and has been with the company 
since 1928. He has been serving as 
superintendent of the casualty statistical 
department. 

John Kerr, appointed assistant secre- 
tary, casualty accounts department, 
Aetna Casualty, was educated in Ireland 
and joined the company in 1939, later 
becoming cashier at the Boston office. 
He was brought to the home office five 
years ago, and recently has assisted in 
the reorganization of the casualty ac- 
counts work. 

Philip P. Laing, named assistant secre- 
tary, fidelity division, fidelity and surety 
department, Aetna Casualty, has been 
with the company for more than 30 
years. He became assistant superintend- 
ent of the public official bond division 
and later was made associate superin- 
tendent of the fidelity division. 

James W. Henderson, appointed as- 
sistant secretary, marine division, Aetna 
Casualty and Standard Fire, was grad- 
uated from the University of Pennsyl- 
vania and joined the company in the 
field in 1936. He later received his law 
degree from Georgetown University and 
after coming to the home office became 
assistant manager of the inland marine 
loss department, later being promoted 
to manager. 

G. Robert Nordgren, appointed assist- 
ant secretary, fire division, Aetna Cas- 
ualty and Standard Fire, joined the com- 
pany in 1947 following his graduation 
from Connecticut Teachers College. 
After field experience, he came to the 
home office in 1956 as superintendent of 
the package policy division. 











DONALD 


Fleets ° 








H. G. Evans Sees Hope 


(Continued from Page 35) 


5.71% above the previous year. Oper- 
ating expenses were 37.43%, a decrease 


of .22% below 1956. Combined losses 
and expenses incurred amounted to 
103.78%, which was 5.49% above the 


previous year, 
Referring to 1957 automobile experi- 


ence, Mr. Evans said that B.I. loss and 
loss expense ratios increased from 
70.7% to 80.0%; P.D. ratios increased 


from 65.8% to 70.9% and motor vehicle 
physical damage business likewise con- 
tinued to deteriorate in the face of an 
upward revision of rates of about 84%. 
For this class the loss and loss expense 
ratios were 69.9% compared to 61.2% in 
1956. 

He was hopeful that automobile rate 
increases now being granted (20 states 
have already approved so far this year) 
will be adequate to return the automo- 
bile line to the profit column, “once the 
current business in force at grossly in- 
adequate rates have been carried to 
expiration.” However, little hope for 
any immediate improvement is dis- 
cernible as it requires at least a year 
from the time that adequate rates are 
granted and become effective. 


Valley Forge Life’s Progress 


During 1957 the Valley Forge Life, 
newest member of the American Cas- 
ualty Group, entered nine additional 
states and commenced writing Group 
and credit life insurance. Mr. Evans 
reported that this company is entering 
additional states and will soon announce 
a comprehensive program of modern 
Ordinary life contracts including a fam- 
ily policy and a mortgage redemption 
program, “particularly adaptable for ac- 
count selling in conjunction with home- 
owner policies.” 

In the latter part of 1957 American 
Casualty completed and occupied a new 
six-story annex to its home office build- 
ing which provided an additional 50,000 
square feet of usable space. “This should 
result in more efficient and economical 
operations,” said Mr. Evans, 


LOSS RATIOS HIGH? 
They Can Be Controlled 


Safety Engineering and Loss Prevention Consultant 


118 2nd St., Ridgefield Park N. J. 
HUbbard 8-9687 
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Maryland Casualty Opens 
New Phoenix Branch Office 


Maryland Casualty Co., has opened a 
branch office in Phoenix, Arizona. The 
territory had previously been serviced 
by the Los Angeles Office. 

Raymond S. Hallisey has been ap- 
pointed resident manager of the new 
office. A graduate of the Maryland In- 
surance School, Mr. Hallisey served in 
the company’s Boston office as a special 
agent, manager of the automobile depart- 
ment, and assistant manager of the cas- 
ualty department. Since 1955 he has 
been manager of the Memphis office 
casualty department. 

Louis V. Rhue, IJr., manager of the 
Phoenix branch claim office since 1955, 
is manager of the Phoenix claim divi- 
sion. 

Phillip H. Chambers has been named 
manager of the casualty department. He 
was formerly assistant manager of the 
Los Angeles casualty department. S. G, 
Heflin, Jr., of the company’s San Fran- 
cisco Ofiice, is new manager of the bond 
department. 





Auto Rates Increased 14.7% 
Statewide for Georgia 


Georgia Insurance Commissioner Zack 
Cravey granted automobile insurance 
rate increases of approximately 15.7% 
statewide average. Commissioner Cravey 
announced the rates last week, but they 
are retroactive to January 22, the ef- 
fective date. 

In Atlanta the rates go up 19 and 
20% in most categories. Rural rates will 
be somewhat lower generally. The rat- 
ing organizi itions had requested increases 
approximating 17.4% average statewide. 
Mr. Cravey okayed the lower increase, 
saying that larger jury awards in 
liability suits and the increased cost 
of automobile repairs has creé ated hard- 
ships for the insurance compaines. He 
added that if a company could show it 
is financially able to charge lower rates 
it may petition the Commissioner of In- 
surance to do so. 
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Bond Underwriters See 
Construction Sites 


VISIT PROJECTS IN CITY AREA 





Association President John B. Lamb Ar- 
ranged Tour for Members Conducted 
by Construction Executive 


John B. Lamb, Continental Casualty, 
president of the Association of Bond 
Underwriters of the City of New York, 
arranged a recent visit of Association 
members to construction jobs in the 
City. This “down-to-earth” tour of the 
jobs in process of completion brought 
the insurance men into actual contact 
with construction problems as they de- 
veloped. The tour was under the guid- 
ance of Arnold Kagan, president of Five 
Soro Construction Corp., which is doing 
work on the projects visited. 

The bond underwriters visited the 





1958 Head of Philadelphia 
C. & S. Managers Association 





W. WALLACE MOORHEAD 


The Casualty and Surety Managers 
\ssociation of Philadelphia has named 
as its president for 1958, W. Wallace 
Moorhead, who is resident vice presi- 
dent, New Amsterdam Casualty in Phila- 
delphia. 

Other officers elected by the Associa- 
tion are: First Vice President, James 
F. Levis, resident manager, Fidelity & 
Casualty Co.; second vice president, Paul 

’. Davis, resident manager, Great 
American Indemnity, and secretary- 
treasurer is Thomas J. Beagan, resident 
secretary, National Union Group. 

Mr. Moorhead, who succéeds John G. 
Harkins, is a vice president of United 
States Casualty Co. He was born in 
Minneapolis and attended the University 
of Minnesota. 

He joined United States Casualty in 
1927. He served variously as field man- 
ager in New Jersey and metropolitan 
New York office. He was branch man- 
ager in Philadelphia and agency depart- 
ment head at the home office. Mr. 
Moorhead also served the company in 
Boston following World War II, and had 
charge of the New England department 
of both companies. 





_ WC LAW SUPPLEMENTS 

Supplements to the last workmen's 
compensation law pamphlets of the states 
of Idaho, Minnesota and Utah and new 
editions of the workmen’s compensation 
aw pamphlets for Colorado, New Hamp- 
shire and Pennsylvania have been pub- 
lished to reflect important changes in 
the laws in those states, the Association 
of Casualty and Surety Companies has 
announced, 


Greenpoint Incinerator in Brooklyn, 
where the contractor is completing a 
$4,000,000 contract for the New York 
City Public Works Department, under 
100% performance and payment bonds. 
Because of boulders and subsurface con- 
ditions, steel piles were used instead 
of the specified concrete piles. _ 

Two projects were then visited on 
Wards Island; one a $2,000,000 power 
plant, the other a $14,000,000 contract 
involving construction of two new hos- 
Both 


pital buidings. contracts are 


bonded. 
See Construction Equipment for Auction 
A stop during the tour was made at an 
equipment yard operated by a subsidiary 
of Five Boro, which will shortly under- 
take a novel project when it holds an 
auction on construction equipment val- 
ued at over $1,000,000. The plan will 
bring together contractors with equip- 
ment they wish to sell and by virtue 
of holding the auction on one site will 
obtain the highest prices available. 
The final stop was made at the Mu- 
seum of Modern Art in Manhattan, 


where a million-dollar project, with bond 
running to the City’s Department of 
Parks, involved a new roof, lighting for 
two wings and alterations in the junior 
museum and cafeteria. All the lumber 
had to be fireproofed, an intricate sys- 
tem of scaffolding was devised, and all 
work was done while exhibits in the mu- 
seum were open to the public. 

Most of Five Boro’s subcontractors 
are bonded, said Mr. Kagan, because the 
bonds are found to insure a more effi- 
cient and better class of work, as well 
as reduction of delays. 








REIMBURSE EMPLOYERS MORE § 
THAN *33,000,000 A YEAR 





When you consider that 300 to 500 million dollars are 
lost each year through employee dishonesty . .. when 
you realize that 9 out of 10 companies that should carry 
employee bond protection do not have it... you begin 
to get a good idea of the opportunity you have to sell 


this protection. 


Present business conditions and operating costs make 
it almost mandatory for the business man to take on 


. 
this protection, or to review his coverage and make . 
sure it is in line with his situation today. . 
. . . es ® 
The help we give our agents in selling and servicing | 190 Broadway, New York 5, N. Y. 
9 
a 
o 
e Name 
z Agency 
FIDELITY * SURETY » CASUALTY © FIRE © INLAND MARINE © Street 
COMPANY HOMEOWNERS «© ACCOUNTANTS LIABILITY © AVIATION ee): 
422 Main Street, Buffalo 2 e 224 Harrison Street, Syracuse 2 e@ City 
100 State Street, Albany 7 e 111 John Street, New York 38 3 
e 16 Main Street East, Rochester 14 


FOR LOSSES CAUSED B 
DISHONEST EMPLOYEES 













coupon today. 


AMERICAN SURETY COMPANY 


Agency & Production Department eee 


Please send me the current issue of ‘““MAILroap to Prorits” which 
features employee bonds and how to sell them. 


employee bonds is backed by over 70 years’ experience. 
For the current fidelity bond issue of ‘‘Mailroad to 
Profits,” the monthly sales help 
sent to all American Surety 
Agents, contact our nearest - 
branch office, or mail the 
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C. C. Clarke Retires; 
Succeeded by Woodyard 


IN ZURICH-AMERICAN COMPANY 





Neville Pilling Pays Tribute to Clarke’s 
20-Year Service With Organi- 
zation; Their Careers 









C. C. Clarke, assistant United States 
manager and superintendent of Group 
operations for the Zurich-American In- 
surance Companies, is retiring after 20 
years’ service. In making this announce- 
ment Neville Pilling, chief executive of 
the companies, stated: “It is not without 
the deepest regret that we lose Mr. 





PICS Chicago 
W. C. WOODYARD 


Clarke’s valuable services. His 30 years’ 
experience in Group production and 
adminstration has been a prime factor 
in the growth of our Group operations.” 

The Zurich-American’s Group and in- 
dividual A. & H. departments will be 
coordinated under W. C. “Woody” 
Woodyard, who has been superintendent 
of individual A. & H. since last April. 
His new title will be “Superintendent, 
Accident and Health Department”. Con- 
solidation of the individual and Group 
operations will strengthen the companies’ 
position in both fields and will result in 
greater efficiency, according to Mr. 
Pilling. 

Mr. Clarke joined the Zurich as super- 
intendent of the Group department in 
January, 1938, after 11 years with the 
Group department of the Sun Life of 
Canada. In 1947 he was made vice 
president of the newly organized Zurich 
Life. He became an assistant United 
States manager of the Zurich in January, 
1950. 


W. C Woodyard’s Background 


Mr. Woodyard joined Zurich-Ameri- 
can in 1957 after 16 years with the 
Continental Casualty where he became 
well known throughout the A. & H. 
field. 

Upon completion of his education at 
University of Kentucky, he became a 
special agent for Continental in Pitts- 
burgh. He was transferred to the home 
office in Chicago as executive special 
agent in 1948 and a year later was made 
superintendent of agencies for the com- 
mercial division. Appointed director of 
adminstration for A. & H. branch offices 
in 1953, he became manager of all A. 
& H. branch adminstration in 1955. 

During World War II Mr. Woodyard 


Profitable 1957 for 
Combined of America 


PREMIUMS TOP $21 MILLION 





W. C. Stone Highspots Year’s Progress; 
Earnings Increased to $1.32 Per 
Share; Assets Up 





W. Clement Stone, president of the 
Combined Insurance Co. of America, 
Chicago, announces that the company 
has declared the first quarter dividend 
of 10 cents per share, to shareholders 
of record as of February 28, payable 
March 10. 

Mr. 


Simultaneously, Stone disclosed 








W. CLEMENT STONE 


the highlights of 1957 operations for the 
Combined of America and its subsidi- 
aries. Premium volume set a new record 
of $21,701,095, a gain of 25.3% over 
1956. 

Admitted assets of the Combined of 
America increased from $10,784,797 at 
the end of 1956 to $13,153,041 last year- 
end. 

Earnings of the company for 1957, be- 
fore dividends, were $1,319,752, compared 
to $1,064,267 in 1956. Earnings, per share, 
on the 1,000,000 shares outstanding in- 
creased from $1.06 per share to $1.32 
per share. 

Operations of the Combined have been 
profitable since 1952 and for the past five 
years have been conducted at an average 
indicated underwriting profit of 11.7% 
of premium volume, according to a re- 
cent study made by Smith, Barney & 
Co., New York, member of New York 
Stock Exchange. 

Besides the parent company the Com- 
bined Group includes: the Combined 
American, Dallas; Hearthstone of Bos- 
ton and First National Casualty of 


Fond du Lac, Wis. 


TRAVELERS APPOINTMENTS 

Morgan W. Wood, The Travelers, 
who has been assistant manager for 
casualty, fidelity and surety lines in 
Camden, N. J., will handle fire and ma- 
rine lines at that office. William P. 
O’Toole has been named field super- 
visor, fire and marine in Pittsburgh. 








served three years with Army Ordnance 
in the European and South Pacific 
theaters. He is married, has two daugh- 
ters, and is a member of the executive 
committee of the Chicago Accident & 
Health Association. 





Four Staff Promotions 





Vivian M. Leith Named Company Secre- 
tary; R. J. Splittgerber and E. L. 
Doyle Have Expanded Duties 





Jerome M. Powell, president of Loyal 
Protective Life of Boston, has announced 
four staff promotions made by the board 
of directors at its recent annual meeting 
They follow: 

Vice President Walter E. Collins has 
been given the additional new post of 
agency executive, created by Board ac- 






















VIVIAN M. LEITH 


tion; Superintendent of Agencies Roland 
J. Splittgerber has been named second 
vice president in charge of agency de- 
velopment; the authority of Edward L. 
Doyle as superintendent of agencies has 
been extended to encompass additional 
agency administrative duties, and Vivian 
M. Leith has been appointed secretary 
of the company. 

Mr. Collins joined the Loyal in 1941 to 
inaugurate its Group department. Later 
that year he was assigned the additional 
duties of assistant to the president. In 
1946, he became assistant secretary, was 
appointed secretary in 1948, and named 
vice president in 1956. His previous ex- 
perience included five years in the Group 





Alfred Brown 
ROLAND J. SPLITTGERBER 


department of Connecticut General. A 
graduate of Trinity College, he did post- 
graduate work at the Hartford College 
of Insurance. 

Mr. Splittgerber, a graduate of the 





By Loyal Protective 


V.P. COLLINS GETS NEW POST 

















Alfred Brown, Brookline, Mass. 
WALTER E. COLLINS 


Chicago Aeronautical Institute, began his 
insurance career with Loyal in 1946 as 
a field representative at Los Angeles. In 
1949 he was appointed field supervisor 
on the West Coast, assisting in recruit- 
ing and training in that territory. He 
built a successful general agency at 





Alfred Brown 
EDWARD L. DOYLE 


Long Beach, Calif., after he became a 
general agent in 1954. In 1956 he moved 
to Loyal’s home office to assume the 
duties of superintendent of agencies, 
agency development. 

Doyle joined the Loyal in 1949 from 
the John Hancock Mutual, bringing with 
him broad knowledge of the insurance 
business, especially in agency contact 
and management. Prior to that, he had 
been with another national sales organi- 
zation after graduating from Holy Cross 
College. He joined Loyal as director of 
Group sales and in 1951 became agency 
assistant. He was appointed superin- 
tendent of agencies in 1956. 

Mrs. Leith, one of the few insurance 
women who have achieved the rank of 
company secretary, has been with the 
Loyal for 16 years, serving most of that 
time as secretary to the president. In 
1956, she was appointed assistant treas- 
urer. As a result of her close association 
with the chairman and president for 
several years, she is well qualified to 
assume the responsibilities of her new 
post. 


BURKE PROMOTED BY F. & D. 

Joseph L. Burke, special agent in the 
Chicago branch of Fidelity & Deposit, 
has been promoted to assistant manager 
of the branch. He previously served as 
special agent in F. & D.’s Boston branch 
before appointment to Chicago in 1949. 
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y, J. Skutt Reports 1957 
Prems. of $180,341,043 

MUTUAL OF OMAHA NEW PEAK 

Nearly $1 Billion Paid Out in Policy- 


owners’ Benefits Since Co. Founding 
In 1909, He Says 








V. J. Skutt, president of Mutual of 
Omaha, revealed in his report to the 
board of directors at the company’s an- 
nual meeting that an all-time record for 
premium income was set in 1957 when 
Mutual’s writings reached $180,341,043, 
an increase of $8,750,000 over the 1956 


core, 

Mr, Skutt told the board that 1957 
premium renewals were 96.20%, “the 
highest in the company’s history.” He 
cited this as “proof of our policyowners’ 
confidence in the company.” 

Accident insurance alone, which in- 
cludes air travel, was up 19.14%; Group 
insurance up 34.25%, and income pro- 
tection and hospital-medical insurance 
also showed sound gains. 

Mr. Skutt estimated that the four- 
million-dollar, 13-story addition to his 
company’s home office headquarters in 
Omaha should be completely occupied 
by April. This is the second addition to 
the building since it was constructed in 


“Our continued growth shows the 
American public’s desire for voluntary 
health insurance,” he emphasized. 

Since the company was founded in 
1909, policyowners have received in ex- 
cess of $910,600,000 in benefits. Bene- 
fits paid in 1957 climbed 4.95% over 
those paid in 1956. Benefits paid since 
the company’s founding will pass the 
billion dollar mark in 1958, Mr. Skutt 
said, 

International operations were stepped 
up in 1957, with air travel insurance now 
available in 37 foreign countries. 
Through the government’s Medicare 
program, Mutual of Omaha paid out 
$11,868,556.68 in benefits in 1957. It is 
the disbursing office and fiscal agent 
for the U. S. Defense Department’s 
Medicare hospital and private nursing 
services in 17 states. 





Halvorson, Ghent, Follett 
Promoted by Monatch Life 


Monarch Life Insurance Co. has an- 
nounced the promotion of Garner H. 
Halvorson from training assistant at the 
company’s home office school in Spring- 
field, Mass., to general agent in Kala- 
mazoo, Mich., where he will be in charge 
of operations over 18 counties in south- 
western Michigan. 

At his new post, Mr. Halvorson suc- 
ceeds Maurice E. Follett, who has been 
appointed claim representative for Mon- 
arch in the midwest. At his old post, he 
has been succeeded by Charles L. Ghent, 
Jr, who served last year as the com- 
pany’s general agent in Louisville, Ky. 

Mr, Halvorson joined Monarch in 1952 
and for three years was one of the com- 
pany’s leading field underwriters, qualify- 
ing first for the President’s Club and 
then for management training. Promoted 
to agency supervisor in Sioux Falls, 
. D, he served there from June 1955 
until September 1956, when he was ap- 
Pointed to the home office school staff. 

A graduate of Yankton College and 
a World War II, Air Force veteran, he 
was a high school teacher-coach in New 
Underwood, S. D., prior to entering the 
Insurance business six years ago. 

Mr, Ghent will help prepare trainees 
or career positions in the company’s 
sales organization. He has been with 
Monarch since 1954 and served first as 
a field underwriter then as supervisor of 
the company’s Portland, Ore., agency be- 
ore opening a new office in Louisville 


last February, 1957. 





R. G. EATON DEAD 
Ronald G. Eaton, retired senior vice 
President of American Equity Insurance 
Toup, Miami, Fla., and a veteran of 50 
years in the insurance field, died recently 
at age 67, 





WILLIAM CASEY DIES 


Was Charter Member of A. & H. Club 
of New York; Many Years an A. & H. 
Underwriter in William St. Sector 
William Casey, one of the old-timers 
in the Accident & Health Club of New 
York, in fact one of its charter mem- 
bers, dropped dead on February 11 in 
an uptown New York branch post office. 

Since his retirement several years ago 
from the Accident & Casualty Co. Mr. 
Casey had been a frequent and always 
welcome visitor to the William Street 
sector. He will indeed be missed by 
many old friends in A. & H. circles. 

“Bill” Casey started his accident and 
health career before 1920 with the old 
agency firm of E. E. Clapp & Co. on 
William Street, which represented the 
Fidelity & Casualty. From there he went 
to Maryland Casualty’s New York office 
and served as assistant to William Kick, 
now with the Fireman’s Fund Group in 
New York. Thereafter Mr. Casey was 
with the old New York Indemnity and 
Independence Indemnity. In the latter 
company he was assistant secretary in 
charge of A. & H. in New York. 

He joined the Accident & Casualty in 
January, 1937, as superintendent of the 
A. & H. department and was with that 
company in both home office and field 
work up until the early 1950’s. 

His only survivor is a brother, Robert 
S. Casey. 








Employers Mutuals Names 
John W. Goodrich, Sales Mgr. 


John W. Goodrich has been appointed 
field sales manager in the Minneapolis 
branch office of Employers Mutuals of 
Wausau, it has been announced by Stan- 
ley F. Staples, vice president, sales and 
advertising. 

Mr. Goodrich, presently a salesman in 
the Wausau branch office, will take over 
his new duties about March 1. He is a 
native of Menomonie; Wis., an Air 
Force veteran, and a graduate of Stout 
Institute. 





Booklet on Reinsurance 


By North American Re 


North American Reassurance an- 
nounces the publication of a new booklet 
outlining the underwriting of life, ac- 
cident and health and Group reinsur- 
ance. The booklet details the company’s 
services, its modern, accelerated method 
of underwriting, facilities, its staff of 


underwriters and consultants, and re- 
funds and pooling arrangements. 
Entitled “Reinsurance Exclusively”, 


the publication points out many of the 
advantages which North American can 
offer its direct writing client companies 
because of its completely non-competi- 
tive position in the industry. It also 
stresses the growing importance of life 
reinsurance as many _ well-established 
companies extend their underwriting in- 
to the unfamiliar life field, while sea- 
soned life companies seek to expand 
their business through broader under- 
writing. Also described is the broad 
range of consulting services offered by 
North American which are designed to 
assist newly organized as well as estab- 
lished companies with their organiza- 
tional, managerial and _ underwriting 
problems. 

North American Reassurance main- 
tains offices in New York City and 
Dallas. 





Feb. 28 Set for New Jersey 
Blue Cross Rate Hearing 


Hospital Service Plan of New Jersey 
(Blue Cross) has requested rate in- 
creases of 28.9% overall for Group en- 
rollments; 154% for single contracts, 
and 30.6% for family contracts. 

New Jersey Insurance Commissioner 
Charles R. Howell has set February 
28, as the date for a public hearing on 
the rates. The hearing will be held at 
the New Jersey Insurance Department 
offices in Trenton. Blue Cross proposes 
the rate increase be effective July 1. 


Combined Shires By Blue Shield 


And Connecticut General Life Okayed 


A plan which integrates Blue Shield 
and insurance company benefits was an- 
nounced recently by Connecticut Med- 
ical Service, Inc. The “Connecticut 
Plan” has been described as a “pioneer- 
ing venture” in a joint announcement 
with Connecticut General Life Insurance 
Co. The plan is to provide catastrophe 
insurance through covering the Blue 
Shield portion and Connecticut General 
Life writing the medical catastrophe por- 
tion of the combination. 

Connecticut Insurance Department has 
approved the plan, which is believed to 
be the first of its kind. It will be offered 
first on a limited scale, mainly to clients 
of Connecticut Blue Shield and Connec- 
ticut General Life. The protection will 
be written in connection either with 
Blue Cross or Connecticut General’ hos- 
pital expense protection. 

Under the program, the services of 
participating physicians covered by. the 
Connecticut Contract will be reimbursed 
in full by CMS for medical and surgical 
benefits provided for members whose 
annual income levels do not exceed 
$7,500, family; $6,000, husband and wife; 
and $5,000, individual. 

Allowances for fees for surgical oper- 
ations and fractures have been increased 
by about 25%. Fees for in-hospital med- 
ical and x-rays in a doctor’s office have 
also been raised. 

A new feature, called “equivalent full 
payment,” has also been incorporated. 
Under this, when a member has profes- 
sional services performed by a doctor 
outside Connecticut, or by one of the 
Connecticut doctors who do not partici- 
pate in CMS, the member will receive 
payment in the same amount as would 
be paid to a CMS member physician. 
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The Connecticut General medical 
catastrophe protection in the new plan 
provides for payment of medical ex- 
penses beyond the first costs up to a 
maximum, usually $5,000 or $10,000, with 
the insured paying 25% or 20% and the 
insurance company paying the balance. 

The major medical clause applies not 
only to physicians’ fees but to hospital 
and nursing costs and other charges for 
care. 


March 1, Deadline for 
1957 LPRT Applications 


Applications for the Leading Pro- 
ducers’ Round Table award for 1957 are 
running ahead of last year’s rate. The 
deadline for applications is March 1, A 
final list of qualifiers will be announced 
before the convention of International 
Association of Accident & Health 
Underwriters in Los Angeles next June. 

LPRT plaques and certificates will be 
ready for delivery during May. The 
qualification amounts are: $10,000 for 
the Bronze award, $15,000 for the Silver 
Award, and over $25,000 in annualized 
premiums for the Gold Award. Group 
premiums can count up to one-third for 
any of the awards. 








New State General Agents 
John H. Lumley, executive vice pres- 
ident, Benefit Association of Railway 
Employees, announces the appointment 
of two state general agents. They are 
Floyd G. Lawhew for Tennessee (located 
in Nashville) and William Mauck for 
Iowa, with headquarters in Des Moines. 
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Major Medical Problems Explored 


HIAA Panelists—Ashman, Farquhar and Halverson—Point 
to Need for Realistic Approach on Premium Rates, 
Underwriting and Claim Payment Practices 


Chicago, Feb. 17—One of the high- 
spots of today’s opening session here of 
the Group Insurance Forum of Health 
Insurance Association of America was 
the panel discussion on “Group Major 
Medical Expense and Comprehensive 
Major Medical.” Participants in this 
discussion were Carl R. Ashman, second 
vice president and actuary of the Lincoln 
National Life; Gordon N. Farquhar, 
secretary of Aetna Life’s Group A. & H. 
division, and A. B. Halverson, second 
vice president of Occidential Life of 
California. They spoke frankly on the 
experience of their respective companies 
in this adolescent but rapidly expanding 
line, giving in detail some of the major 
problems encountered and how they are 
being overcome. 

There was food for thought in the 
opinion expressed by Mr. Halverson 
that “we cannot go our individual ways 
and expect major medical to succeed. 
Any company that attempts to correct 
an area of possible abuse 
stopped in its tracks when it is told 
that its competitors are ignoring the 
situation.” 

In turn, Mr. Ashman urged that com- 
panies writing major medical should be 
realistic in their thinking and above all, 
“you cannot afford to be complacent.” 
He was inclined to regard the difficulties 
encountered along the “the 
natural growing pains of this already 


or evil is 


Way as 


lusty infant which we are nurturing 
to adulthood.” 
Mr. Farquhar agreed with his col- 


leagues that the “adolescent period of 
this newest form of health insurance is 
far from complete,” and he also urged a 
realistic attitude in deciding the course 
which comprehensive major medical 
should take. 


Ashman Sees Lack of Statistical 
Background 


In his sizeup of the major medical 
Mr. Ashman pointed to the 
lack of statistical background as one of 
several influences complicating the de- 
termination of premium rates and a 


“reasonable assurance of their continu- 
ance.” Other factors, he said, include 
the disregarding, in some cases, of sound 
underwriting principles and the over- 
use of medical facilities by policyholders. 

Saying that honest confession is re- 
putedly refreshing to the soul, Mr. Ash- 
man admitted that his company’s major 
medical premium rates, “which we de- 
termined some months ago to be on the 
whole inadequate to support the prom- 
ised benefits, have now been advanced 
to the point where, our field men take 
pains to tell us, are usually completely 
non-competitive.” 

On the other hand, he added, “our 
claim experience, while still immature, 
indicates that our rate increases, al- 
though substantial, were sorely needed.” 

Discussing actuarial experience, Mr. 
Ashman stated that there were “certain 
components of the structure, such as 
hospital and surgical expense, where we 
had some guideposts by which to travel, 
but the package also embraced types of 
medical care almost if not com- 
pletely, foreign to our experience where 
we have had to grope in the wilderness.” 


situation 


Although noting that data is gradually 
being accumulated, Mr. Ashman cau- 
tioned that the availability of statistics 
of a “comfortable degree of significance 
and refinement cannot help but be a long 
process.” 

Further experience, he declared, is 
needed in more accurately evaluating 
the effect on the cost structure of such 
characteristics as the age, sex, income 
level and geographical area classification 
of policyholders. 

Referring to the age factor, Mr. Ash- 
man pointed out that not until the ad- 
vent of major medical did premium rates 
better reflect the “debilitating and de- 
teriorating effects of advancing age.” 
While the “ultimate refinement in gradu- 
ated costs” has not yet been introduced, 
much progress has been made in this 
area, according to Mr. Ashman. 

With reference to sex, he brought out: 
“We must continue to recognize that, 
for biological, emotional and _ perhaps 
other reasons which we need not now 
explore, morbidity rates for females are 
consistently higher than for males. What 
effect the advent of major medical will 
have on the extent of the differential is, 
of course, still largely a matter of con- 
jecture. If the increased morbidity rates 
are due principally to a high incidence 
of small claims, then the introduction 
of deductibles should have a salutary 
effect. If, on the other hand, long and 
expensive disabilities are primarily re- 
sponsible, then major medical may well 
accentuate the difference. About all we 
can do is wait and see and in the mean- 
time do the best we can with the limited 
data available.” 

The speaker further observed that the 
introduction of major medical insurance 
has made it desirable, even essential, 
that “we attach great weight to two im- 
portant truths which heretofore have 
been largely ignored. These are that 
the costs of medical care are affected to 
an important degree by the income level 
on which the person insured happens to 
dwell, and that they vary widely by 
geographical area.” Another situation 
which his company has encountered is 
where an employe occupies a somewhat 
menial position but has the financial 
good fortune to be married to a wealthy 
woman so that he lives on her economic 
plane rather than on one more com- 
mensurate with his job classification. 


Warns Against Reducing Deductibles 


In further reference to what he termed 
“unsound underwriting principles” Mr. 
Ashman warned that the tendency to 
reduce deductibles on major medical pol- 
icies, or “provide full payment of the 
first three or five hundred dollars of 
hospital expense” places the insurance 
business on “very questionable ground.” 
Noting in this regard that many con- 
sider such frills as necessary to make 
major medical “more palatable during 
this period of transition when we are 
trying to wean our customers away from 
conventional ‘first dollar’ coverage.” Mr. 
Ashman continued: “I am fearful, how- 
ever, that if we do not watch ourselves, 
what was intended only as a temporary 
visitor may become a permanent, though 
unwelcome guest.” 

Mr. Ashman then said that rate inade- 
quacies are “considerably minimized” by 
adjustments from time to time on indi- 
vidual cases, but termed this a “rather 
poor substitute for the determination of 
proper rates in the first place.” 

Turning to the claim experience of his 
company, the speaker indicated that 
claim payments on comprehensive plans 
are rising at a “considerably faster rate” 
than premium receipts. The speaker un- 
derscored the tendency for claim rates 
to be highest in direct ratio to the cost 





of medical care in a particular area, and 
wherever deductibles have been lowered 
or full payment of hospital expenses has 
been introduced. 

In this regard, Mr. Ashman empha- 
sized that premium scales must be ad- 
justed accordingly, and claim ratios made 
more uniform from “one cost area or 
from one specific benefit pattern to an- 
other.” 

However, the speaker made clear that 
his observations on claim experience 


apply primarily to Lincoln National’s 
comprehensive plans. “Our experience,” 
he said, “on corridor and integrated 


plans has been entirely satisfactory, nor 
is there any indication that it will be 
otherwise within the foreseeable fu- 
re..." 

In closing Mr. Ashman urged that “we 
must be continuously conscious of the 
need for a close liaison between our 
actuarial and underwriting and claim de- 
partments in formulating our premiums 
because a program may very well be 
theoretically acceptable from an actu- 
arial and underwriting standpoint and 
yet at the same time introduce claim 
problems of such magnitude that it 
would be wholly impractical and there- 
fore unwise to undertake it. I am happy 
to say that such a relationship exists in 
our company and that we rely very 
heavily on the words of wisdom and 
counsel of our claim department col- 
leagues.” 


Farquhar Sees Great Promise in Com- 
prehensive Major Medical 


In viewing the prospects for compre- 
hensive major medical expense insurance, 
Gordon N. Farquhar cautioned that the 
adolescent period of “this newest form 
of health insurance” is far from com- 
plete. He noted that major medical, 
when used to supplement basic hospital 
and surgical plans, has demonstrated 
sound, steady growth and mature char- 
acteristics. “The single plan compre- 
hensive arrangement, on the other hand, 
while showing great promise, still needs 
much additional grooming,” said Mr. 
Farquhar. 

Emphasizing the need for a realistic 
approach to the developmental stages of 
omprehensive medical expense, the 
speaker pointed to this type of coverage 
as an example of the health insurance 
companies’ response to the constant ad- 
vances in the field of medical care. 
However, he said, “we must continually 
experiment in order to improve our 
ability to provide coverage at a price the 
public will pay. 

“When talking of the cost, I do not 
intend to convey the impression that the 
cost is too great. What I mean to imply 
is that the cost can be great—or greater 
than it should be—if plans are improp- 
erly designed.” 

Mr. Farquhar further pointed out that 
if the only objective were to sell more 
and more comprehensive insurance to- 
day, it would be simple to use an un- 
realistically low price and to include a 
substantial amount of first dollar cover- 
age in full. He explained: “This is 
fundamental, but it leads directly to 
some basic principles. The way to make 
comprehensive meet its objectives of 
providing better and more efficient pro- 
tection for the premium dollar is to offer 
plans that are based on the sound prin- 
ciples of the deductible and co-insurance. 
If the deductible and co-insurance are 
compromised too extensively for the 
sake of making a comprehensive plan 
more attractive for first dollar expenses 
—and if the additional price for these 
compromises is not set at a higher level 
than even our best arithmetic and our 
knowledge of increasing incidence rates 
indicate—the unhappy prospect will be 
the delivery of rate increases, in many 
cases, at the first renewal. 

“Thus, instead of a fine group case to 
be used as an example to another em- 
ployer and prospect of the advantages of 
comprehensive to his organization, we 
have an example of how to increase the 
cost of health insurance by paying more 
small claims, By not applying the de- 
ductible and co-insurance to the first 
dollars of certain kinds of expenses, 





the objectives of comprehensive are even 
further from being realized than under 
traditional basic benefit plans.” 


How Large Should the Deductible Be? 


Before closing Mr. Farquhar asked 
the question, “How large should the 
deductible be? Generally speaking, $50 
seems best. Some pressure has devel- 
oped to reduce it below this level for 
lower-paid employes, but to do this 
makes it difficult, if not impossible, to 
use an adequate amount for higher-paid 
employes in higher-cost areas. The de- 
ductible must be large enough to pre- 
vent practically every employe or de- 
pendent from becoming a claimant for 
every illness, no matter how minor, but 
low enough so that the protection of the 
plan commences when the pocketbook 
has been hard hit. 

“It is this latter point of relating the 
commencement of benefits to the size of 
the pocketbook which has led my com- 
pany to recommend and use the all-cause 
deductible based on the amount of ex- 
pense incurred over a period, rather than 
the cause of the expense.” 

As to the proper period for initially 
meeting the deductible, Mr. Farquhar 
said: “The approach of applying the 
deductible to all expenses in the calendar 
year has received wide acceptance and 
is logical, but this acceptance should not 
stop experimentation, For example, the 
month is also a natural budget period, 
so perhaps it is feasible to apply a mod- 
est deductible—$10 or $15—to all ex- 
penses each month, with 80-20% coinsur- 
ance thereafter. We have experimented 
with several such plans, the first having 
been installed two years ago. The ad- 
vantage of this plan is its simplicity, 

“Another factor which should hasten 
the acceptance of the deductible prin- 
ciple lies in the more careful appraisal 
which health insurance buyers are mak- 
ing of costs today. These costs con- 
stitute a much more significant percent- 
age of wages than ever before. The cost 
control functions of the deductible and 
coinsurance grow in importance as em- 
ployers pay a greater share or all of the 
cost. 


Further Areas to Explore 


“Our obligation to design and_ sell 
sound comprehensive plans will not be 
ended merely by obtaining wide accep- 
tance of its essential features. There are 
further areas to be explored. 

“For instance, our efforts must be 
focussed on developing the best methods 
of avoiding duplication of benefit pay- 
ments as comprehensive and major medi- 
cal become more widespread. The broad 
coverage of these plans avoids the ne- 
cessity for an employe to carry double 
coverage which may have existed under 
the limited coverage of earlier plans. 
Moreover, over-insurance can negate the 
intended effect of coinsurance. It is eco- 
nomically wasteful to permit an_ indi- 
vidual to make a profit on his expenses. 
This should be particularly important to 
employers who so often must absorb the 
cost of these plans. ; 

“There are several possible solutions 
to this problem, as evidenced by the ex- 
clusion contained in many plans of ex- 
penses to the extent of benefits payable 
under plans for which any employer ol 
the employe or his dependents makes 
payroll deductions or contributions. Also, 
it is essential that government benefits 
be excluded, such as Medicare or the 
Canadian plans. All of this is a mini- 
mum, and we must develop more effec- 
tive means of administering non-dupli- 
cation along with workable arrangements 
for fair and prompt treatment when an 
individual, is covered by two plans, both 
of which contain a non-duplication ex- 
clusion.” 


Halverson on Claims Handling 


In expressing his views on claims 
handling and underwriting of major 
medical A. B. Halverson stated: “Today 
we find ourselves in the ridiculous post 
tion of trying to take care of both the 
small bills and the catastrophes with out 
(Continued on Page 46) 
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Challenging Keynote 
Talk by Manton Eddy 


DYNAMIC GROUP INS. PICTURE 





Cautions HIAA Audience Not to Confuse 
Quantity of Care for All People With 
Quality of Care for the Nation 


Chicago, Feb, 17—In his challenging 
keynote address at the opening session 
of the annual Group Insurance Forum 
of the HIAA, C. Manton Eddy, vice 
president and secretary of Connecticut 
General Life, described the Group Insur- 
ance picture “as a dynamic, fast moving 
kaleidoscope that shifts from Washing- 
ton to the various state capitols and back 
again; from the halls of labor to the 
inner councils of management, and from 
the hospitals to the doctors’ offices.” It 
is never drab, he said; rather “its fascin- 
ation and its activity have challenged so 
much of the best brains of the insurance 
husiness that the day-to-day coverage of 
4 dificult and challenging topic is 
thoroughly done and is extremely well 
reported and documented.” 

Speaking as chairman of HIAA’s 
Group insurance committee, Mr. Eddy 
emphasized that the growth of health 
insurance has been phenomenal. To 
vive emphasis to that statement he cited 
that a year ago over 66 million Americans 
had insured hospital coverages and that 
40% of hospital patients had insurance 


protection. “Those figures are very 
eloquent,” he said. “First, they are 
dramatic proof of how far we have 


come; second, they are evidence of much 
more that we can do.” 

He went on to say that one penalty 
of growth and success is public or politi- 
cal scrutiny. “Recently we have had 
full-fledged public review of industry 
practices in New York State. Investiga- 
tions of welfare fund activities have in- 
cluded insurance practices. The problem 
of health care of the aged is the subject 
of bills before Congress. Broadening of 
our coverages and extension of protec- 
tion to people not now covered will be 
best done when done by the industry 
itself on a forward looking basis rather 
than by legislative fiat.” 

The speaker made clear in this con- 
nection that the industry has nothing 
to fear from disclosure of proper infor- 
mation properly handled. “However, we 
do not wish and should not have intru- 
sion on the detailed operations of our 
business, an intrusion which does not 
contribute to the public interest and 
which is not imposed on other competi- 
live enterprises.” 


Benefits Expanding at Even More Rapid 
Rate 

Mr, Eddy then brought out that “it 
would be natural that the great growth 
M insurance protection would be matched 
by a comparable growth in benefits real- 
zed in terms of claims. The latter, in 
lact, have seemed most recently to ex- 
pand at an even more rapid rate. . . 
It would also seem as though those who 
lave prepaid their health care—those 
who buy health insurance—all too fre- 
quently look upon it as a good invest- 


ment from which the return must be 
seater than the outlay.” 
€ then made this telling point: 


“In our business we wish to achieve an 
increasing quantity of protection but not 
necessarily an unrestricted quantity of 
calth care. Along with the doctors and 
> hospital, insurance is concerned with 
Promoting quality of care. Quantity of 
ain does not necessarily mean more 
Wuality of care. Sometimes the greater 
quantity would result in a lesser quality 


of care,” 
Forsees Great Growth in Population 


esooking to the future Mr. Eddy for- 
eee tremendous growth in the nation’s 
Pulation. He estimated that by 1957 


of Dy pulation will have reached a figure 


000,000 compared with over 172,000,- 








C. MANTON EDDY 


000 today. “It can be assumed,” he said, 
“that adequate health care for such an 
increased population will require a some- 
what comparable increase in the doctor 
population and in the extent of hospital 
facilities. Our medical schools will also 
be hard pressed to provide the necessary 
output of doctors. 

“The resources of our country are 
great but they are not infinite. We must 
not in the field of health care squander 
our dollars and our professional people. 
We must be economical in the use of 
both. An increase in the numbers of 
paramedical personnel can relieve doc- 
tors for more important medical uses. 
The expansion of facilities of a convales- 
cent and nursing type and for the health 
care of the aged can release the expen- 
sive facilities of the acute general hos- 
pital for the care of the sick where those 
facilities are desperately needed and can 
result in proper health care for all ac- 
cording to their needs at an over-all 
lesser cost to our people as a whole. 

“Along with the projected increases 
in population we can foresee shifts in 
population and a continuing redistribu- 
tion between city, suburbia and exburbia. 
Such shifts may have their influence on 
the individual practice of medicine. It 
is interesting that the American Medical 
Association has indicated an acceptance 
of the principle of Group medical prac- 

(Continued on Page 48) 


Cost of Medicare 
Claim Operation Down 


JOHN J. WRABETZ REVEALS 





Mutual of Omaha Administrator Sees 
Cost per Claim Down to $1.30 from 
Original Estimate of $1.43 


Chicago, February 18—John J. Wra- 
betz, administrator, Medicare department 
of Mutual of Omaha, revealed at the 
HIAA Forum here today, that under the 
Medicare plan, cost to the Government 
of Mutual of Omaha’s claim operation 
is running less than that agreed upon. 
In June 1957, Mr. Wrabetz reported, a 
negotiated rate of $1.43 per claim was 
agreed upon. Experience of Mutual of 
Omaha, through last December, now in- 
dicates that the cost is actually less than 
$1.30 per claim. 

In the course of his talk Mr. Wrabetz 
briefly outlined the history and working 
of the full Medicare program—officially 
known as The Dependents Medical Care 
Program. The speaker recalled: “The 
Medicare Program, was activated De- 
cember 7, 1956, under the direction of 
the Secretary of Defense and the Secre- 
tary of Health, Education, and Welfare. 
The administration was delegated to the 
Surgeon General, Department of the 
Army, under who the office for Depend- 
ents’ Medical Care was created with 
Major General Paul I. Robinson, M. C., 
its executive director. This agency is 
responsible for the function of the pro- 
gram and through it contracts were let 
for the fiscal administration. Mutual of 
Omaha contracted to administer the hos- 
pital program in 17 states, and the Blue 
Cross Association contracted for the 
remainder of the United States. 


Who and What Medicare Covers 


“Medicare is not without restrictions,” 
Mr. Wrabetz said. “In an attempt to 
eliminate any possible abuse, it was de- 
signed so that the patient would be re- 
sponsible for the first $25 of the cost of 
hospitalization or $1.75 per day, which- 
ever is the greater amount. The pro- 
gram is basically a hospitalization plan. 
Outpatient treatment is limited to ob- 
stetrical and maternity care and to the 
treatment of bodily injuries. For those 
cases handled by a physician on an out- 
patient basis, the patient must pay $15 
of the total charge. 








Neal Says Metcalf Bills, If Passed, 
Would Influence Many Other States 


Chicago, Feb. 17— Such legislative 
measures as the New York State Metcalf 
proposals have strong political flavor in 
an election year and, if adopted, would 


almost certainly spread to other states, 
Robert R. Neal, general manager of the 
Health Insurance Association of America, 
warned here today in his address at 
HIAA’s annual Group Insurance Forum. 

Presenting his “Report From Wash- 
ington,” Mr. Neal emphasized that the 
Metcalf committee’s proposals, which 
seek mandatory Group conversions and 
individual policies to be issued for life 
on a non-cancellable basis, present not 
only a very difficult problem for insur- 
ance companies but “would restrict 
rather than extend health insurance, and 
would work to the detriment of all the 
people of New York State.” 

On the Federal scene, the HIAA gen- 
eral manager cautioned company repre- 
sentatives in his audience that despite 
temporary changes in political emphasis 





at the Capitol in recent months, it is 
clear that “the long-range trend toward 
constantly broadening social welfare 
legislation has lost none of its basic 
momentum.” 

In such measures as the Metcalf pro- 
posals on the state level and the Forand 
bill, now before the House of Represen- 
tatives in Washington, said Mr. Neal, 
“there can be seen a political parallel- 
ism.” He added that both demonstrate 
the deep concern that is held for the 
problem of how to provide prepaid 
health care for older citizens. 

The Metcalf and Forand measures, in 
Mr. Neal’s estimation, serve once again 
to emphasize the need for broader and 
more active experimentation and greater 
drive on the health insurance business’ 
part to find additional mechanisms to 
speed the solution of this problem within 
the scope of the voluntary system. 

Mr. Neal concluded that a good job 
is presently being done, but added: “It 
needs greater emphasis and acceleration.” 


> sized, 





“In addition, not all medical treatment 
is authorized at government expense. 
Elective or cosmetic surgery, treatment 
of chronic conditions, or nervous or 
mental diseases are not covered. Dental 
care is limited to that which is adjunc- 
tive to the treatment of a medical or sur- 
gical condition. The benefits of this pro- 
gram in civilian facilities are limited to 
the wives or dependent husbands and 
unmarried children of service members 
on active duty. 

“These limitations have created some 
hardships on service members’ when 
their dependents’ care must be borne at 
personal expense. Such circumstances 
are many times tragic, thus pointing 
up the possible need for changes to 
broaden the coverage under the pro- 
gram. Because of the effect any change 
would have on the socio-economic as- 
pects of the program, we understand 
no expansion is contemplated until 
greater experience has been gained under 
the law as it is now administered. 


Differing Mutual of Omaha, 
Blue Cross Methods 


“The two contractors, Mutual of 
Omaha and the Blue Cross Association, 
provide essentially the same _ service. 
However, the method differs,” Mr. Wra- 
betz pointed out. “In our original con- 
tract Mutual was required to subcontract 
three states. At least two of the sub- 
contracts had to be small businesses. 
Such an arrangement proved in this 
instance to be impractical and actually 
increased the cost to the Government. 
A recent modification to our contract 
discontinued the subcontracting pro- 
vision as of December 31, 1957. Now all 
claims are processed through our office 
in Omaha. Practically all claims are 
handled so that payment is received by 
the hospital within five days after the 
hospital mails the forms to us, even in 
cur most distant states. 

“The Blue Cross administration,” the 
speaker explained, “is handled by some 
55 plans that are coordinated through 
their association. These are in effect 55 
subcontractors who deal with the Blue 
Cross Association which in turn deals 
with the office for Dependents’ Medical 
Care in Washington. The payment of 
Medicare claims by at least some of 
these plans is handled in the regular 
flow of work, which would indicate pay- 
ment is made to the hospitals at the end 
of each month. 

“At the outset of this program, some 
members of the American Hospital Asso- 
ciation, as well as the Blue Cross, felt 
that Medicare could best be administered 
by the agency alone. This, of course, was 
not the view shared by the insurance 
industry and by our company. The views 
of the commercial insurance industry 
prevailed in this instance and the Secre- 
tary of Defense designated the geo- 
graphical scope of operation for the Blue 
Cross and the commercial contractor. 
The wisdom of this decision has been 
borne out in reduced costs to the Gov- 
ernment.” 

Medicare is designed to provide not 
the most expensive service, nor least ex- 
pensive, but good medical-hospital serv- 
ice, Mr. Wrabetz said. Under the pro- 
gram, hospitals are reimbursed at their 
regular rate for semi-private facilities. 
In cases where hospitals have just pri- 
vate room accommodations available, 90% 
of such room charges, up to $15 a day, 
are paid. Hospitals have been very 
cooperative in the administration of the 
Medicare program. 


Those Eligible for Medicare 


Only the dependent wife or spouse and 
unmarried children are eligible for care 
in civilian facilities, the speaker empha- 
He said that some hardship and 
ill will has resulted because some parents 
of military personnel thought they were 
eligible for civilian hospital care under 
the Medicare program. However, Mr. 
Wrabetz said that the new dependents’ 
identification card now in use should 
correct this situation. 

Medicare has had considerable 
(Continued on Page 49) 
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HIAA Annual Group Insurance Forum, Chicago, February 17-19 





Attendance High At HIAA’s Group 
Insurance Forum Despite The Weather 


Crews, Presiding Officer at First Session, Voices Appreciation 
for Turnout; Eddy Speaks on Schedule; Dr. Friedrich 
Represents Dentists; Pollack Speaks for Organized 
Labor 


By Sam KLEIN 
Special Correspondent 


Chicago, Feb. 17—Despite adverse 
weather conditions which seriously cur- 
tailed air and rail travel, more than 340 
insurance executives converged on the 
Drake Hotel here this morning in time 
for the opening session of the annual 
Group Insurance Forum sponsored by 
the Health Insurance Association of 
America. Advance registration indicated 
that about 520 persons would attend this 
3-day meeting, devoted to general ses- 
sions, panel discussions and workshops 
on various aspects of Group insurance. 
Late arrivals continued to register dur- 
ing the day and more are expected to 





| More HIAA News Next Week 
| As a follow-up to the HIAA cover- 
| age in this issue more speeches at 
the Chicago Group Insurance Forum 
a be reviewed in our February 28 





arrive in the morning with the easing 
of transportation difficulties caused by 
the blizzards that have crippled many 
parts of the nation. 

John W. Crews, vice president, Bene- 
fit Association of Railroad Employes, 
presided at the opening session today in 
his capacity as chairman of HIAA’s 
subcommittee on Group insurance. Wel- 
coming those present, he expressed ap- 
preciation for what he termed “a most 
encouraging turnout in the face of ex- 
tremely trying circumstances.” Under- 
scoring the problems created by the bad 
weather, the first speaker of the morn- 
ing, C. Manton Eddy, vice president- 
secretary of Connecticut General Life, 
arrived at the very moment that Mr. 
Crews announced a change in the pro- 
gram due to Mr. Eddy’s apparent in- 
ability to reach Chicago. 

As chairman of HIAA’s Group insur- 
ance committee Mr. Eddy’s subject ap- 
propriately was “The Group Insurance 
Picture,” which is reviewed on another 
page of this issue. As the keynote 
speaker he did an excellent job in set- 
ting the stage for the many addresses 
to follow. 


Dr. R. H. Friedrich on Dental Care 


Another featured speaker this morn- 
ing was Dr. Rudolph H. Friedrich, sec- 
retary, Council on Dental Care, Ameri- 
can Dental Association, who discussed 
the position of dentists in the health 
care services available in the United 
States. Pointing out that there are some 
90,000 dentists in the country with 1,000 
of the 3,000 graduates of dental schools 
entering the profession every year, the 
speaker declared that his organization 
is vitally interested in exploring methods 
to apply the insurance principle to help 
assume the cost of dental care, as now 
exists in the area of medical care. 

“The basic contention here,” said Dr. 
Friedrich in describing some of the con- 
ditions which dentists are called upon to 
treat, “is that these diseases are just as 
susceptible to the application of the in- 
surance principle when they occur in the 
mouth as when they occur in other parts 
of the body. The outstanding difference 
is that when they occur in the mouth 
they are normally treated by a dentist. 
It would seem then that the insurance 
subscriber is entitled to the benefits of 


his health insurance in meeting the 
costs of treatment of such mouth condi- 
tions on the basis of the nature of the 
disease, if the treatment is rendered 
by a qualified, competent doctor, and not 
on the basis of whether the practitioner 
is a physician or a dentist.” 

Dr. Friedrich expressed the hope that 
the dental profession and the insurance 
business would continue to work to- 
gether in exploring areas of mutual con- 
cern. He noted that the American Dental 
Association and the HIAA first.met in 
June, 1957, to discuss what was felt to 
be the mutual problem of developing 
within existing health insurance pro- 
grams the maximum inclusion of acute 
medical and surgical procedures involv- 
ing the oral tissues. Similar meetings 
have been held since and more are con- 
templated, he reported. 

Concluding his remarks the speaker 
lauded the insurance business for its 
demonstrated willingness to establish a 
rapport with the dental profession which 
can result in a higher standard of living 
for the American. people. “I am im- 
pressed,” he said, “with the fact that the 
American Dental Association has found 
a valuable source of support, guidance 
and advice in the solution of one of the 
pressing problems of the dental profes- 
sion in meeting its professional contract 
with the people of this country.” 

At the conclusion of the morning ses- 

(Continued on Page 44) 


Consultant’s View of 
Health Insurance 


TALK BY GEORGE C. FOUST, JR. 


Philadelphia Executive Shows the Cli- 
ent’s Problems; Details Role of 
Consultant in Program Planning 








Chicago, February 18—The consultant’s 
viewpoint of Group insurance was pre- 
sented before a general session of the 
HIAA Group Forum here today, by 
George C. Foust, Jr., vice president, 
Towers, Perrin, Forster & Crosby, Inc., 
Philadelphia. The speaker examined 
some of the most difficult problems 
confronting a consultant when his client 
seeks health insurance coverage Mr. 
Foust also outlined the role, responsi- 
bilities and functions of the consultant, 
as his firm sees them. 

The speaker distinguished between 
the problems presented by short-term 
disability coverages (varying terms of 
less than 12 months) and long term 
coverages—for disability of greater dura- 
tion. He discussed short term coverage 
problems for the client in the matter 
of insurance versus self-insurance, claims 
policing and control, and proper benefit 
levels and relationship to income tax. 

However, Mr. Foust said that long 
term coverage problems are far more 
serious and complex. 

On long term coverage, which creates 
greater problems, Mr. Foust commented: 
“This area is ‘no-man’s land’ (or perhaps 
I should say ‘every man’s land’) because 
there are so many over lapping methods. 
And yet, to a large extent, the main 
question of how to provide long term 
disability benefits remains unanswered.” 

He then listed the types of plans 
generally available and the problems in 
the long term area, Main problems are 
presented by: Meagerness of statistics 
relating to incidence and duration of 
long term disability; difficulty in de- 
fining “total and permanent disability”, 
and the problems of policing long-term 
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WORKSHOP SESSIONS POPULAR 





Five Run_ Simultaneously at HIAA’; 
Chicago Meeting; Wide Range of Syb. 
jects Covered; Chairmen Praised 
Chicago, Feb. 18—The workshop fea- 
ture of HIAA’s annual Group Insurance 
Forum here was again a success. Five 
of them were operated simultaneously 
this morning and yesterday and the in- 
terest was so keen that attendance had 
to be kept to a set number at each ses- 
sion, Workshop leaders, all of whom 
were well chosen, are as follows together 

with their respective session topics, 

R. J. Learson, Mutual Of New York 
“Professional Association Group Insur- 
ance”; J. E. Hellgren, Lumbermens My- 
tual Casualty, “Trade Association Group 
Insurance”; J. W. Chapman, New York 
Life, “Comprehensive Major Medical— 
Cost Control and Claims Administra- 
tion”; Samuel B. Reed, Connecticut 
General Life, also on “Comprehensive 
Major Medical,” and George N. Watson, 
The Crown Life of Toronto, “Small 
Group.” 





cases. 

Continuing, Mr. Foust said that where 
medical care benefits are concerned there 
is a need for improved relationship be- 
tween insurers and, what he called, 
medical suppliers (doctors, hospitals, 
pharmaceutists, and nurses). This con- 
sultant’s clients frequently tell stories 
about “antagonism, confusion and even 
collusion”. 

Mr. Foust feels there is a need for 
the insurance industry to develop more 
understanding and more cooperation. He 
wondered if the fourth party (the med- 
ical supplier) is being properly con- 
sidered, and suggests that more vigorous 
and continual education is necessary in 
order to make the medical supplier “a 
full member of the team”. 

In the face of increasing interest in 
self-insurance, the employer nowadays 
frequently asks “Why Insure?”, Mr. 
Foust said. 

There is need for improved statistics 
relating to health insurance, Mr. Foust 
said, and gave these areas as examples: 

(1) On major medical. Clients fre- 
quently ask: “What percentage of our 
employes or dependents would benefit 
under a major medical plan with a $100 
deductible? Of those who filed claims 
how many would be in excess of $500, 
$1,000, $2,000 etc ?” 

(2) On comprehensive plans where 
deductibles come into play more often. 

(3) On claim details. Today many 
employers want to know much more than 
the total dollar amount of claims (i.e, 
how was the claim dollar utilized, for 
what types of illnesses, in what geo- 
graphic locations, how spread between 
employes and dependents, the relation- 
ship between short, medium and_ long 
hospital durations, etc.,) the possibilities 
of using IBM or similar equipment for 
this job. F 

Speaking on coverage after retire- 
ment, Mr. Foust considered information, 
“meager (and conflicting) on the claims 
level.” He sees need for more knowl- 
edge regarding the nature of treatment— 
to what extent should medical problems 
of old age be treated out of hospital. 

Mr. Foust proceeded to give his views 
of the job of the consultant in the 
health insurance scheme of things. He 
emphasized that the consultant works 
as a technically qualified advisor [0 
his client. “In effect,” Mr. Foust sal¢, 
“the client extends his own organiza 
tion when he retains a consultant, an 
the clients best interest should be the 
consultant’s only concern.” 

The speaker proceeded to discuss the 
functions of the consultant and hls 
working with the client. It is advisable 
in some cases for plan specifications t0 
be submitted to possible carriers of tHe 
plan. Then the consultant makes 4 
analysis of the quotations; isolates th¢ 
broad areas of agreement or similarity; 
separates differences into important am 

(Continued on Page 46) 









Fe 








——$$____ 


>ULAR 


HIAA’s 
of Sub. 
1ised 
op fea- 
surance 
Ss. Five 
neously 
the in- 
ice had 
ch ses- 

whom 
ogether 
cs, 


inistra- 
lecticut 
hensive 
Vatson, 

“Small 


| where 
d there 
hip be- 

called, 
spitals, 
is con- 
stories 
d even 


-ed for 
p more 
ion, He 
e med- 
y con- 
igorous 
sary in 
lier “a 


rest in 
wadays 
” mee: 
atistics 
_ Foust 
imples : 
ts fre- 
of our 
benefit 
a $100 
claims 


f $500, 


where 
- often. 
many 
re than 
is (i.e. 
ed, for 
it geo- 
etween 
elation- 
d long 
ibilities 
ent for 


retire- 
mation, 
claims 
knowl- 
ment— 
‘oblems 
pital. 

5; views 
in the 
ys, He 
works 
sor to 
st said, 
ganiza- 
it, an 
be the 


iss the 
id his 
visable 
ions to 
of the 
ces all 
res the 
larity; 
nt and 








February 21, 1958 

















HIAA Annual Group Insurance Forum 





Insurance Needed ‘To Pay For Better, 
Costlier, Medical Services Of Future 


Chicago, February 19—‘“Health  in- 
surance will soon be the principal means 
by which people will pay for medical 
care,” Morton D. Miller, second vice 
president and associate actuary, Equi- 
table Society, told an audience at the 
HIAA Group Forum here this afternoon. 
Mr. Miller spoke as a member of the 
panel on Future Trends in Health In- 
surance Costs. 

Other members of the panel schedule 
were Stefan Hansen, director of Group 
insurance, Great-West Life Assurance, 
Winnipeg, Manitoba, Canada; Herbert 
|. Stark, actuary, Metropolitan Life; and 
Donald D. Cody, second vice president 
and Group actuary, New York Life. 

Mr. Miller said that generally the 
future is a matter for speculation rather 
than any definite prediction. Some fac- 
tors may tend to reduce the extent and 
cost of doctors’ services. “Most,” he 
said, “it will tend to increase the use 
of physicians and related services and 
probably their cost.” 


Specialists in General Medicine 


The speaker saw little likelihood that 
the trend towards increased specializa- 
tion of doctors’ services, will cease par- 
ticularly considering the advances in 
medical techniques that are being made 
every day. He pointed to increased talk 
of general practitioners broadening their 
horizons. This would require more pre- 
paratory training for the general prac- 
titioner and he will in turn then become 
more of a specialist in his own right. 
Perhaps the general practitioners and the 
internists will be drawn together as 
specialists in general medicine, Mr. 
Miller suggested. 

Insurance industry, he said, has yet 
no idea what effect will be had from the 
increasing aging of the nation’s popula- 
tion. The treatment of nervous and men- 
tal disturbances and diseases is an area 
where a great deal of work is being 
done along two separate lines. Mr. 
Miller explained: “One is through the 
avenue of the psychologist and psycho- 
analysis; the other, and this may be the 
more dramatic, is the possibility of deal- 
ing with more of these conditions through 
chemotherapy and other therapeutic 
means. The future place of psychiatry 
in medicine is gradually being deter- 
mined. The possibility of a real break- 
through in connection with the other 
techniques is tremendously exciting.” 
The speaker hoped that with the little 
bits of knowledge gradually being ac- 
cumulated, “sometime, not too far off, 
these little pieces will fall together in a 
meaningful pattern and medicine will 
have conquered cancer and heart disease. 
Major changes in medical practice may 
he expected to result”, he said. 


Future of Group Medical Practice 


Undoubtedly technical advances in 
Surgery and anesthesiology will continue, 
he said, but then turning to Group 
medical practice, he considers that the 
eventual status is still much in doubt. 

any conveniences,” he _ said, “for 
doctors and patients can be demon- 
strated where a number of physicians 
Practice in common offices with common 
facilities under a group arrangement. 

Owever, patient and doctor attitudes 
are real obstacles here. Many people 
still want the individual physician re- 
ationship of solo practice. Physicians, 
hotoriously independent minded, have 
difficulty working together. The increas- 
Ing use of the hospital as a center 
around which much medical care re- 
volves may, over a period of time, affect 
this Situation. In any event, group 
Practice is neither to be written off as 
4 possibility nor can it be regarded with 
certainty as the way of the future.” 





Mr. Miller dwelled awhile on the future 
of health insurance costs on fanciful 
inter-planetary levels. “With space 
flight, how will we provide ambulance 
service from the earth to the moon for 
an emergency appendectomy ?” he asked. 
“When we learn to create life, to whom 
will we pay maternity benefits for the 
poor children orphaned before they are 
born, in fact, orphaned at the time they 
are conceived. Someone has already 
suggested that a set of symptoms and 
patient facts will some day be fed into 
an electronic data processing machine 
for an automatic instantaneous diagnosis. 
Where will we be then? 

“Seriously,” he resumed, “the difficulty 
of being very specific regarding the level 
of future health insurance costs arising 
from doctors’ and related services—at 
least over any long period of time—is 
evident.” 


Influence of Future Economic Conditions 


Where the change in value of unit 
costs for procedures and services in 
medicine as currently practised is con- 
cerned, Mr. Miller said, much will depend 
on future changes in economic condi- 
tions. The bigger question by far, and 
the real imponderable, is the effect of 
changing medical practice. The new 
techniques are generally more costly, he 
said, and better medicine, together with 
greater but not improper use of medical 
care, is all to the good. He added that 
the insurance industry should welcome 
these increases in costs and be ready 
to champion the position of the doctors 
that the money to pay for them should 
be willingly and readily forthcoming. 

Continuing Mr. Miller said: “As the 
cost of medical care justifiably rises, 
the cost of health insurance must in- 
evitably go up with it. To have a full 
appreciation of these facts and to make 
the public, our policyholders, understand 
them will be a real challenge for us. 
As health insurance costs rise, they 
must be convinced that larger expend- 
itures for health insurance are necessary 
to provide for more and better medical 
care, something everyone should want 
for themselves and their families. 


A Bleak Picture 


“The other side of this coin presents 
a very bleak picture. If people become 
unwilling to pay the rising costs of 
health insurance, and the testimony at 
recent Blue Cross rate hearings is a 
case in point, it becomes a reflection on 
voluntary health insurance and the ability 
of the voluntary agencies to carry out 
the job of financing the provision of 
medical care. If that happens, people 
will begin to urge that government can 
do the job more cheaply. 

“We know that such is not the case 
by any stretch of the imagination un- 
less, and this is an important exception, 
the government pays less for medical 
care. If that comes about, not only will 
we have to suffer the intrusion of gov- 
ernment into the very sensitive area 
of human relations that medcine is, but 
we will find a deterioration in the quality 
and quantity of the fine medicine we now 
enjoy.” 

In conclusion Mr. Miller said that the 
insurance industry should tell the story 
of the “fine medical care and the values 
of health insurance” in such a way that 
the nation will want to spend whatever 
is required to maintain them both. 





KELLOGG PREPAYMENT STUDY 

A comprehensive study of hospital and 
medical care pre-payment plans is to be 
undertaken during the next two years 
through a $324,760 grant from the Kell- 
ogg Foundation, Battle Creek, Michi- 
gan. 
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To Our Broker Friends: 


February 21, 1958 


A. & H. and LIFE IS THE WAY! 


Now--in a period of increasingly keen 
competition--is the time for brokers, espe=- 
cially those of you new in the business, to 
tell all clients about the many advantages 
of having the latest and best in modern, 


streamlined INCOME PROTECTION. 


We strongly urge brokers, intent on 
building up a quality clientele, who are 
willing to accept the challenge of modern 
selling and underwriting techniques, to bring 
your problems to us. We have the know-how to 


help you! 


YOU WILL THUS REPLACE COMMISSIONS 


YOU HAVE LOST DUE TO REDUCTIONS IN SOME OF 


YOUR OTHER LINES. 


All of our facilities are centralized 
UNDER ONE ROOF which enables our brokers to 
render efficient service QUICKLY. 


Give close attention to the A. & H. and 
Life coverages, all the latest on the market, 
which are listed below. You can be certain 
that if you recommend them to your clients 
you will be adding to their security and 
peace of mind. At the same time your own 
commission earnings will increase. 


@ NON-CANCELLABLE A. & H. 


@ GUARANTEED RENEWABLE 


Adjustable Premium 
@ SUBSTANDARD A. & H. 


e LIFE INSURANCE—PAR or NON-PAR 


Quantity Discounts 


© EMPLOYEE GROUP—A. & H. or LIFE 
© AVIATION—COMMON CARRIER 


e HOSPITALIZATION 
Individual or Family 


e SPECIAL RISKS 
Jumbo Lines—Athletics 
Theatrical Productions 


e CANCER—New Employee Group—and now 


@e MAJOR MEDICAL—Individual or Family 


Test our Service today! Compare it with 
others with whom you have been dealing... 
enjoy the security of experienced, courteous 
help from our staff of specialists. 


Yours sincerely, 


RS cris ta biota 





¥, Sam, 


GENERAL AGENTS ann UNDERWRITERS 
CASUALTY - DISABILITY - MARINE - LIFE 


75 MAIDEN LANE, NEW YORK 38 


HAnover 2-4044 


Member of New York City Insurance Agents Association 
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Major Medical Problems 


(Continued from Page 42) 


rates sometimes less than those we 
charged for the limited benefits alone 
during the early days of major medical 
insurance planning. It’s time for us to 
go back to the sound principles of origi- 
nal major medical philosophy. 

“One of these principles is the pur- 
pose of co-insurance to help keep abuse 
down by making the insured’s pocket- 
book aware of the cost of unnecessary 
expenses. For a young person with a 
family and earnings of less than $5,000 
a year, the 20% or 25% co-insurance 
can be a definite deterrent. When you 
get into the higher income brackets, the 
20% co-insurance is meaningless. Is it 
not a good idea to vary the co-insurance 
according to the income of the insured ?” 

Another problem, continued Mr. Hal- 
verson, is the question of duplication of 
coverage. Where this exists, there is the 
possibility of paying the claimant as 
much as 1% to 2 times his actual ex- 
pense, which Mr. Halverson added, al- 
most amounts to a _ time-loss_ benefit 
without the inconvenience of loss of 
time. “Since it is impractical to deter- 
mine what benefits a person has under 
individual policies, companies have been 
forced to exclude only expenses covered 
under other group plans. At first only 
the employe’s other group plan was ex- 
cluded. However, with so many wives 
working today and, in turn, insured as 
employes under group plans, the prob- 
lem is compounded and we must limit 
liability where any other group benefits 
are available. Of course, this presents 
the problem of how to administer claims 
and also which company pays first and 
how much,” 


Headed Toward Subrogation 


In summing up the question, Mr. Hal- 
verson commented that it would appear 
the companies, of necessity, are headed 
toward the subrogation and pro-rata 
clauses which are prevalent in the cas- 
ualty field and in some service plans. 
“Tt also means that unless we are pre- 
pared to spend the time and money to 
check every claim thoroughly, we must 
accept the statements of the insureds 
and recognize that some people will not 
admit to other benefits. 

“Still another source of anxiety is the 
field of psychiatric care for mental and 
nervous disorders. Since these illnesses 
are generally so vague and ill-defined, 
it has been the feeling in some quarters 
that it is necessary to limit coverage to 
those who are hospital confined. Accord- 
ing to available information, claim costs 
have remained at reasonable levels where 
expenses outside the hospital are ex- 
cluded; and where there is no such limi- 
tation, the claim costs have risen more 
rapidly than expected.” 

Turning to the problems of claims 
settlements, Mr. Halverson noted that 
insurance companies realize neither they 
nor the major medical plans they provide 
can enjoy a successful reputation unless 
policies are fully understood by the in- 
sured individual as well as those who 
provide the services and supplies. 

“Educating the insured individual is a 
long, hard process. After the initial sale, 
the only contact the claimant usually has 
with the insurance carrier is when he 
submits a claim. I believe most of us 
have found that we are spending an in- 
creasing amount of time and expense in 
claims administration. So much so that 
we are at the point of spending almost 
as much money explaining our settle- 
ments as in the actual payment of the 
claim.” 


Claims Draft Helps Solve Problem 


Mr. Halverson said that his company 
had developed a claims draft which has 
proved helpful in solving this problem. 
To cut down on expensive exchanges of 
correspondence and telephone calls be- 
tween the policyholder and the company 
regarding questions of payments, this 
draft is sent to the policyholder enumer- 


ating amounts paid, to whom, what spe- 
cific amounts were paid for, and why 
they were made. This enables the policy- 
holder to understand more about his bill 
without continued query, he said. 

In referring to inconsistencies of medi- 
cal care costs—both from the hospital 
and doctor standpoints, Mr, Halverson 
pointed out that the insurance business, 
through such organizations as the Health 
Insurance Council and the Health In- 
surance Institute, is working toward bet- 
ter mutual understanding among these 
primary groups. “The thinking men in 
medicine are also concerned and they 
too are expending efforts along this line. 
It appears we have started toward some 
possible satisfactory results. However, 
we have not yet reached a general meet- 
ing of minds. The area of public re- 
lations involving the medical profession 
is still a delicate subject. 

“The problems I have mentioned are 
a few of those that confront each and 
every one of us. We cannot go our indi- 
vidual ways and expect major medical to 
succeed. Any company that attempts to 
correct an area of possible abuse or evil 
is stopped in its tracks when it is told 
that its competitors are ignoring the 
situation, 

“Clearly established, well understood 
fee practices would help insurance do a 
better job for patients, doctors and the 
hospitals. But insurance can only co- 
operate—the medical and hospital serv- 
ices govern the fees for the general 
public. 

“Let us not forget that the very sur- 
vival of the voluntary system of medi- 
cine and health insurance depends on the 
continued support of the general public 
and its approval of the way we render 
service.” 





SESSION CHAIRMEN WIN PRAISE 

Much of the success of HIAA’s Annual 
Group Insurance Forum this week is due 
to the performance of the session chair- 
men. Topping the list was presiding of- 
ficer J. W. Crews, BARE; then Manton 
Eddy, Connecticut General, luncheon 
chairman; L. M. Cathles, Jr., Aetna Life, 
who moderated the medical expense 
panel; R. C. Knoblock, Washington 
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Consultant's View 
(Continued from Page 44) 


unimportant categories; evaluates im- 
portant differences, and _ returns if 
necessary to selected carriers for further 
information, 

Mr. Foust told of the consultant’s role 
in selection of the carrier. He said, 
“This involves an area where there may 
be many honest differences of opinion. 
The consultant is not immune from the 
effects of such differences of opinion; 
nevertheless, it is his job to make a 
fair comparison and to isolate those 
items which, in his judgment, final de- 
cision should be based. In short, the 
client should be in a position to make 





final decisions based on a_ thorough 
knowledge of all important facts. It is 
National; C. G. Hill, Massachusetts 


Mutual; A. M. Browning, New York 
Life, who moderated the panel on 
“Trends in Health Insurance Costs.” 


the function of the consultant to supply 
these facts.” 

In closing, Mr. Foust summarized the 
qualifications he sees necessary to a 
consultant. Among these he named, com- 
plete integrity. maturity of judgment 
gained from long practical experience; 
technical knowledge; imagination and 
flexibility, to develop the best solutions 
to changing problems of clients; pres- 
tige and contacts with health insurance 
carriers, and complete impartiality. 

In relations with insurance companies 
close cooperation is essential, he said. 
The consultant must understand fully 
the problems and points of view of the 
carrier, and must explain these to his 
client. Understanding and _ tolerance is 
required, he said, when, competition may 
result between consultant and carrier 
due to an overlap of their functions. 

“The idea result of joint efforts by 
consultant and insurance company should 
be establishment of health insurance 
plans which are regarded as sound and 
effective by employers, employes, insurer 
and the consultant,” he concluded. 
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savings In New Group 
Certificate Forms 


SEEN BY GROUP MANAGERS 





Company Plans Outlined by L. P. Gil- 
lespie, Firemans Fund and H. E. Bliss, 
Employers Mutual Liability 


Chicago, February 17 — New Ap- 
proaches to Group Certificate Forms 
were discussed here at the HIAA Group 
Forum by Loring G. Gillespie, manager, 
Group department, Fireman’s Fund 
Group, Chicago, and by H. EF. Bliss, 
manager, Group underwriting, Employ- 
Liability of Wisconsin, 





ers Mutual 
Wasau. 

Mr. Gillespie told of a saving in 
operation which Fireman’s Fund 
achieved when it recently designed a 
new Group certificate and Group enroll- 
ment kit. The theory of the plan has 
worked out to be practical and has en- 
abled his company to make a saving of 
about 70% in initial printing costs. 

The company changed the format of 
the certificate entirely. The description 
and provision sheets are now printed in 
bulk on a single insert sheet. The cer- 
tificate covers to contain these sheets 
are pre-printed also, except for the 
name of the company, policy number and 
schedule of benefits. These details are 
printed on when a case is written. 


Compares Costs of New and Old 


The applicable coverage sheets are 
then stapled in the cover, making it 
ready for typing of employe’s name, ef- 
fective date, and so on. The cost of 
certificates prepared in this manner, in- 
cluding the pro rata cost of original 
bulk printing averages $37 for the first 
one hundred, and $2 for each additional 
hundred, Mr. Gillespie said. This com- 
pares favorably with the old method, 
which he said, ran approximately $135 
for the first hundred, and $40 for each 
additional hundred. If the carrier does 
its Own printing, or uses duplicating ma- 
terial, the cost would be further reduced. 

“Such a saving,” Mr. Gillespie pointed 
out, “is especially valuable for the 20 
to 50 life risks where in the past it has 


often cost as much as one or two 
month’s premium just to place the risk 
on the books. 


Advantage As Sales Aids 


“In addition, there are certain corol- 
lary advantages to using this method 
which might come under the heading 
of sales aids. First, the certificate is 
More casily understood by the insured 
when he has a separate page for each 
coverage and in reading he always has 
the complete schedule before him. Sec- 
ondly, and this has been especially help- 
tul to us, we are able to deliver certifi- 
cates to the insured in three days to a 
week where it formerly took from three 
weeks to a month. Anyone who has ever 
sold a Group case knows that while it 
May take three months to sell a case, 
once sold, they want the certificates 
yesterday! With the new method we at 
least approach that type of schedule.” 

The speaker then detailed the devel- 
opment by Fireman’s Fund of a com- 
Panion piece to the new certificate, the 
enrollment kit. This is a single sheet 
? X 12%” which, when a case is written, 
‘stun through the press once, imprinting 

€ title, name of risk, company name, 
and schedule of benefits — the same 
schedule that is imprinted on the cer- 
‘cate. This sheet is folded to make a 
kit with two pockets. 
all _ kits, in a neat package, contain 

the information necessary for the 
Pye to make an intelligent decision 
that ; coverage. The speaker reported 
during the past six months they 
a been used successfully on all his 
Panys enrollments. 





Mr. Gillespie summarized the advan- 
tages of the new certificate and enroll- 
ment kit over the old type certificate 
plus booklet. The primary points made 
were: 

1. Coverage is easier to understand. 
The employe knows exactly the benefits 
he is enrolling for. Enrollment material 
is contained in one neat package. 

2. Certificates can be delivered in one- 
third the time necessary under the old 
method. 


3. Plans can be tailored for smaller 
groups because of the reduced cost fac- 
tor. 

4. A saving of approximately 70% in 
the initial printing costs. 

Mr. Bliss told of Employers Mutual 
Liability’s efforts to devise a better sys- 
tem of certifying employe and dependent 
coverage than the certificate arrange- 
ment which it used previously. It was 
in 1951 that the company felt the need 
for a change. The speaker recalled: “It 


that a single media 
announcement and certificate could he 
devised to replace the announcement 
booklets as well as the employe and the 
dependent certificates. But it was not un- 
til 1955 when we began to become active 
in the major medical field that we felt 
the time was ripe to develop this com- 
bination booklet. At that time we were 
faced with the necessity of either devis- 
ing a variety of certificates needed to 
(Continued on Page 49) 


was our feeling 








You can make big money 
in those between-appointment hours 


During those daytime hours, you can 
skyrocket your income selling one of the most 
remarkable small group A&H plans ever 
devised. It’s Combined’s Wholesale Group 
Plan—a saleable package to practically every 
small business listed in your classified phone 
directory. This plan provides comprehensive 
A&H and Hospital-Medical-Surgical coverage 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


can do for you. 


Combined Insurance Co. of America, Dept. 32 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


for five or more employees... even covers pre- 
existing conditions! What’s more, employer 
contribution is not required. If you’re looking 
for a way to get into the A&H field—a way to 
make your between-appointment hours 
productive and profitable—act now... find 
out what Combined’s Wholesale Group Plan 
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Williams Says Entire Industry Must 
Share Public Relations Responsibility 


Chicago, Feb. 18—James R. Williams, 
vice president, Health Insurance Insti- 
tute, in addressing the annual Group 
Insurance Forum of HIAA here today 
at the Drake Hotel, declared that com- 
panies share a continually growing public 
relations responsibility to keep pace with 
the rapidly increasing public interests in 
health insurance protection. He pointed 
out that since 1948 the number of peo- 
ple with some coverage in health insur- 
ance has more than doubled, and this is 
at a rate much greater than our increase 
in population. 

“Sometimes we in the insurance busi- 
ness tend to overlook growth patterns 
like these—perhaps because we deal with 


them every day and take them for 
granted,” said Mr. Williams. “But we 
should review this record with pride, 


because when we in the Institute relate 
the progress made by insurance com- 
panies during this ten-year period to 
newspaper people and writers, they are 
literally amazed. In the words of one 
hard bitten newspaperman, ‘why don’t 
you people in the insurance business talk 
about these things ?’ 

“We do! The Institute’s public rela- 
tions responsibility is to translate the 
performance record of the insurance 
companies to the public in order that 
the American people can gain a better 
understanding of health insurance. We 
know that health insurance is a generic 
term well known to the . public—they 
have a general awareness of its impor- 
tance to personal protection; they feel 
secure about having it because of a finan- 
cial fear of hospital and doctor bills as 
well as reduced income at the time of 
illness. But it is doubtful how many peo- 
ple know about the protection they have 
until it’s time to use it.” 


All Companies Must Participate 


Mr. Williams explained that it was the 
Institute’s responsibility to continually 
and regularly inform the public on health 
insurance progress, and what it means to 
them before they use it. In this connec- 
tion he said: “The more the _ public 
understands about health insurance 
available through insurance companies— 
and the more they know about the ever 
expanding efforts the business is making 
to meet increasing public demands, the 
greater their acceptance will be of insur- 
ance company services—and this leads to 
the keystone of public relations phil- 
osophy: 90% performance—what we do, 
and 10% talking about that performance. 

“The responsibility of our public re- 





T. ¢. Morrill Talk 


(Continued from Page 4) 


tions—annual life insurance premiums, 
for example—if the monthly income is 
already committed to rent, car payments, 
television, refrigerator and personal loan 
installments?” 

He concluded: “All around us are evi- 
dences of the marketing progress being 
made in business generally—many of 
them businesses that are competing for 
the same consumer dollar that we are 
after. The life insurance business can- 
not afford to be laggard in the market- 
ing arena... . 

“Life insurance is not a luxury. It is 
one of modern life’s necessities. The 
growth in buying power of the great 
middle market puts life insurance within 
the economic reach of all but the indig- 
ent fringe. We must keep our service 
and our marketing organization adapted 
to the whole market that is available to 
us. Life insurance is not for the few 
but for many, and our job will not be 
done until we have geared our operation 
to the needs of every American family.” 


lations program is one shared by the 
entire business—its implementation is 
one that must be carried out by the 
business on all levels within and outside 
the company. And it is not for an indi- 
vidual company—or even a small group 
of companies—to carry the _ responsi- 
bility; all of us must participate.” 

Mr. Williams then emphasized: “There 
are unique opportunities available to you 
that go beyond an institutional approach. 
Because of your relationship to em- 
ployers and union groups, a channel is 
already open for an educational program 
on the individual employe’s health in- 
surance program. In such a climate you 
can talk in terms of self-interest that 
can catch a receptive audience. Our pre- 
liminary research on people’s attitudes 
and understanding has already pointed 
up the great potential of the group 
mechanism as an ideal communication 
line to stir personal interest in the indi- 
vidual’s health insurance program.” 

In his concluding remarks on the com- 
panies’ public relations responsibilities, 
Mr. Williams noted that “education itself 
is a never-ending process. It is not like 
a scheduled campaign that starts on a 
certain date, builds up for a specified 
period of time and is completed on 
another specific date. When the insur- 
ance business established the Institute, 
it clearly demonstrated its recognition 
and acceptance of the responsibility and 
need for a public education program 
about health insurance, 

“Tt is a responsibility of considerable 
magnitude to all of us. But it is one that 
each of us shall meet because only 
through our cooperative action can the 
insurance business continue to deserve 
the trust and confidence of the public— 
the people who have in the past and who 
will in the future place their voluntary 
interests with the insurance companies 
of America.” 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 









PERSONAL 
PROTECTION 


temce 


1895 






optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 





Loyal Protective Lire INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 


Eddy's Keynote Talk 


(Continued from Page 43) 


tice when properly handled under phy- 
sician direction and control. 

“We can say that these are not our 
problems and in a way that is true, but 
perhaps we can help. Certainly in the 
patterning of our insurance coverages we 
should be sure that we alert, 
creative and helpful, and that we do not 
argue for the continuance of the thing 
that is just because it is.” 

Freedom of Choice 

In closing Mr. Eddy said: “The key- 
stone of our democracy has been the in- 
dependence of the and the 
maintenance of freedom of choice in his 
daily life. Such freedom of choice is 


remain 


individual 





restricted only by the needs of society 
to put restraints on the individual where 
his exercise of complete freedom of 
action could operate to the detriment of 
society at large. Thus, it is important in 
the field of health care that we do not 
distort the principle of freedom of the 
individual and attempt to justify that it 
can mean that everyone have access to 
such unlimited care as he may demand 
on the basis of its being fully pre-paid. 

“Tt can well be—and I think it is—true 
that to provide the maximum of health 
care for every individual is not to reach 
the optimum of health care for society 
at large. We must be careful not to 
confuse quantity of care for all indivi- 
duals with quality of care for the nation 
as a whole. 

“In brief, we have made much progress. 
We can make more. We will continue to 
co-operate wholeheartedly with the pro- 
viders of health services in the interests 
of the public.” 








|.S. Navy Official Photograph 


PERSONAL PROTECTION SINCE 1903 


COMMERCIAL e DEBIT PLANS 
ORDINARY © GROUP 


SAFEGUARDING THE FutureR TR Th eC Ta 





National Security—maintained with rockets and jet 
planes—is newsworthy and important. But personal 
security is much closer to the average American. For most 
people, personal security must be based on complete 
insurance protection. That’s why today’s successful agents 
must offer policies that reflect the latest advances 

of underwriting practice. 









Inter-Ocean is meeting the demand for up-to-date 
personal protection with an ever-expanding line of 
modern, competitive Life, Accident and Health, and 
Weekly Premium policies. For example, there’s Inter-Ocean’s 
popular Assured Income Plan—with its Special Renewal 
Feature that protects the policy holder against cancellation 
of his policy solely for health or physical reasons. 


Why not write today for more information? 
Brokerage inquiries invited, also. 


INTER -OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 
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HIAA Annual Group Insurance Forum, Chicago, February 17-19 





Group Certificate Forms 


(Continued from Page 47) 


handle major medical or to come up 
with this new booklet.” 
The latter course was chosen and the 


company began filings with the Insur- 
ance Departments in spring of 1955. In 
early 1956 the company began work- 
ing up the combination booklet for its 
regular A. & H. contracts. In only three 
states (Missouri, New Hampshire and 
New Jersey) was it necessary to amend 
certain portions of the booklets to com- 
ply with local regulations. In 45 states 
a standardized combination booklet and 
certificate has been approved. 

Despite the limited amount of experi- 
ence (six months) Employers Mutual 
Liability is pleased with the acceptance 
the forms have received from field force 
and policyholders. Mr. Bliss remarked 
that buyers seem to like the simplicity 
of the arrangement and are attracted to 
the sturdy loose-leaf booklet. 

He also said: “Our branch offices, from 
the start, liked the idea of being able 
to begin typing up the ‘name stickers’ at 
the same time our home office was pre- 
paring the booklets themselves. Under 
our old system the certificates were 
either specially printed or selected from 
a printed stock, depending upon the 
risk involved. The entire stock of cer- 
tificates was kept in our home office and 
released to the branches as business was 
sold. Upon arrival, the certificates had 
to be handled by our branch policywrit- 
ing departments in order to type in the 
employe’s name, employer’s name, policy 
number, etc. Under the current § ar- 
rangement the branches have the stick- 
ers typed and ready for insertion at the 
time the booklets reach them, thus 
speeding up greatly the policy issuance 
time on large risks.” 

Mr. Bliss did admit to some shortcom- 
ings evident in the system—and that 
others might yet appear. Some difficul- 
ties are encountered, he said, when rates 
or coverages are revised, and it becomes 
necessary to reprint pages of the booklet. 
The speaker discussed the company’s 
moves when these revisions become 
necessary, 

The speaker detailed his company’s 
handling of the printing, how it man- 
aged to pre-print the majority of the 


Wrabetz On Medicare 


(Continued from Page 43) 





in its first year and has met with quick 
acceptance among more than 2,000,000 
dependents of service personnel, Mr. 
Wrabetz indicated. He said that in the 
frst year of operation Mutual of Omaha 
handled 106,000 hospital claims with a 
total dollar value of over $11,000,000. 
Present indications are that claim vol- 
ume should level off between 10,000 and 
“MW claims a month, he added. 

he majority of claims presented, the 
Speaker continued, have been for female 
“ependents. Studies conducted by the 
ottce for Dependents’ Medical Care indi- 
cate 80% of the cases sampled were for 
treatment of women—the other 20% con- 
‘sting mainly of male children under 

years of age. 

Ir Force dependents are giving Medi- 

care the most usage, accounting for 40% 
of the claims submitted nationally from 
December 6, 1956 to July 1, 1957. Navy 
dependents followed with 30%, with de- 
Pen ents of Army personnel submitting 
/% of total claims. The Public Health 
»ervice accounted for 2.3% of total claims 
submitted, 
2. conclusion, Mr. Wrabetz said that 
Medicare has been generally well ac- 
a by physicians and hospitals, as 
bi .a8 the dependents of the uniformed 
a It is helping many dependents 
} ° would otherwise have been unable to 
“celve medical care in military hospital 
nicilities and is reaching an ever greater 
umber of hospitals and doctors, 


combination booklet, effecting consider- 
able saving thereby. With slight varia- 
tions for the number of pages contained 
in the booklet, present costs are 21 
cents each for 2,500 booklets and 48 
cents each for orders of less than 80 
booklets. 
In closing Mr. Bliss said: 


Recommends New Forms 


“Under our old arrangement we 
printed announcement booklets only 
when the group consisted of at least 50 
lives. Our former booklet costs were 
slightly less than our current ones inas- 
much as they did not contain as many 
pages and because a poorer grade of 
paper was used in them. 

“However, because we farmed out the 
printing of certificates, the certificate 
costs were high primarily because of the 
time spent in setting up the print, for 
those certificates and the fact that a 
separate certificate was prepared for 
employes and dependents. On _ small 
cases our certificate costs were about 
as much as our present combination 
booklet-certificate costs. 


HIAA Group Meeting 


(Continued from Page 44) 


sion the company representatives and 
guests including officers of International 
Association of A. & H. Underwriters and 
other trade associations convened for 
HIAA’s annual Group luncheon. Mr. 
Eddy as luncheon chairman introduced 
J. Henry Smith, underwriting vice presi- 
dent of Equitable Society, who as presi- 
dent of HIAA voiced his appreciation 
for the fine work done by all connected 
with the planning for this forum meet- 
ing. 
Pollack Gives Views of Organized Labor 
The guest speaker was then introduced 
—Jerome Pollack, program consultant, 
UAW-AFL-CIO social security depart- 
ment, Detroit, who gave some views of 
organized labor on the present health 
insurance structure in the nation. Mr. 


Pollack indicated that while labor has 
been critical of voluntary health insur- 
ance, it is with recognition of the 
strides and progress made in years past 
by health insurers in providing broader 
and better forms of coverage to the 
American people. In this, he said, the 
voluntary system has gained a kind of 
“de facto” recognition in the eyes of 
labor. 

While critical of many aspects of 
the present system of providing protec- 
tion against the costs of medical and 
hospital care, Mr. Pollack said that labor 
will by the same token welcome all at- 
tempts to correct what he termed as 
“saps in the retired and older age 
areas” through health insurance plans. 
He remarked that the rising costs of 
hospital and medical care contribute to 
the problems becoming evident in pres- 
ent insurance mechanisms and urged 
that controls be initiated by the medical 
profession to combat these pressures. If 
not, he declared, the medical profession 
invites legislation just as the insurance 
industry invites legislation if it, too, lags 
behind the needs of the public. 





How do YOU sen? 








@ We train our men to SELL, not peddle! With Mutual of Omaha, you get 
SELLING-SECURITY, not “here today, gone tomorrow” insecurity. 


e You get the real KNOW-HOW through our National Sales Training School, 
and expert on-the-job field training with the industry’s finest sales 


supervisors. 


@ This means you have IMMEDIATE SELLING INCOME. You benefit at 
once from Mutual of Omaha’s tremendous selling power—backed up by the 
industry’s largest national and local advertising programs. 


@ It means more money for you...and NOW! 


Don’t hesitate. Face up to this opportunity for a high-pay sales career in your own home 
territory. For details, write in confidence to Mutual of Omaha, Omaha, Nebraska, 
Department EU-258. Or see your nearest Mutual of Omaha General Agent. 


The Largest Company in the World Specializing in Health and Accident Insurance 
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Canadian Head Office: Toronto 
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Wikler Succeeds Holz 


(Continued from Page 1) 


that the present legislature will have 
substantially completed the work. 

“One consolation in this step is that 
it will give me additional time to devote 


to my duties as president and chairman 
of the board of the Mortgage Facilities 
Corporation, This corporation will stand 
as a landmark to your vision, since with- 
out your leadership it could never have 
been launched. I know how much its 
success means to you and I shall do my 
best to help achieve it.” 


The Governor's Letter 


In his acceptance of Superintendent 
Holz resignation Governor Harriman 
said he did so with reluctance, but added 
that he appreciated the reasons for the 
decision as he knew of the personal 
sacrifices Mr. Holz had made during his 
tenure of directing the Insurance De- 
partment’s affairs. 

“You have my warmest thanks for 
having done a splendid job in protecting 
the interests of policyholders,” he con- 
tinued, “and in providing equitable and 
effective regulation of the insurance in- 
dustry which is of such importance to 
our State’s economy. You can take great 
pride and _ satisfaction in the high 
achievements of the Insurance Depart- 
ment under your direction. I wish you 
all the best in your future plans and 
endeavors.” 

Governor Harriman asked Superinten- 
dent Holz if he had a suggestion to make 
as to his successor. Mr. Holz said he 
felt sure that the advancement of Mr. 
Wikler to Superintendent would be a 
wise selection. He told the Governor 
he regarded Deputy Wikler as a com- 
petent, able executive of fine ability who 
would carry out the program of the 
Department as administered in the past 
three years. 


Julius Wikler Career 


In announcing the resignation of Su- 
perintendent Holz, Governor Harriman 
in a statement to newspapers said: 

“All of us in the State are grateful 
for the splendid job Leff Holz has per- 
formed as Superintendent of Insurance. 
While we regret losing his services we 
are fortunate to be able to have as his 
successor a man who has ably served 
as his First Deputy for the past three 
years.” 

A native New Yorker Mr. Wikler is a 
graduate of College of the City of New 
York, class of 1927, and received his law 
degree from Harvard Law School in 
1930. He was admitted to the bar in 1931 
and belongs to a number of bar associa- 
tions. 

Mr. Wikler entered public life in Jan- 
uary, 1951, as a deputy regional director 
of Office of Price Stabilization and then 
became district director of New York 
office until August, 1952. He is a former 
president of Stuyvesant Polytech and 
former chairman of finance committee of 
the Home of the Sons and Daughters of 
Israel. Also, he was president of Jewish 
Community Council of Mount Vernon. 
He was on executive committee of Royal 
State Bank of New York. One of his clubs 


is the Manhattan of New York City. 
Mr. and Mrs. Wikler have two chil- 
dren and live at 19 Elsmere Road, 
Mount Vernon. 
Career of Leffert Holz 
Leffert Holz, after attending high 
school, New York University and its 


School of Law, was admitted in 1921 to 
the New York bar. After practicing 
until’ 1925 he was appointed assistant 
corporation counsel of New York City 
when John F. Hylan was mayor. He was 
assigned to the condemnations division 
of the law department and began to rep- 
resent the city in any condemnation 
procedures which condemnations were 
required where private property was 
needed for public improvement. Another 
post he held was counsel for the board 
of assessors of this city. 

After two and a half years he resigned 
from the corporation counsel’s office, re- 
turning to private practice and for a 





North American Assurance 
Has New Non-Can. Policy 


John M. Dew, vice president, North 
American Assurance Society, announces 
a new non-cancellable, guaranteed re- 
newable A, & S. disability income pol- 
icy. The policy is on a level premium 
basis according to age and the premium 
is guaranteed to age 65. "i , 

The minimum issue of disability in- 
come for both accident and sickness 1s 
$100 and a maximum of $400 monthly. 
Partial disability benefits of 50% are 
payable for accidental injury. The ac- 
cidental death benefit will be issued for 
a minimum of $1,000 and a maximum of 
$20,000. Not more than $5,000 will be 
issued with $100 monthly income, ; 

The policy also provides for a waiver 
of premium and a reinstatement of bene- 
fits. The benefits are reinstated after a 
period of six months full recovery from 
any one disability. Under the terms of 
the contract, a person is presumed to be 
totally and permanently disabled if he 
suffers the loss of sight of both eyes or 
the loss of any two limbs. 

Elimination periods of seven days, 14, 
30, 60 or days are available. It is 
written on classes “AA” through “C” 
to males only. Lifetime disability is 
provided for accidental injuries and 12 
or 24 months total disability for sick- 
ness. 





Continental Casualty Names 
Two Branch Office Managers 


Frank V. McCullough, vice president, 
Continental Casualty Co., announces the 
appointment of managers for two of the 
company’s branch offices. Howard F. 
Voitle, acting manager of the Columbus 
(O.) office since last July, is named 
manager there. Paul A. Seibold has 
been appointed manager at Grand 
Rapids, Mich. 

Mr. Voitle first joined Continental 
Casualty at its Pittsburgh office in 1946. 
After leaving the company to gain ex- 
perience in the agency field, he rejoined 
Continental Casualty in 1956. 

A native of Jackson, Michigan, Mr. 
Seibold received his B.A. degree from 
Michigan State University and spent 
several years with the Hartford Com- 
panies before joining Continental in 
August, 1956. 


IBM MACHINE FOR BLUE SHIELD 

United Medical Service Inc. (Blue 
Shield) has contracted with the Inter- 
national Business Machines Corp. for 
the use of an IBM Electronic Data 
Processing Machine to be put into oper- 
ation in January, 1960, it is announced by 
Fred Yeaple, vice president and treas- 
urer. 








quarter of a century his work‘ as a 
lawyer was largely in connection with 
real estate valuation law in connection 
with condemnation proceedings and real- 
ty assessments. He became vice presi- 
dent of the Real Estate Board of New 
York, which has a membership of more 
than 3,000 and became one of its gov- 
ernors. He also was made chairman 
of the municipal affairs committee of the 
Real Estate Board and is a former chair- 
man of its committee on taxes and as- 
sessments. 

With Bar Association of City of New 
York he became chairman of its com- 
mittee on round table conferences which 
covers a wide range of subjects and 
also was on its public relations com- 
mittee. He was chairman of the real es- 
tate division committee of the March of 
Dimes and Boy Scouts campaign. He 
lectured extensively in Practicing Law 
Institute. He became one of the city’s 
leading authorities on real estate mat- 
fers: 


Prominent in NAIC 


Soon after being appointed Insurance 
Superintendent Mr. Holz attained prom- 
inence in councils of National Associa- 
tion of Insurance Commissioners. Cur- 
rently, he is chairman of these subcom- 
mittees of the NAIC: Study of reserves 
for guaranteed renewable accident and 
health policies; insurance problems in 
connection with installment sales and 
loans; study of governing standards of 
Blue Cross and Blue Shield regulations; 
valuation of securities; also of a sub- 
committee of NAIC which has a very 
long name, viz: subcommittee to study 
and review laws necessary and essential 
to perfect the system of regulation of 
the business of insurance by the several 
states as contemplated by the McCarren 
Act and by current needs of public 
interest. 


His Opposition to Auto Rate Increase 


One of the final chapters in Superin- 
tendent Holz’s administration in office 
was his refusal to grant the member 
companies of National Bureau of Cas- 
ualty Underwriters and Mutual Insur- 
ance Rating Bureau an automobile B.I. 
and P.D. rate increase for private pas- 
senger cars in New York State which 
the companies contended was greatlv 
needed. The rating bureaus filed with 
the Department in October, 1957, their 
proposed rate revision which represented 
an average state-wide increase of 9.5%. 

Much to the surprise of casualty in- 
surance fraternity Superintendent Holz 
disapproved the filing, his basis for so 
doing being (1) the proposed rate level 
changes ... are based upon loss experi- 
ence for policy years 1955 and 1956. This 
period, he said, is too limited and does 
not constitute a _ sufficiently credible 





base; (2) the loading for general admin- 
istration expense is predicated upon an 
unsound basis, and (3) the compulsory 
automobile liability insurance law having 
been in force only since February 1, 
1957, there has not been sufficient oppor- 
tunity to evaluate the experience there- 
under. 
Issue Goes to Court 


Mr. Holz’s rejection of the rate in- 
crease was received with mixed feelings. 
The car driving public applauded his 
decision, particularly as a rate increase 
would have meant an increase of $25,- 
000,000 in the cost of automobile insur- 
ance for the state’s motorists. The cas- 
valty industry—companies and producers 
alike—were sharply critical of his action, 
and no time was lost in preparing the 
stage for a judicial review of the Super- 
intendent’s decision. 

However, before taking their case to 
court the rating bureaus were privileged 
under the Insurance Law of New York 
State to request a public hearing before 
the Insurance Department. This took 
place on January 6, 7 and 10 at which 
time James Cahill, secretary, National 
3ureau; James B, Donovan, the bureau's 
general counsel; Joseph M. Muir, gen- 
eral manager of the Mutual Rating Bur- 
eau; and Henry J. Friendly of Counsel 
for that bureau, presented persuasive 
arguments backed up by statistical data 
(45 exhibits in all) in support of the 
proposed increase. The New York De- 
partment was represented by George J. 
Gross, chief counsel, with Deputy Super- 
intendent Arthur Lamanda as the hear- 
ing officer. 


Rate Increase Denied a Second Time 


Even though the National Bureau had 
submitted new statistical data based on 
calendar accident year experience for the 
first six months of 1957 (by way of rein- 
forcing the experience data submitted 
the previous October) the Department 
would not budge from its original de- 
ision. Deputy Lamanda in denying the 
rate increase stated that the figures sub- 
mitted ... had relied “primarily on exer- 
cises of judgment factors” and that “the 
Department still holds . .. that reliance 
upon company loss experience for the 
most recent policy years is too limited 
and is unsound.” 

The rating bureaus moved swiftly after 
receiving this discouraging news from 
the Department in taking the steps 
necessary for judicial review before the 
New York State Supreme Court. William 
Leslie, general manager, National Bur- 
eau, said that he deemed it unfortunate 
that “we have to resort to this course 
as it involves delay and continuing heavy 
underwriting loss.” 

Mr. Holz continued firm in his opinion 
that a rate increase was unjustified up 
to the time of his resignation. He main- 


Palmer Talk 


(Continued from Page 4) 


tion in the basic needs satisfied by our 
product is a sound advancement. Visual 
aids are bringing increasingly satisfac- 
tory results. Our sales departments must 
at all times have a thorough understand- 
ing of the parts of the sales process jn 
order that they might determine which 
parts might be best served through ad- 
vertising, public relations and mass mer- 
chandising techniques. Your companies 
can do much in improving the atmos- 
phere in which you work by understand- 
ing the problems of your various markets 
and the opportunities available to them 
in conditioning these markets for your 
efforts.” 

About the trend toward multiple line 
selling, Mr. Palmer remarked that there 
is nothing particularly new in this trend 
other than in its acceleration end in its 
implementation. “Certain predictions can 
be made,” he said, “and there will, in all 
probability, be joint merchandising ef- 
forts by companies without a necessary 
corporate merger where profit is not the 
motive. There will be corporate mergers 
bringing about the full agency service at 
the local level. With 
types of insurance coverage within the 
agency, the well-trained life 
specialist will, in all probability, have 
a better market, the weaker salesman 
will sell more of the multiple lines and 
will follow the line of least sales resist- 
ance. In other lines of insurance, we come 
closer to the ‘pursuit of product’ cate- 
gory of distribution, and there undoubt- 
edly will be some problems in merging 
two somewhat different distribution sys- 
tems.” 

Another trend which Mr. Palmer said 
is giving some concern in marketing 1s 
that which has taken us away from some 
of the sound procedures of the past. 
“We should be concerned,” he said, “as 
we get farther away from programming 
needs selling with sound funding of busi- 
ness transfer problems and our inatten- 
tion to new areas of opportunity, such as 
charitable and educational grant oppor- 
tunities. Our predecessors gave us 
basically sound procedures and we should 
be concerned at all times with the pro- 
cedures we will bequeath to the heirs ot 
our system. 

“We should be concerned, too, at all 
times with trends which remove us far- 
ther and farther from sales based on 
service. The percentage of our repeat 
business, in most companies, is certainly 
not a credit to our industry. Our per- 
sistency has been moving to lower levels 
because of inattention to continued serv- 
ice. Some one has said that the only 
contribution to persistency by the agent 
is at the time of sale. We should think 
of a compensation system which is con- 
stant with continued service. We should 
give our attention to our large volumes 
of orphan business. The public certainly 
wants continuous, to be counted | on, 
prompt, efficient and economical service. 

~ . ° “ 

Concluding Mr. Palmer said: “Ours 
should not be a talk of survival of a 
system but of a type of that system, 1s 
soundness, its acceptance, and its lasting 
satisfaction to those of us who distribute 
its goodness.” 


specialization on 


insurance 





tained in a luncheon talk January 30 at 
the annual meeting of Insurance Law 
Section, New York State Bar Associa- 
tion, that automobile liability rates pre 
vailing in New York were the highest i 
the country, and he contended that 1! 
they continued to go still higher the 
companies “would be pricing themselves 
out of the automobile market.” How- 
ever, he said that if the Supreme Court 
upheld the rating bureaus in their argu- 
ments for the 9.5% rate increase the 
New York Department would make the 
increase retroactive to the time of his 
decision in disapproving it. 
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CONTINENTAL COMPANIES 


General Offices: Chicago, Illinois 
ANNUAL FINANCIAL STATEMENT 


Continental Casualty Company 


Financial Statement—December 31, 1957 


ASSETS 

Cashin Banks and Oiices: ...... <2. 6iciccees 2 ctene $ 24,561,784 
United States Government Obligations ........ 49,984,682 
Canadian Government Obligations ............. 5,894,132 
NN NN os ono. ao 02 acs Sie iRiaisie. ole bile) sis 116,399,476 
BIIRCOUAAROUR TOTES. oak... aiseces osc ccc wlaiseles « 3,317,990 
POPP EOTOC POTOIGUER) so os)ois oe oie BC. suihis «gare Seeere eer 5,496,415 
Stocks of Associated Insurance Companies...... 52,442,585 
MAE OCONEE gorse Gk iis are Biers Meiwiatdla saute eases 63,118,529 
Administrative Office Buildings ................. 12,927,401 
Net Premiums in Course of Collection 

(Not over 90 days past due) ................. 13,689,391 
Accrued Interest Gd REMC noo c cece ciisicsecc ve 1,673,007 
CO di 5 | aa aa le a ere eA ear aE or 5,996,267 

ADMITTED AGSETS ©... ....csc00s6 00.0000 be $355,501,659 

LIABILITIES 

Unearned Premium Reserve .................... $ 80,787,317 
Reserve for Losses ......-....ssccscssccssceces 111,176,403 
Reserve for Loss Adjustment Expense.......... 7,748,000 
Reserve for United States and Canadian 

ANTE II one igre og is sass!) esis Valeeie he ta 217,193 
Reserve tor Other Takes... «0.06.0 6e sees esses 4,826,891 
Miscellaneous Liabilities ..................0-.. 9,385,405 

TOTAL. LEABIETUEES o6 oct di cndins csc ce $214,141,209 
General Contingency Reserve...... $ 37,567,458 
Capital (Shares of $5 Par Value)... 14,587,975 
EE -VActidabreneeknkeeradccnas 6 89,205,017 
Surplus to Policyholders ..................--e0e. $141,360,450 

UME 6 aio Be eee we eee see Pema $355,501,659 





Continental Assurance Company 
Financial Statement—December 31, 1957 


ASSETS 
LCL AR de OER OE REE REE ORT ASC EF GMNCRD per $ 7,175,294 
United States Government Obligations ......... 26,507,856 
Canadian Government Obligations ............. 830,225 
COOH Or PC PINON. od obo 65 Sie die sidse die stv ctovecedcons 19,857,491 
UGE CP ERIIED SOND 5. coco 0's « <.0:5i0-6 0s 4c wiciclale b 0% 74,294,448 
Railroad Bonds and Equipment Trust 
Cree Sion 5 oa os cid ends 21,521,205 
DRISCENMOCOUSEBONOW. ccckics ciniccie cos cccccccece 115,071,111 
PE ROREEROCU GUOCMO. s 5.5 «selects avin oisie< dines os elec eles 6,904,247 
OL TT lt A A parte ck sa lp aaa ar a 23,573,937 
MUNIN 6 Os ots bso /eleiclat ors. s'oe ocley 6 149,884,544 
NT eer ee 14,537,295 
Administrative Office Buildings ................ 6,091,977 
8 ee eS eee 24,111,844 
Net Deferred and Uncollected Premiums ....... 19,341,630 
Accrued Interest and Rents and Other 
WACOM RGENE 22 oo. oc oso nb obkcwec cw celb 4,175,634 
p33) J gd yd Ye $513,878,738 
LIABILITIES 
Policy MMMM er gee ee cere als, hd, Wael $370,496,044 
oe ee eee 10,269,027 
Premiums Paid in Advance .................... 33,188,676 
Additional Funds Held for Policyholders....... 23,077,728 
WRORGEVG) TOD) VAMOS ois 66 .b aces chaise s.00 sa hiectveee 4,047,740 
Fund for Reinsured Fraternal Society .......... 7,612,729 
Miscellaneous Liabilities ...................... 6,708,537 
Security Valuation Reserve ..................... 6,678,639 
SOPAL LEABPETEICS neni cccs ccccscwsers $462,079,120 
Group Contingency Reserve ....... $ 4,160,000 
Capital (Shares of $5 Par Value)... 8,000,000 
nT it ead i pes baer ean Al ae na SN 39,639,618 
Surplus to Policyholders ...................... $ 51,799,618 
2) apeta lied cit Reena Sern eee Ama) eli gegen nee $513,878,738 





All securities are carried in accordance with the requirements of the National Association of 
Insurance Commissioners as follows: eligible bonds at amortized values; insurance stocks at pro 
rata share of capital and surplus; all other securities at quotations prescribed by the Association. 


Securities carried at $12,125,273 in above statement are 
deposited as required by law. 


Net Premiums Written during 1957.......00. $ 238,901,689 
Increase over 1956 27,461,329 





+RAYMOND H. BELKNAP 
President, The United States Life 
Insurance Compony in the 
City of New York 
BOWEN BLAIR Company of Hartford 
William Blair & Company JOHN A. HENRY 


WM. McCORMICK BLAIR Vice President, 
William Blair & Company 


WILLARD N. BOYDEN Senior Consultant 
Vice President International Harvester Company 
EDISON DICK HOMER J. LIVINGSTON 


Chairman, Executive Committee 
A. B. Dick Company 


FRANK R. ELLIOTT *JAMES J. MERTZ 


Banker Vice President and Comptroller 


*Continental Casualty Company only 


*LOUIS C. MORRELL 
HOWARD C. REEDER 
Continental Assurance Company 


First Vice President and Actuary 
Secretary, and General Counsel 


ARNOLD B. KELLER ; vesident 
Continental Casualty Company 


President ; 
The First National Bank of Chicago 


Securities carried at $5,904,480.08 in above statement 
deposited as required by law. 
Life Insurance in Force as of December 


31, 1957 (“Paid-for” basis) $4,907,121,330 








Increase over 1956 636,516,823 


DIRECTORS 
BOYD N. EVERETT 
Vice President and Treasurer 
*EDWIN H. FORKEL 
President, National Fire Insurance 


R. DOUGLAS STUART 
Chairman of the Board 
The Quaker Oats Company 


ROBERT D. STUART, JR. 
Vice President 
The Quaker Oats Company 


J. M. SMITH STUART J. TEMPLETON 
Wilson & McIlvaine 


First Vice President 
President 


+DAVID G. SCOTT 


JOHN E. STIPP ROY TUCHBREITER 
President Chairman of the Board 


Federal Home Loan Bank of Chicago 


OSEPH D. STOCKTON 
tce President and Treasurer 
Illinois Bell Telephone Company 


KENNETH V. ZWIENER 
President 


r e 
Harris Trust and Savings Bank 
+Continental Assurance Company only 


The detailed Annual Reports of the Continental Companies 
are being prepared. They will be furnished upon request. 


Casualty Insurance 
Fidelity and Surety Bonds 


Fire and Allied Lines 
Domestic and Foreign Reinsurance 


Life Insurance 


Accident, Sickness, Hospital Expense 


METROPOLITAN AND EASTERN DEPARTMENTS 
CONTINENTAL COMPANIES BUILDING: 76 WILLIAM STREET, NEW YORK 


CONTINENTAL ComMPANIES e One of America’s Great Insurance Institutions 


CONTINENTAL COMPANIES BUILDING @ 


310 SOUTH MICHIGAN AVENUE, CHICAGO 4, ILLINOIS 



































EMPLOYERS REINSURANCE CORPORATION 





Financial Statement as of December 31, 1957 


ASSETS 
eee Ste a AN WII Dil, nl oe i a ei ee oe ark ee aa $ 4,531,275.91 
Bonds: 
Cn Ties Cm i as is hn 6 ok aR bk sR $24.105,142.68 
ee I i bio ons 6A OE Re sA See 1,011,448.73 
State, County and Municipal ........: PE ee Te Te ed ee 26,912,208.83 
Revenue, Agency and Authority Bonds of States and 
Pee ROO UV ney bey cwoknGus chee eue dea es 3,842.617.98 
ey ee nr ee em rs eS ee eee 55.871.418.22 
ES ee eee a ee ay ee ee ee eee ee ee re 8,838,454.00 
Unosllected Premiums (not over 00 Gays) 2.0... 2.60. ccs weve ee eeesans 866,462.70 
Interest Accrued and Other Admitted Assets ..............0c cece cece cceeees 493,986.52 
eg ee ee er ee er errs $70,601 597.35 
LIABILITIES 
eeenve Gar Cileions and Chat Birpense «wo vss ccc scvswecccaccccccssescesas $31,216,541.29 
Sa GEE Re I bb 0 SGA 6 knb obs hi5 506000 855 8s eos awssdeeen 16,820,264.90 
Funds Held Under Reinsurance Treaties ...........ccccccccecccccsccccccces 4,078,105.04 
NS, ign k w cin-5 5 SA RED OSES Oo eee ees 1.417,016.31 
NS i Serkan chase tenaks ade cokeap ale ips reeereies $ 3,000,000.00 
PD Singlets Cas tsone }yekda ve daduamncnanmentaeaeeseee 14,069,669.81 
ny lb NN 50 tb Sie Akins ben enwsarib ue ed ee denee es 17,069,669.81 





NES. eh i do bb cae ka a a bes a aa Rhee $70,601,597.35 


Securities carried at $4,157,439.72 in the above statment are deposited as required by 
law. Bonds are valued on an amortized basis and stocks at prices prescribed by the 
National Association of Insurance Commissioners. On the basis of actual market values 
at December 31, 1957 for all bonds and stocks, surplus to policyholders would be 
$15,787,554.24. 





REINSURANCE IN MULTIPLE LINES 





KANSAS CITY, MO. 


Insurance Exchange Building 


NEW YORK CHICAGO SAN FRANCISCO 


107 William Street 175 West Jackson 100 Bush Street 
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